Fifteen Cents a Copy One Dollar a Year 





The Promotional Number 


OG. The Distributor’s Place in the Economic 
Picture is Discussed in a Number of Interesting 
Statements from Distributors, Manufacturers and 
Consumers, in which Mill Supply House Distri- 

bution is Heartily Endorsed. 


Q Details of the Triple Mill Supply Convention, 
to be Held in Atlantic City, May 7th, 8th and 9th. 


GC, Announcement of the Purchase of the Busi- 
ness of The Crawford Publishing Co. by the 
Electrical Trade Publishing Co., and the Forth- 
coming Consolidation of MILL SUPPLIES and 
INDUSTRIAL DISTRIBUTOR AND SALESMAN into 

One Publication. 








G The Death of Clay C. Cooper. 


Entered as second-class matter August 3d, 1917, at the post 7 oe 
ofice at Chicago, Illinois, under the act of March 3d, 1879. t Published by The Crawford Publishing Co., 
537 South Dearborn Street, Chicago, Il. 
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, “GENUINE DETROIT” . 
| GLASS BODY OIL CUPS 





Series No. 400 Series No. 500 Series No. 600 


These Oil Cups are well and strongly constructed throughout. The bodies of pressed brass 
and the sight feed posts of rod brass, are so combined as to make a stronger and more substantial 
construction than the ordinary cast brass type. They thus better withstand excessive vibration. 


Their appearance is attractive. 
The Filler Cover is provided with a spring that instantly snaps back when released, thus keep- 


ing the oil filling hole closed at all times. 


DETROIT LUBRICATOR (OMPANY. 











4 DETROIT, U. S. A. yy 
\. — —_ — 


Advertising That Helps < oo 
You Make Sales | — 


BUYING 
Here is one of Columbian’s le ‘Ss simplified 














: ‘ = vb t. 
recent advertisements which | *: a a MBIAN” 





was seen by many of your = “= ae “= COUN sm 
customers. As a part of our St es 


policy of jobber distribution, 
our advertising is intended 
to help you get a bigger vol- 
ume of vise business. 








The Columbian Vise & Manufacturing Co. 


Cleveland, Ohio 


COLUMBIAN VISES 


When writing to Advertisers please mention Mitt Surrriircs 


we rng tt Beemer i SUMBIAN VISE & MEG. co 


we 



















pee 


May, 1929 KNLL QUPPLIBS 


‘The Sweep-stakes Chension 


Flashing first across the finish-line in the 
year-long race for profits, Capital RED CAP 


Brooms and Brushes bring victory over all 

















competition. Our cooperation in preparing 
the Capital RED CAP Line as your entry 
for the annual sweep-stakes, will send RED 
CAPS in to win. 


Write us for Catalog 17, and details 


of our sales-assistance program. 











/ INDIANAPOLIS BRUSH & 
BROOM MEG. CO., 


126 Brush St., Indianapolis, Ind. 














| 


 Chens Chase ‘Factory ' 
_ and Warehouse Trucks; » 
of all Types mas é = 


STYLE 35 


Warehouse Truck. 
Roller Bearing Wheels. 









STYLE BB50 


i Factory Truck. 
I Roller Bearing Wheels. 


















STYLE 207 


| —S= a = / Steel Truck. 
il : ; Roller Bearings. 
| 










Constant improvements keep Chase Trucks in the front rank | 
of industrial transportation equipment. Send for Catalog No. 300. 


io | 








7 The Chase ey 4 & : Comme cain, Ohio 


eee yg —— —~——_—__— —- 
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P, 


Larger, Stronger 
Hexes 


ow 


Increased End to 
End Dimensions 


cw 


Longer Bonnet 
Thread 
Connection 


cw 


Milled Hexes 


cw 


Longer Stem 














IMPROVED 


FEDERAL 


Brass Gate VALVE 





\ 





WAL 





Hidoys~ 











Sectional View show- 
ing how metal is dis- 
tributed for maxi- 
mum strength. 


























EVERY ONE IS INDIVIDUALLY TESTED 


Greater strength where strength is essential has been 
built into the improved Walworth Federal, a sturdy, 
rugged valve for 125 lbs. working steam pressure and 175 
lbs. hydraulic pressure. Bigger hexes do away with the 
danger of springing or bulging when pipe is screwed 
tightly into the valve. The hexes are milled, adding 
materially to the appearance of the Federal. 


Increased strength where body and bonnet join has 
been obtained by increasing the length of bonnet thread 
and the width of the supporting band on the valve body. 
End to end dimensions are longer to provide adequate 





engagement of pipe threads and to increase the clearance 
between the end of the pipe and the valve seat, thus avoid- 
ing any danger of distorting the valve seat by screwing the 
pipe too far into the valve. A longer stem facilitates 
repacking. Finally, new and improved machine and 
gauging equipment assures closer working tolerances 
between adjacent parts. 


The Walworth Federal is of the wedge gate type, with 
a gland in the stuffing box, and a non-rising stem. Every 
individual Federal is tested before it leaves the factory. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, Ill; Greensburg, Pa.; and Attalla, Ala. 


. . - Distributors in Principal Cities of the World .. . 
Walworth Company, Limited, 620 Cathcart'St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


When writing to Advertisers please mention Mitt Supriies 
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“TOLEDO” 


Mr. William Smedel, Throgg’s Neck, N. Y., 
bought a ‘‘Toledo’’ No. 1000M 14-in. to 2-in. 
power pipe machine because it was a ‘‘Toledo.’’ 
























A ‘‘Toledo’”’ user during all his years in business, 
he knew that the ‘‘Toledo’’ No. 1000M must be 
the most efficient small power pipe machine, 
and Mr. Smedel was not disappointed. No higher 
tribute could be paid ‘‘Toledo”’’ tools than this, 
and the trade teday think cf and know ‘‘Toledo’”’ 
pipe tocls and machines because of their reputa- 
tion for high quality and satisfactory service. 


You will make no mistake if you put your sales 
efforts in pipe tools on ‘‘TOLEDOS’’. They assure 
you satisfied customers, and satisfied customers 
assure you repeat orders. A jobber’s most valua- 
ble asset. 


THE TOLEDO PIPE THREADING 
MACHINE COMPANY, Toledo, Ohio 


New York Office, 72 Lafayette St. 


“TOLEDO” 
Lis aoe 


The ‘‘TOLEDO’’ Name and Trade-Mark is Assurance of Quality Always 









Need anyof these 
ina hurry ? 


(on 

“ Prompt De. 
livery, and 
Intelhigent 


Service 
Write, wire or phone 


ROS HOLT (0 


Black Ave. 


MILLDALE, CONN. 
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Why Do You Use 


Anti-Friction Bearings Anyway? 


N anti-friction bearing has a job 

to do. No question about that. 

If there were no job, there'd be no 

bearing. Certainly, you wouldn’t 

produce one to hang in the Metro- 

politan Museum of Art or to exhibit 
in a jeweller’s window. 


To lots of men, of course, particu- 
larly those with an engineering trend 
of mind, there is beauty in anything 
that comes soclose to perfection 
as an SGiP Bearing. 
But, to most of us, the 





oaKE 


anti-friction bearing has no excuse 
for existence other than that which 
is found in the job for which it is 
designed. 


And if you'll agree that we may 
call that point settled, why in the 
name of turning wheels will any 
otherwise sound thinking executive 
buy bearings on any other basis? 
Why will he buy them just because 
the purchase price is low, even when 
it doesn’t require a horoscope to 
determine that the cost 
price is going to be high? 


INDUSTRIES, INC., 


40 East 34th Street, New York, N. Y. 
FOR NEAREST DISTRIBUTOR SEE THOMAS REGISTER 
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The Yale Motor Driven Trolley 


Powerful Economical Safe 


ez oa 


. 








These Features Contribute 


Toward Maximum Maintained Efficiency 


Lower power consumption. 

Three-reduction enclosed spur 
gearing of heavy, cut-steel 
teeth. 

Readily accessible for main- 
tenance. 

Centrally balanced load— mak- 

ing smooth trav- 

¥, el and reducing 
(pr wear on trolley. 


- Driving and trail- 
YA ing wheels equip- 
(" ped with hard- 





ened and ground roller bearings. 

Adjustable for I-Beams from 8 
to 18 inches. 

Close Head Room. 


Totally enclosed ball bearing 
motor. 


Safe travel speed. 

Manual or push-button control. 

Designed for use with either 
electric hoists or hand chain 
blocks. 

Handles one, two and three ton 
loads. 





The Yale Motor Driven Trolley 
is a new and valuable aid to intra- 
plant material handling, afford- 
ing quick, safe and economical 
means of overhead transportation. 

‘Constructed with that same 
infinite attention to detail and 
quality which so distinguishes 
Yale Material Handling Equip- 
ment of every type, this new 
model motor driven trolley pos- 
sesses many superior features and 
is built to the Yale ideal of maxi- 
mum maintained efficiency. 

Sold by the leading Mill Sup- 
ply Dealers. 








YALE MAKES 


Yale Ball Bearing Spur-Geared Chain 
Blocks, Yale Screw-Geared Chain Blocks, 
Yale Differential Chain Blocks, Yale 
Roller Bearing Trolleys and Cranes, Elec- 
tric Chain Hoists, Electric Industrial 
Trucks. 


Factory Locking Equipment—To ac- 
quire locking control, security and conve- 
nience throughout the factory, use Yale 
Master Keyed Locks. 




















THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U. S. A. 


YALE MARKED IS YALE MADE 


N 


Hoisti ng * Conveying Systems 
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Pulleys Should 
Never Waste 
POWER! 


HEN belts slip, there is a costly 


waste of power-— 


the belt. 


REEVES Wood Split Pulleys GRIP 
—they cannot slip like cast iron or 
And they last longer on the 
job. They are cheaper to buy and 
They are lighter, 
stronger, run truer, and they trans- 


steel. 
cheaper to run. 


mit more power. 


What kind of pulleys do you sell? 
Do your pulleys waste power—or do 
they transmit all the belt has to 
REEVES Pulleys have been 
big money-makers for distributors 
Write today for infor- 
mation on territories and discounts. 


give? 


since 1887. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 

ll information about 

the construction of 

ulley in the REEVES 

end for it and find out 

why hundreds of dealers and 

thousands of users have found 

that REEVES Pulleys are the 

finest they can buy at any 
price. 


every 
line. 


and it is usu- 
ally the pulley that is to blame. The 
pulley SLIPS, and doesn’t GRIP 


XX 





( 
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—are the toggles, the project- 
ing parts, the sloppy adjustment, 
the burdensome engagement, the 
stubborn release, the dragging 
when idle; 


—the carbonizing of friction 
facings, their deterioration with 
moisture, the uneven wear, the 
hill and dale contacts; 


—are those hidden noises of 
these numerous parts—their reg- 
ulation, their wear and replace- 
ments. 


Comes Now— 


THE CONWAY 


DISC CLUTCH 
IN 








é 





NN 





Enclosed, Balanced, Attractive 


With centripetal action, underslung actuators, 
contacts, accurate, rigid and handy adjustment. 


With easy engagement, instant release, power capacity and drag- 
free idling. 


DISTRIBUTORS: With new users being found continually, there is 
a constantly growing demand for Conway Friction Clutches. We need 
more distributors. Write us. 


The Conway Clutch Co. 
1943 Riverside CINCINNATI, OHIO 
‘* The Conway Disc is a splendid Clutch.’’ 


hardened steel 
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A Stockham distributor sold 
the fittings that brought this letter 












pecember 15 1928 











closing # pote graph of eg 
te ng ® californt 

per Kills Plan nt cy pitts sbu Fee cs awe eat oe 
>goneer Rud - th 
emer a may Pie nt Ins venetio nan 
eer on without trace 
turn 








ry Autor 
com’ pretion pet ae gheo — 
pie ines. u 
“4 ticuler 3 
ge hn to per y eeeings > 
fe pot with stocwen ° save 
na ws we an beg labor and. eed tr m sand noles 
age ome ree any reabene civting® Fe? 
8 of work wh 


our prone Srately ey resdede 


yours very trulye 


He Ce REID & COMPANY 


The sprinkler installation of the Pioneer Rubber Mills Plant 
at Pittsburg, California, for which the Lally Co., of San 
Francisco, sold the fittings, is typical of one type of job for 
which distributors all over the country are furnishing 
Stockham Fittings. For the big installations which use 
Stockham Fittings with equal satisfaction to that expressed 
in H. C. Reid & Co.’s letter, a distributor makes the sale. 


Because Stockham adheres strictly to the policy of 
selling its entire output through established whole- 
salers;and because the Stockham policy upholds the prin- 
ciple that the wholesaler be in a position to meet whole- 
saler and manufacturing competition alike—distribu- 
tors who standardize on Stockham Fittings are profit- 
ably selling the fittings for a large percentage of the big 


jobs—hotels, apartment houses, office buildings, power 
plants, industrials. 








Be sure the name STOCKHAM is on the Fittings you buy 


STOCKHAM FITTINGS 


CAST IRON ELECTRIC CAST STEEL 


MALLEABLE 
Screwed—Flanged—Drainage | Screwed—Flanged 


Standard—Extra Heavy—Oil Country Malleable 
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Matertal 
Y to this Star 


and Watch it move/ 


It will lift your material the speediest and 
most easily of any hoist you have ever 
tried. Not only this, but ask the man who 
has used them for years and you will find 
it also has the longest life. 


There are 21 plus reasons why this hoist 
is superior to any other. 


Drop us a card and we will 
be glad to “let you in” on them. 


Wright Manufacturing Company 


Bridgeport, Conn. 


An associate company of the American Chain Company, Inc. 


oe 20r 





When writing to Advertisers please mention Mitt Suppiies 


May, 1929 


MULL QUPPLIEBS 11 


















Rule Depth Gauge No. 615 
with a rod 

This depth gauge uses a 4” or 6” 

rule and also a 5/64" rod, especially 

desirable in measuring the depth 

of small holes. 


Simplified 


Toolmakers’ Clamp 
No. 756 
Pieces that an ordinary 


clamp cannot hold are eas- 
ily dealt with, thanks to the 


E 
4 extra long jaw. with its 
a unique auxiliary screw. W 
| 
| 4 


Rule Depth Gauge No. 616 


The age 3 of - new gauge 
a e adjusted to any a . e — 
making a convenient protrac: With the addition of these five new tools, 
o- * the —_ ho ae gin h i 
e 18 raduate: in nas 
he  eenees | the Brown & Sharpe line takes on new 


interest in your customers’ minds. 










Our national advertising is acquainting the 
tool-buying public with these new Brown 
& Sharpe tools — all aids to fast and 
accurate work. 





You will find your customers interested in 
these new tools. 


Universal Dial Indicator Set No. 740 


This is an accurate indicator of conveniently 


small size and extreme durability. The design Let us send you leaflets describing 


of the set and its attachment enables the user 





to adjust it to almost any position. each one of these new tools in 
Twist Drill and Machine Screw Tap Gauge No. 707 detail 5 Brown & Sharpe Mfg. Co., 
Tells at a f 3 © 


Providence, R.I., U.S. A. 


BS 


glance the 
correct drill 
to use with 
any common 
size of mach- 
ine screw tap. 
Legible fig- 
ures tell the 
size of tap, pitch of thread, size of drill required, etc. 


BROWN & SHARPE TOOLS 


°° World’s Standard of Aceuracy”’ 
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Bassick steel stationary caster Bassick steel shaft-bearing caster 
equipped with the Baco Wheel and the new Baco Wheel 


OW 
Bassick Steel Truck ~- Casters 


with the New 


“BACO” Wheel 


is insured by a tough tread of 
special composition rubber. 
Its resilience saves floors, elim- 
inates noise. 


















TREAD WILL NOT 
COME OFF 


By a patented process of ad- 
hesion this tough tread be- 
comes an integral part of the 
wheel itself. It cannot work 
loose. 


ENDURING 
STRENGTH 


is the result of using a body of 
special Bakelite, formed under 
unusually great pressure. This OILLESS BEARING 
ae Se ee The Morraine oilless bearing 
requires no lubrication. It is 
found in none but Bassick 


is 4 
a oy Casters. 


The wheel that 


actually saves floors 


The wheel that lasts as 
no other protective wheel 


. . . and eliminates noise ever could before 


aN last... the right wheel in the right — Here’s real floor protection for you, and relief 
caster, for trucks. Unbreakable Bakelite from noise. And endurance beyond your 
on a Morraine oilless bearing with a special greatest expectation. Let us prove it to you. 


composition tread of tough, resilient rubber You'll be more than satisfied with their easy- 
that can’t work loose. rolling efficiency. 


Shall we send you prices and further information? 


BASSICK 


CASTERS 


THE BASSICK COMPANY . Bridgeport - Connecticut 


For 33 years, leading manufacturer of high grade casters for warehouse and factory, for office and home 
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BELOW— Operating a paving breaker from a port- te ee Se €'¢ ee; eg . 
able compressor. Because of its superior resistance to ey fsa Lo od 3 
oil deterioration, Goodrich Type 50 three braid air " a 
hose is used by an increasing number of prominent te 
contractors. Photos courtesy of Ingersoll-Rand. c 
Spot - * 
ae ae 
i ‘ 
ro 
; & 
Pe 
ABOVE—Photo shows operation of 
a drifter. Goodrich Type 50 air 
hose, three braid, has proven its 
superior resistance to abrasion in 
this type of service. 
The ec uy end rance factors” mM k 
Goodrich Air H better b 
NTELLIGENT business men and outlasting any steel armoring. 
recognize that the days when The second superiority is the re- 
“tall hose is just alike’’ have defin- sult of Goodrich research in oil- 
itely gone by. Modern contract- resistant ‘rubber. The tube of 


ing calls for rigid analysis of all 
factors of maintenance and up- 
keep—and the more accurate the 
check on costs, the more Goodrich 
Type 50 grows in popularity. 
There are two excellent reasons 
for this. Goodrich Type 50 air hose 
possesses two “‘endurance factors’”’ 





Type 50 air hose outlasts the ordi- 
nary hose tube two to five times 
under the disintegrating effect of 
lubricating oil, even at tempera- 
tures up to 200 degrees F. 

Type 50 air hose is well adapted 
for quarrying service where light 
weight is desired, as well as for 


of the utmost importancein 
modern compressed air and pneu- 
matic service. 


The first is Type 50’s superior 
resistance to abrasion. The con- 
stant draggingof hose across jagged 
rocks or sharp metal quickly saps 
the strength of the ordinary hose 
cover. Goodrich Type 50 air hose 
has a cover that outwears any ordi- 
nary rubber twice its thickness — 








Photo shows a type of shop service 

for which Goodrich Type 50 two 

or three braid air hose is becom- 

ing increasingly popular. Improved 

resistance to kinking is a notable 
feature 














railroad, car building, and general 
shop service. Many contractors 
and engineers have found that 
Type 50 air hose speeds up opera- 
tions and eliminates frequent re- 
placement costs. 

We will gladly send additional infor- 
mation. Write to The B. F. Goodrich 
Rubber Co., Est. 1870, Akron, Ohio. 
(In the West, Pacifiic Goodrich Rubber 
Co., Los Angeles, Calif.) or the branch 
nearest you. 





Ge 





MS-4 
THE B. F. GOODRICH RUBBER CO., Akron, O. 
(in the West, address Pacific Goodrich 


Rubber Co., Los Angeles, Cal.) 


Gentlemen: Please send me Catalogue 3485 on Type 50 
air hose. This puts me under no obligation. 


Name 





Firm 





Goodrich 


When 


Address. 























writing to Advertisers p'ease mention Mitt Suppiies 





14 MULL QUPPLUES —_ = 





4a 

H 

<< 

4 

44 
i 
Ts. 

. 

= 

t 





HERE can be no greater tribute to the efficiency, economy and stamina of Hisey 
Electric Drills than the many repeat orders from concerns that have used them for 
years. One user says: 


‘‘We have other makes of electric drills in our shop, but our choice of the 
lot is Hisey. Our recent selection and purchase of several Hisey tools 
was due solely to the fact that the ones we have been using for several 


years have given such satisfactory results that we did not feel called 
upon to entertain quotations from anyone else.” 


Another user says: 


“We have one of your Hisey electric drills which has given us better 
results than any other make of electric drills in our place.” 


Our new catalog No. 40M illustrates and describes Hisey Electric Drills in detail— 
explains why those who buy Hisey Electric Drills once continue to specify them—why 
the universal comment is ‘Some Drill!’ Write today for your copy. 


THE HISEY-WOLF MACHINE CO. 


“Its High Grade 
If Hisey Made” 


Electric DRILLS . 






Established 1896 


CINCINNATI, OHIO, U.S.A. 


_.GRINDERS __. BUFFERS 
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cA POWER BELT to be laced! Production ceases! Manufactur- 
ing costs increase! But with the Clipper No. 6 Speed Lacer 
on the job, both ends of the belt are laced in 90 seconds! 
A remarkable performance —but easily accomplished in plants where 
the No. 6 Clipper Speed Lacer is standard equipment. 
This lacer, weighing only 56!) lbs., applies a pressure of 37,500 Ibs., em- 
bedding the Clipper Hooks absolutely flush with the surface of the belt. 
It laces any belt from one to six inches in width with uniform speed and 
efficiency—and is easily operated by a single shopman. 
Price $75.00 (in United States of America) 
{Furnished with stand at an additional cost} 
Whatever your shop requirements, there’s a Clipper Lacer to meet them efficiently— 
lacing the smallest belts up to the big eight-inch ones. And the use of Clipper Pins 


and Clipper Hooks ensures a perfect, lasting joint. For complete demonstration com- 
municate with your nearest dealer or with the 


Clipper Belt Lacer Company 


GRAND RAPIDS, MICHIGAN 






N°©6 Speed facer 
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When lifting must he timed to a workmans need 


air~powered crane saves money 





















He cant harm it! 





Simplicity makes air hoists proof against abuse, 
free from constant, expensive maintenance ~ ~ 


HEN a man’s work depends on a 
lifting operation being done re- 
peatedly in a concentrated area, it 
should be done by the workman himself. 


* * a 


This calls for a power hoist or a small- 
area crane that he can successfully operate. 
Because it is in unskilled hands it must be 
abuse-proof. To stand bad atmospheric 
conditions it must be proof against harm 
from dust, steam, acid fumes, heat, etc. If 
a crane it must be strong, light and easy 
travelling. 

K Kk 

The only type that is so simple in con- 

struction as to do away with both special 





Bulletin 
C-25 


operator and constant expensive main- 
tenance supervision is the Curtis air 
hoist and the light all-steel roller-bearing 
Curtis crane. . 

An automotive manufacturer [name on 
request} says: “Our first Curtis air cranes, 
installed in 1913, are still operating 10 
hours a day and frequently at night. Today 
our 15 half-ton Curtis cranes average $5 
per year apiece for repairs, although oper- 
ated continually by unskilled labor.” 


* * * 
Bulletin C-25 gives costs and savings ef- 


fected by Curtis hoists and cranes in many 
different industries. Send for it. 


CURTIS 


This company was founded in 1854; is, therefore, in its seventy-fifth year. 
Three quarters of a century of successful business existence can be ex- 
plained only by [1] integrity, {2} sound policy, and {3} financial strength to 
permit the extensive development and research work necessary to keep our 
product in advance of competition. 
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CURTIS 
75th Anniversary 1854-1929 


Curtis Air Hoist 
is faster, more accurate 
than other types of power 
hoist, yet costs little more 
than chain block. Can be 
operated successfully by 
inexperienced workmen. 
Practically free from up- 
keep cost. Very slow de- 
preciation. Stands heat, 
moisture, grit, acid fumes, : : 
etc. without harm. Capa- kh 
cities one halftotentons. Curtis Air Hoist and 
Curtis I-Beam Trolley, I-Beam Trolley 
the large wheels. roller bearings, self equalizing frame, and 
other special features make unusually easy running. 


Curtis I-Beam Air 
Crane has 10 to 40 foot 
span, 14 to 10-ton capacity. 
Very light and strong, due 
to special pressed steel con- 
struction. Easily handled, 
Requires no special oper 
ator. Successfully operated 
by any workman. Practical 
way tosupplement large 
aS electric crane or other sys- 
tem in foundries, machine 
Curtis I-Beam Air shops, assembly plants, etc. 
Crane Equipped with Curtis Air 
Hoists, this crane handles heavy loads swiftly, gently, ac- 
curately, Original cost low and maintenance is negligible. 
Curtis Paint 
Spray Compressor — sizes 
44 to 5H. P. Single 
or two stage. Automatic 
control, Recommended by 
leading manufacturers of 
spray guns because Curtis 
“Centro-ring” oiling sys- 
tem prevents clogging of 
filters, minimizes chance 
of lubricating oil getting 
over into air lines to ruin : es 
the paint job or to form Curtis Paint Spray 
an explosive mixture in Compressor 
tank. Safety and efficiency have made Curtis the standard 
compressor in automobile, airplane and other industries. 

























































OXY-ACETYLENE 
Welding and Cutting 
Equipment 








Hundreds of thousands of dollars are 
being saved in factories, foundries and 
metal working plants through the use 
of Imperial Welding and Cutting 
Equipment. 

Broken parts—from the smallest to 
the largest—are repaired at a fraction 
of the cost of new parts. Imperfect 
castings are saved from the scrap heap. 
Gates and risers are cut from castings 
at lower cost and greater speed than 
by any other method. 

And more and more, Imperial Oxy- 
Acetylene Welding and Cutting 
Torches—now durably chromium 
plated—are being used in production 
operations, increasing output and re- 
ducing costs. 

Surely there are operations in your plant 
that could be done better, quicker and more 
economically with Imperial Welding or Cutting 
Equipment than by the method you are now 
using. Our engineers are not merely welding 
experts—they know production and mainte- 
B nanceas well. Letthem tell you frankly whether 
or not you can profitably use Imperial Equip- 
ment. A letter to us entails no obligation. 






























Curtis Compressor 
—3 to 50 H.P. Capacity upto 
250 cu. ft. per minute. Water 
cooled. Curtis controlled splash 
lubricating system assures low- 
est oil consumption with cer- 
tainty of safe lubrication. De- 
sign of valves, bearings, piston 
and connecting rods has been 
improved to permit higher 
speeds. Unloader regulates air 
pressure. By-pass valve permits 

















Curtis Compressor 


starting unloaded. Built to automotive standards. 


Send for New Complete 





Catalog 

r Curtis-Pneumatic Mchy. Co. | 
I — Av., St. Louis—5518-V Hudson Term,, | 
Please send information about l 

es 1 
; Name i 
1 Address. ' 
s 


The Imperial Brass Mfg. Co. 


511 South Racine Ave., Chicago 
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trai ght Talk 


about a— 


business opportunity 


AVE you investigated the money-making 
possibilities of the Worthington dealer 
line? In 1928, millsupply housessold hundreds 
of thousands of dollars worthof Worthington 
products. Somebody, somewhere, made a very 
nice profit on that business. Was it you? 


Look at the question from this angle: The 
Worthington name has been recognized for 
over 85 years as a symbol of reliability. On 
pumps, compressors, Diesel and gas engines, 
meters, feedwater heaters, condensers, and 
auxiliary equipment it is the mark of sound 
products and fair dealing. You do not need 
to sell that name. 


Worthington products are known, and used, 
wherever the smoke stacks and power lines 


of industry appear. They serve as leaders; in 
their train you can sell a host of other 
equipment. If you carry the Worthington 
dealer line, you have an open door to every 
plant. 


And Worthington advertising is holding, 
for you, the good will built through three 
generations of satisfied customers. A world- 
wide service to every field of industry is 
constantly adding to Worthington’s 
prestige. 


The opportunity is yours today to fit into 
this picture—grasp it. Write now for detailed 
information on the Worthington dealer line 


and the liberal sales policies and assistance 
back of it. 





The Worthington dealer line includes pumps and compressors in a wide range of 
types and sizes, to meet virtually every plant, mill and industrial requirement. 


WORTHINGTON 


SIL 
ZAIN 





WORTHINGTON PUMP AND MACHINERY CORPORATION 
Executive Offices: 2 Park Avenue, New York, N. Y. 
GENERAL OFFICES: HARRISON, N. J. 
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A difference that has meant 
10% to 15% saving 


— imperfection 
in a bolt means 
some loss of time—and 


in assembly work, 


seconds mount up 
quickly into minutes 
and hours—and cost 
money... You save by 
using EMPIRE NEW 





PROCESS BOLTS, be- 
cause their thread fit 
is exact, and they 
won't strip, break or 
have their heads twist 
off. One firm found it 
cut 10% to 15% off 
assembly time by 
changing to Empire. 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 





Factories at: PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Los Angeles, Seattle, Portland 
When writing to Advertisers please mention Mint Suppries 
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Why Shouldn't 
a Broom Be 


a Fine Tool? 
You will find it easier to sell your 


customers a broom as carelully 
made and as well-balanced as other 
good hand tools used in their plants. 


A sweeper can do a much better job 
in less time with a superior broom, 
Saving many times its cost. 


After years of experiment, Osborn 
perfected a one-piece seamless steel 
broom-cap. Tests under the hardest 
use indicate that the new Osborn Bass 
Brooms not only out-wear other brooms, 
but please the sweepers themselves. 


Light but virtually indestructible, 
Osborn Bass Brooms are skillfully 
built tools that will lighten the task of 
sweeping factory aisles, wet surfaces, 
shipping platforms and car floors. 


Tit OSBORN MANUFACTURING COMPANY 
5401 Hamilton Avenue + Cleveland, Ohio 


Branch Offices: New York - Detroit - Chicago » San Francisco « Los Angeles 
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BONNEY CCV (Chrome Vanadium 


Wrenches 


Ya These well-known wrenches are guaranteed not to break or 
spread, and the manufacturers, The Bonney Forge €* Tool 
Works, agree to replace, free of charge, any Bonney 
Chrome Vanadium Wrench which does not live up to 
this guarantee. 

Because of the tremendous strength of Bonney 
Chrome Vanadium, it has been possible to make 
hese wrenches with pointed jaws, enabling 
the mechanic to use them in close quarters 
where it would be impossible to use an 

ordinary wrench. 
Through the use of Bonney 
Chrome Vanadium Wrenches 
you will greatly reduce your 
wrench expense in the long 
run, because they elimi- 
nate your loss through 
the breaking and 
Bennsy “GV Chiome Vans. spreading, common to 
dium Double End Engineers’ aes ordinary wrenches. 


Wrenches—different size 
openings at each end. 


BONNEY NO. 25 SET 
of *CV Chrome Vanadium 
Engineers’ Wrenches 


This set takes care of 21 dif- 
ferent size nuts and bolts 
from '/,'’ U. S. Standard to 
34° Hex Cap Screws 


PRICE %825 





ee 
The leading Mill Supply Distributors carry these wrenches in stock. 
Ms Boeney BONNEY FORGE &* TOOL WORKS Chrome 
trademar 


Vanadium 
Be ALLENTOWN, PA. diu 


i : : registered 
¢he 8) S: Patent Makers of Special Service Wrenches of Chrome Vanadium, — 
© s a August 11, 1925 
Office Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises 
and Drop Forgings and the Bonney Rim Tool. 


Patents Pending = 
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May, 1929 











Challenge 
Square “Gees” to the 
Pipe Wrench 


T’S a real scrimmage on every job 

between the wrench and the pipe 

fitting, but Square “Gees” never 
erack under the strain. Never. 


Not cowardly—unflinching, they 
look the hardest-boiled pipe wrench 
in the face and challenge: “Come on 
and grab me!’ Anirresistible winner. 





Square “Gees” do right by every- 
body—you, your customers and the 
job. Square“Gees” cause no grudges. 


Made from the choice of raw ma- 
terials, carefully processed during 
every step of manufacture, threaded 
clean and deep to come-easy-and- 
fit-tight, Square “Gees” can’t be 
blamed for a single hitch on the job. 


No wonder Square “Gee” sales are 
growing! Stock Square “Gees”. 
Push them. 


The GRABLER MANUFACTURING Co. 
and its subsidiary GRABLER-REPUBLIC, Inc. 
4900 EUCLID BUILDING . CLEVELAND, OHIO 





Your Fitting Problem is Solved When You Say Square “Gees” 


SQUARE “GEE” 
Pipe Fittings 


ORAINAGE, BRASS 








MALLEAGLE, CAST IRON 
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PROFITABLE 

Blackhawk Hydraulic 

Jacks Have Taken the 
Country by Storm 


There is a Blackhawk for every need—many 
sources of profit. Capacities run from 1 ton 
to 75 tons, and every one a leader in its field. 






















For lifting or shifting weights, or truck 
jacking, the Blackhawk hydraulic principle 
is the modern standard — because of its : 
compact, portable, tremendous power; its 
safety, speed, economy and control. One 
man and a Blackhawk do the job. 








We have some very interesting dealer facts, 
if you will simply send us your name. 


BLACKHAWK MFG. COMPANY 


Dept. MS MILWAUKEE, WIS. 





Better Wrenches \ 
for better Sales 


Sets that shop and maintenance men 
know and prefer—such as the extra 
heavy duty industrial Socket Wrench 
Set No. 12 E shown. Write for our 
catalog and proposition. f 

















mod 


BLACKHAWK JACKS si?icwer 
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V-Groove 
Friction Clutches 


Large starting capacity, great mechanical 
strength and wide adaptability make Medart 
V-Groove Friction Clutches ideal for general 
power transmission work. 


They can be used either as a clutch cut-off 
coupling or as a clutch integral with a pulley, 
gear, sheave or sproket ... so that eithera 
department, a line, a countershaft or a single 
machine may be placed under separate control. 


Bui't either solid or split... their rugged simplicity 
of construction, ease of adjustment and positive action 
insure an excess of mechanical strength to care for 
sudden heavy loads. The special machined V-Groove 
gives unusual starting capacity ... free from shock or 
jar. 
GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 


For “Everything in Line Shafting Equipment” get Catalog 43 
and Discount Sheet; also Bulletin on Medart Timken -equip- 
ped Line of Industrial Appliances. 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U.S.A. @ LP 
Offices in 
Chicago 7’ Philadelphia ” Pittsburgh * New York ” Seattle 
Office and Warehouse in Cincinnati POWER TRANSMISSION ASSOGATON 


*MEDART 








Fverything in Line Shatting Equipment 
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The Magie 
of Distribution 
is Common Sense 


ROM some of the so-called distribution 
methods that have sprung up in recent years 
one would gather the impression that the distri- 
bution of merchandise is some sort of magic. 


It is. But the magic is common sense. At Foster 
we have been practical, we have accepted the 
idea that the best and therefore least expensive 
method of distributing bolts and nuts and cap 
screws is through the jobber. 


And until a workable, common sense substitute 
method is found we shall continue the policy 
believing wholeheartedly in its advantages alike 
to manufacturers, jobbers and dealers. 


Truly, the magic of distribution is common sense 
as itis also the magic of successful manufacturing, 
wholesaling, retailing or any form of endeavor. 


THE FOSTER BOLT & NUT MFG. COMPANY 


CLEVELAND CHICAGO 
Union Ave. and East 72nd Street 6249 to 6265 West 65th Street 
Telephone BRoadway 0840 Telephone Hemlock 4484 
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BOLTS» NUTS 
CAPSCREWS 


in Big Business 
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Portable Electric Saws 
by BLACK & DECKER | 


“Made in three sizes, 
6", 8", 10". : 










‘Maximum Power and Barstaticy- 


“Apoolute. Safety 


LACK &’ DECKER Portable Electric Saws 

embody the essential ¢haracteristics of all 

other Black &? Decker Electric Tools - which 
gives them at once an established place in their 
field. The same infinite care has been taken in theif design and construction, guaranteeing the 
utmost in smooth operation, speed, safety and long life. 


Black €¥ Decker Electric Saws will efficiently handle ripping, cross cutting, bevel cutting and 
the various other sawing operations. They are equipped with shoes for bevel cutting, adjustable 
from 0° to 45°. Saw blades are entirely enclosed by telescopic guards and blades are adjustable, 
so that depth of cut may be regulated. 


Each Saw is packed in a combination packing and carrying case, is easily taken to the job, 
and can be plugged into any electric light socket, ready for use. 


SPECIFICATIONS 
6” 8” 10” 
134". Depth of cut 214" Depth of cut 314" Depth of cut 
Net weight 1814 Ibs. Net weight 26 Ibs. Net weight 3334 Ibs. 
Price, all voltages, $95. Price, all voltages, $135. Price, all voltages, $165. 


Universal Motors operating on A.C.or D.C. 


The BLACK &? DECKER MFG. CO., 
TOWSON, MARYLAND. 
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Our Distributors _. Sales 





have given us their hearty 


approval of the campaign — Assistance 





we are entering into — 
in their interest 


direct with the Consumer 





The We chanical 


‘We back the Jobber” CLEVELAND 
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G¢cThe idea appeals to me 2 
J think it is good on Di _— 
and should help? — 





¢¢We are very much pleased with 


the advertising plan as set forth.??— 


Smith Courtney Co. 
Richmond, Va. 








¢¢This sounds good 
and we very much like 
_ the plan you have outlined.?? — 


aa Warren €& Bailey Co. 
California 


— 


Rubber Co. 


OHIO i “We back the Jobber’ 
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he Quality Product for Thirty-five Years 





FAIRBANKS HAND TRUCKS 


‘A Type for Every Purpose’ 

“Fairbanks” Hand Trucks, Wheelbarrows and other 
products, including “Fairbanks” Push Carts, Truck 
Casters, Truck Wheels, etc., are the result of over thirty 
years of consistent effort to furnish quality merchandise 
at fair prices. 

Quantities of these materials, in standard construc- 
tion, can be shipped promptly from “Fairbanks” dis- Fig. 203—4XX 
tributors’ stocks in various parts of the country. 

As manufacturers of long experience, we solicit your 


inquiries for hand trucks of special construction. 

Do not forget ‘Fairbanks’ Wheelbarrows—the 
wheelbarrow with the “combination wheel guard and 
axle box.’ No more loose wheels or broken axle boxes. 


Fig. 209-1 


Seven Reasons for the Super Streneth and 
Lon; ger Life of Fairbanks Whe elbarrows 
(1) Handles—hardwood, finished on all sides. Painted yellow. 

(2) Tray— -pressed from specially rolled high carbon sheet steel, 
edge wire bound. 

(3) Front tray braces—pressed steel. 

(4) Shoes—extra heavy steel, riveted on. 

(5) Legs—heavy channel steel, securely bolted together. 


(6) Wheel—steel rim, oval spokes, pressed steel hub. Fig. 319 

















Fig. 301 


The FAIRBANKS Company 


BOSTON 3 NEW YORK PITTSBURGH 


Jobbers Ev none Factory: Rome, Ga. Write for Catalogs 
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Exclusive Features 
of 
‘“Vulcan Superior’”’ 


“*Overhead’* adjustment. 
The handle is on top where 
it Ss easy to operate. 
Reversible jaws. When the 
2 teeth wear, unscrew the bolts 
and turn the jaws over. 
Larger capacity. Each vise 
3 takes pipe 14 inch larger than 
others of similar size. 


Chrome-plated finish. 






TWO SIZES 
No. 11 for % to 24% j i 
No. 12 for 1% to 432 ince a 


Handy Operation— 
Double Length of 
Service in the New 


‘Your customers will appreciate the outstanding advantages of “Vulcan Superior” 
—a worthy companion to Williams old “Vulcan,”’ the ORIGINAL chain pipe vise. 

‘Vulcan Superior’s’’ new and patented features are found in no other chain 
pipe vise. Adjustment is ON TOP for fast and handy operation. Jaws are 
REVERSIBLE for double life. 


Made entirely of tough wrought steel. GENUINE “Vulcan” Chain. Con- 
venient operation—rapid action—positive grip—tlong life. Fully guaranteed. An 
unusually efficient tool it will pay you to push. 


J. H. WILLIAMS & CO. 


“‘The Drop-Forging People’’ 
BUFFALO Chicago 








LV ANVVAVAAAANY YY 


&  sUPERIOR 
mr CHAIN PIPE VISES 
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Accuracy insured 
Now all sizes of Cleveland Cap Screws 
are made by the Kaufman Method, 


patented. A far greater degree of 
accuracy is obtained by this method 
than was heretofore thought possi- 
ble. Assembly timee is faster because 
of it. Twenty million of these fine 
cap screws are warehoused at all 
times at seven convenient shipping 
points. Ask for Catalog C and 
Price List. 


The Cleveland Cap Screw Co. 
2925 E. 79th Street, 


Cleveland, 
Ohio 











It takes outright and intentional abuse to 
break this improved type of Hack Saw Blade 


\ THAT happens to 60% of the Hack Saws in use? 

They break before they deliver a fraction of their 
possible use. That’s why we developed TRIPLE-[FE— 
a Hack Saw Blade that positively can’t be broken by the 
most severe service. 

We guarantee them by the broadest guarantee ever 
put behind a Hack Saw . . . we will replace every TRIPLE- 
IFE free of charge that breaks in service. 

“TRIPLE-IFE” Hack Saw blades are made of the 
highest grade alloy steel and are uniformly heat-treated 
to deliver gruelling service. They will materially decrease 
your hack saw bills by eliminating the chief source of 
waste—BREAKAGE. 

Naturally they cost slightly more—not any more, 
however, than the interest on the amount of money they 
save. 

JOBBERS ... Your 
territory may still be 
open. Ask us about 


our co-operative sales 
methods. 


The Arion Steel Co. Boston, Mass., U.S.A. 
















TRIPLE -IFE 
HACK SAW 
BLADES 
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One Firm saved its. ' 
Customers °1,290,810.54 
in seventeen years by using 


Arguto Oilless Bearings 




















W without 
Va drink 


“We have used any 
number of Arguto” 
Bushings and are well 
satisfied with 

their performance 


“The writer has uset 
your bearings in a great 
many places where nothin 
else would stand up, 7 
much less last” fy? 


ee 
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OILLESS BEARING 


ARGUTO OILLESS BEARING COMPANY y 


Wayne Junction, Phila. 
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Hack Saw Blades 


Change new acquaintances 
into lifelong friends 


PERSISTENT educational 
advertising in magazines 
which blanket the hack-saw 
buying markets is helping 
Thompson distributors to 
win anincreasing amount of 
new business. [he unvary- 
ing uniformity of temper, 
cutting accuracy, speed and 
toughness of Milford and 
Mil Flex Blades hold this 
new business, changing mere 
acquaintances into lifelong 
friends. 


Because Milford and Mil 
Flex Blades meet all de- 
mands, and because users 
stay sold, more distributors 
are standardizing on these 
blades. They are reaping 
the returns which _ inevi- 
tably follow concentrated 
effort with a complete 
line of meritorious 
products—less investment, 
more frequent turnover, in- 


creased profit and greater 
goodwill. That's business! 
Tie to Milford and Mil Flex 
and you sell blades which 
embody over a_half-cen- 
tury s experience in manu- 
facturing metal-cutting 
saws exclusively. There's 
money in it. 


The Henry G. Thompson & 
Son Company 


Established 1876 


NEW HAVEN 
CONN. 


U.S.A. < 








Mil Flex 


STRAIGHT SET 
Hand Frame Sizes Only 
A tough, tast cutting blade for sawing in 
awkward places and on intricate work. 
Demanded by electricians, plumbers, 
sheet metal workers, tadio workers 
everywhere. 

TUNGSTEN ALLOY STEEL 
Hard Teeth for fast cutting and long life. 
Soft Back for flexibility. 

8”, 10’, 12” Lengths 
14 and 18 teeth in Straight Set for cast 
iron, bronze, tool steel, small solids. 
24 teeth Wavy Set for brass, iron pipe, 
heavy tubing. 
32 teeth Wavy Set for thin tubing, light 
BX, wiremoid, thin sheet metals. 
Use the right blade* for the job. 


*Thompson’s Mil Flex 
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6 days a week for 3 years 


HIS %” Strong Evrtyte Globe Valve is 

used for throttling purposes on a paper 
making machine at the Bergstrom Paper 
Company, Neenah, Wisconsin. 

Service is severe under the conditions 
imposed on the valve. There is approxi- 
mately 160 pounds steam pressure on the 
inlet side and practically atmospheric pres- 
sure on the outlet. And for 24 hours a day, 
six days a week, for three years—this stand- 


ard Strong Evrtyte Valve has been on the 
job constantly. And it can still be closed 
absolutely tight! 

Seats and discs are of ANUM-METL, 
standard for all Strong Valves. Should the 
slightest leak develop in any valve made by 
this company within one year from its in- 
stallation, a new seat and disc will be sup- 
plied without charge. Ask for catalog and 
price list of Strong Steam Specialties. 


Among Strong 
steam specialties 
are Strong Steam 
Traps, Radiator 
Traps, Vacuum 
Traps, Pump Gov- 
ernors, Reducing 
Valves, Separa- 
tors, Non-Return 


Valves 


MANUFACTURERS OF STEAM SPECIALTIES . 





q 





STRONG 
CARLISLE 
&3 
HAMMOND 
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3-Way Emergency 
Valves, Engine 
Stops, Instan- 
taneous Closing 
Valves, Combined 
Throttle and 
Quick-Closing 
Valves, Balance 
Throttle, “EVR- 
TYTE” Globe 
Valves. 





CLEVELAND, OHIO 
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A Self Contained Outfit for Reducing 
the Cost of Plating and Finishing 


Dealers Everywhere Sell Them and Make Friends 


GOODS IN METAL, GLASS, COMPOSITION 
OR OTHER MATERIAL 


may be cheapened in cost and improved in appearance 














Hardware Combs Aluminum Jars Gears 

Name Plates Electric Bulbs Silverware Bag Frames 
Brushes Medals Caskets Firearms 

Gas Fixtures Dies and Tools Elevators Suspenders 
Glassware Jewelry Buttons Telephones 
Cameras Skates Machinery Electrical Goods 


Leiman Bros. 
Patented 


SAND 
BLAST 


will prepare the surface of metal goods of every 
shape, size and quantity—an easy, simple 
method of doing the work that any one can 
use — an inexpensive outfit to buy, used by 
the world’s leading manufacturers in every 
line. The article may be any size or weight— 
we have an outfit for all. 


Full information for a postal 


LEIMAN BROS. *"xis'°"* 


Makers of good Machinery for 40 years 


LOS ANGELES—Butcher Co. DETROIT—Chas. A. Strelinger Co. 
These 1 Shaw Palmer Bakewell Co. Osborn Mfg. Co. 
Supply CHICAGO—Crown Rheostat & Supply Co. ST. LOUIS—Lasalco, Inc. 
Houses BALTIMORE—Kemp Machy. Co. Lustre Supply Co. 


Colcord Wright Machy. & Sup. Co. 








Now BOSTON—Hayes Pump & Machy. Co. 
Sell TORONTO—Williams & Wilson SEATTLE—Cox & Co. ‘ 
eage . oreig n 
eo MONTREAL—Williams & Wilson ENGLAND—Thos. Ashton, Ltd., Sheffield 


QUEBEC— Williams & Wilson Buck & Hickman, London 
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MECHANICAL RUBBER 
PRODUCTS 








Belting 


(Conveyor and Transmission) 
Steam Hose 
Air Hose 
Water Hose 
Suction Hose 
Creamery Hose 
Chemical Hose 
Fire Hose 
(Underwriter’s) 
Garden Hose 
Mill Hose 
Sand Blast Hose 


Oil Hose 
(Suction and discharge) 


Tank Car Unloading Hose 
Sele bans Ce 
Tubing 
Sheet Packings 
Washers and Valves 
Diaphragms 
Dredging Sleeves 
IY, Colt) fo (tom @ le erat; 


N THE fabrication of Mechanical Rubber Goods, 
knowledge is as vital a thing as fine materials and 
craftsmanship. 
Whitehead has a background of over 50 years—half a 
century. 
It is with the knowledge gained during that period, and 
the finest materials, that Whitehead Products are craft- 
made—for “‘Long Life.” 





THE WHITEHEAD DIAMOND IS A QUALITY MARK 


<> 


The Whitehead Bros.Rubber Co. 


“MECHANICAL RUBBER GOODS,SINCE [873° 
Trenton,New Jersey 
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STEEL CASTER 





















PATENTED 





A step in advance of similar type 
casters is the Bond Les-Nois. Its 
performance is unmatched .. . its 
dependability unfailing. And this 
new Bond Les-Nois Steel Caster 
does exactly what it is intended to 
do... operate quietly. You can 
barely hear it as it rolls smoothly 
on its way. All vital parts of the 
Bond Les-Nois are built of hard- 
ened and ground steel . . . load 
ball races, thrust bushing, sleeve 
and rollers in the roller bearing 
unit. In every industrial institu- 
tion there are rumbling trucks that 
should be quieted. Bond Les- 
Nois Casters will do the job to 
perfection. 


The “why” of their perform- 
ance is revealed in the folder, 
‘‘Less Noise with Bond Les-Nois 
Steel Casters.’’ Write fora copy. 








For more than a third of a cen- 
tury Bond Power Transmitting 
Machinery has been serving di- 
versified industries faithfully and 
efficiently. The complete line is 
described in the Bond Power 
Transmitting Machinery catalog. 
Send for it. 





Bond Foundry & Machine Company 
Manheim, Lanc. Co., Pa. 


Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
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In its place, and using the right 
compound in the right place, Graph- 
ite has no equal. 


It has been the accepted privilege 
of the Joseph Dixon organization to 
spread the gospel of the proper use of 
Graphite and Graphite Compounds to 
the end that maintenance cost may 
be held at a minimum thru the better 
operation and longer service that each 
Graphite protected part must render. 


Power plants find in Dixon’s Line 
products of unusual merit. The 
carefully graded Flake Graphites 

each with its special uses; the exactly 
compounded Graphite Greases, each 
with its place in every scheme of 
better lubrication; the Boiler Graph- 
ites for cleaning steam boilers; the 
Graphite Pipe Joint Compounds; the 
Silica-Graphite Paint with years of 





service On sO many thousands of 





Also jobs; and Dixon’s Belt Dressing, a 

DIXON’S non-graphite product which prevents 

belt slippage and increases power 

Solid Belt thru its use on leather, rubber, and 
Dressing fabric belts. 











Dixon’s engineers and research men 
have a background of 100 years of 
continuous service to draw from. 
They are at your service to give you 
the benefit of our wide and varied 
experience. 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City Oe New Jersey 


Established 1827 
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LEAN and naked coolie 
passes coal on the quay 
at Shanghai; outside your 
office window a laborer 
slowly struggles on a cast- 
Aing pile. Both out-of-date 
—both equally inefficient 
when, at lower cost, modern equip- 
ment will do the work of ten. Think 
it over! 
Material handling is by far the most 
vital ——, in Sy ee 
More often e de 
factor in “production costs. Tenccsial 
handling methods may be speeded 
up with Chisholm-Moore equip- 
ment; time, money and unproduc- 
tive labor saved. 





To this end a C-M expert is at your 
service. He will show you how sur- 
prising handling economies may be 
effected; not vague, uncertain im- 
provements but practical, proven 
methods that appeal to the hard- 
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CLEVELAND 


boiled engineer. A note on your 
business letterhead will bring 
detailed information about this C-M 
expert’s services. 


* * * 


The Chisholm-Moore line provides 
equipment for the material hand- 
ling problems of every industry. It 
includes chain hoists, electric hoists, 
traveling cranes and cupola 
chargers. Literature will be mailed 
on request. 


Chisholm- Moore Hoist Corp. 
(Division of Columbus-McKinnon Chain Co.) 
5065 Fremont Ave. Tonawanda, N. Y. 


In Canada—St. Catharines, Ont., Canada 








L_C NARS +3 ty 





CHICAGO PITTSBURGH 


Advertisers please mention Mitt Suppries 





42 May, 1929 





VN! Sith 








REPUBLIC means 
the Best Mechanical 






































We Advertise Distributors 
to 10 Industries 


E advertise Republic Products and the economic necessity of the Indus- 
trial Supply Distributor in twelve important publications of the rubber 
using industries. 


Republic has always had merchandise, service and prices that equalled that 
of any mechanical rubber goods manufacturer. Republic has always had a 
sales policy that concentrated all its efforts on Republic’s chosen outlet for 
merchandise — the Industrial Supply Distributor. 


Now, instead of featuring our products only, in one of the most extensive trade 
paper campaigns over launched, we are 
telling the consumer the plain facts about 

the distributor’s importance to industry. A 
The frank statement is often made that 



















= ° * Al f rubber items sufficiently com- 
the good quality of Republic products is s. sit we queen cieeee sain 
$ s the i ; e trade solicited. 
partly due to economical and efficient See ene eee nes 


‘ a ys A quality of products uniformly good 
handling by Distributors. and capable of delivering service re- 


sults that should reasonably be expected. 


x A price basis inducing and making 
foe ww) possible aggresive competition with 
reasonable profit return. 

















- , Freedom from compet f hi 

lA hl x x x petition from his 

FHE REPUBLIC RUBBER CO. 4. source of supply, either direct or in- 

a ee direct, among the trade covered by his day 

Youngstown, Ohio to day solicitation, 

5 Selling helps of reasonable amounts so 

a i b P that his sales force may be given the 

SiRAIED, Details of our advertising, direct mail advantage of specialized training and a 

= x 1) through the Distributor and aggressive knowledge of the product sold. 

oe sales campaigns may be had on request. 















BELTING + PACKING + HOSE + MOLDED GOODS + LATHE CUT GOODS 
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Figure 3010 
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Figure 1741 
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pump house fficient 
are e 
Goulds jive you prompt _ 
ou to & GOULDS AUTOMATIC- 
service. OILING 
Pyramid Pump 
Adaptable for a variety of 
services. Capacities 3 to 82 


G. P. M. For heads up to 
+ : 800 feet. 


GOULDS ‘‘MINUTE MAN” 
Cellar Drainer 
A leader in the field of low- 
priced, high quality auto- 
matic drainers for resi- 
dences, stores, small fac- \ 
: tories, etc. Capacity 5 to \ 


Figure 1281 










25 G. P.M 


Figure 1724 





GOULDS ROTARY 
POWER PUMP 


Discharge head—100-ft. Figure 
Capacity—20 to 65 G. 3354 . 
P. M. 
GOULDS AUTOMATIC- GOULDS 
OILING er cares 
Deep Well Head GOU S S C a eee 
4, 8, 10 and 20-inch strokes. LD PUMP 9 IN 4 ms ee 
For wells up to 550 feet S F ll N Y k Sear Phe han- 
depth. For use with pneu- eneca Falls, ew or dlin condensa- 
matic or open tank water pny low pres- 
systems. : sure steam heat- 
Branch Offices: ing systems up to 
Citizens & Southern Bank Bldg., Atlanta, Ga. 16 Murray St., New York, N. Y. 15.000 sq. ft. of 
194 Congress St., Boston, Mass. 111 North Third St., Philadelphia, Penn. radiation. Ball 
12-14 South Clinton St., Chicago, Ill. 


636 Henry W. Oliver Bldg., Pittsburgh, Penn. bearing pump. 
1902 Second National Bank Bldg., Houston, Tex. 705 Kennedy Bldg., Tulsa, Okla. 


Galvanized tank. 

















——— SSS SS |S ZS Sa= ———— —]/, oid —Sse Sis ss =S- = =—— 
S>=—— —=—= —_—— ESS 
SS Se SS = = EaJ SSS SSS E-E- EE EE_—_—aSES= CUES SSH 
SS — a — z S——== 

S==_— = = = == = => — = aS = = SS = = SS = 
=> S 5S 3S = = ES >S SS SS Ee SPC CIE OHSS SE OSS CM SS” 
= = — — ee or = Se 
= S— = = = => SS Se SS = => =——=S_S== SSS OT 
mea [=] 55 = = SS = OTS LS- ECC aS CASES SSS ES ee | 
Ee = Ee = = _=3 a — S= =S-  iEE FE ESS CaS = 
= _— See => aaa SSE FES SE — 
FSS OHSHK Sa = SS = = => ;——— 

When writing to Advertisers please mention Mitt 


Supp ies 





WRULL QUPPLUES 





‘hee IN on the increasing 
demand for ROCK WOOD 
Pulleys, for original and re- 
placement equipment on 
motors and belt-driven 
machinery. 

Your customers will gladly 
buy from you if they know you 














Get your share of this business 


can supply them promptly. 
You can start with a small 
stock of popular sizes, or if 
your territory does not war- 
rant this, make use of our 
factory stock. Established re- 
sale prices assure you a fair 
profit on every sale. 





{ In ordering, give this information for each pulley wanted; diameter, width k 


of belt to be used, size of shaft, and kind of machine on which to be used. 


THE ROCKWOOD MANUFACTURING CO. 
INDIANAPOLIS, INDIANA 


THE OHIO VALLEY PULLEY WORKS 
MAYSVILLE, KENTUCKY 


Divisions of General Fibre Products, Inc.—Belt-Drive Specialists 


Over 2,000 Stock Sizes 


—a complete range from 11%” to 14” diameters, 
always ready for immediate delivery. Larger sizes, 
up to 72” diameter, made promptly to order. We 
ship singly or in quantity lots for you, at wholesale 
prices. Write today for list of stock sizes and prices. 











When writing te Advertisers please mention Mitt Suppries 


May, 1929 NULL QUPPLUES 








These Jobbers 
Show 


an Average 
Increase of 





The mill supply wholesalers 
selling Bunting Phosphor Bronze 
Cored and Solid Bars have 
increased their business in this metal 
60°% within the last year. 


Plant a Bunting Bar in any factory on 

your calling list and a constantly increas- 

ing business will grow. Bunting Bars 
are consistently advertised in The Satur- 
day Evening Post and all leading mechanical 
trade magazines. 


There are 88 stock sizes making it an easy line 

to handle. Our proposition gives adequate pro- 
tection to our distributor and assures him of the 
permanent benefits of the business he creates. Let us 
tell you about it. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 
NEW YORK CHICAGO BOSTON 
276 La Fayverre Sr. 2015 S. Micuiaan Ava. 36 OuiverR Sr. 
CANAL 1374 CALUMET 6850-6851 HANCOCK 0154 
PHILADELPHIA SAN FRANCISCO 

1330 Arca Sr. 198 Seconp Sr. 

SPRUCE 5296 DOUGLAS 6245 

RACE 1127 

EXPORT OFFICE 


Torepo, Onto 


BUNTIN 


PHOSPHOR BRONZE 


CORED and SOLID BARS 


PATEN 
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lost motion cut to 


a minimum Lb 





—- only two 
movable joints— 





As the movable joints of a Car Mover 
wear, speed and power are taken up by 
play. 





The car mover which has the fewest 
possible joints—only two—gives the most 
efficient service over the longest period 
of wear. Such is the New Badger. 


A Man-Size Trap 


—that does a “Man-size” job. Any 
customer of any mill supply house who 
has ever seen an Anderson ‘‘Man-size”’ 
Steam Trap, whether off or on a steam | 
line, instantly knows that it is capable of | 
doing a “Man-size” job in maintaining 
live, dry steam in a system. 


It shifts loaded or unloaded cars 
quickly and easily with a saving of both 





time and money. 


Its big, sturdy appearance inspires 
confidence in the mind of an engineer. 
A capacity larger than any other trap on 
| the market assures dependable perform- 
| ance. There’s nothing fragile, flimsy or 

stingy about these remarkable ‘‘Man- 
| size’ Traps. Their very appearance 
| gives a customer a feeling that here’s a 
| trap that once on his steam line will give 
| steady, continuous drainage of conden- 
| 








And there’s the Advance Safety Car 
Wrench—which has been developed to 
where it is unbreakable with ordinary 
usage. The features of this wrench are 
that it cannot injure the operator— 
automatically adjusts itself to any size 
winding tap on hopper bottom cars, and 
can be used where other style wrenches 


have failed. 


sation and dispose of it as fast as it ac- 
cumulates, thereby assuring a saving in 
fuel and maximum efficiency. 


This is the steam trap performance 
Sole Manufacturers that you want your customers to have. 

THE ADVANCE CAR MOVER CO., It is why most mill supply houses supply 
the customer demanding quality with an 

Anderson “‘Man-size” Trap. Write for 
SOLD ONLY THRU THE JOBBER information and prices on the complete 


Anderson ‘‘Man-size’”’ Steam Trap Line. 


THEV. D. ANDERSON Co. 
ca r - movers 


Appleton Wis. 














96th Street aoimy ‘Shae - 
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“The Power Behind the Product’’ 


The daintiness of silk—its sheen and sheerness—the rustling brocades, the 
vanity of ribbons, the grace of chiffon—all imprisoned in the looms of the 
modern silk mill. 

OC eco And behind this textile glory the strength, the suppleness, the long life of 
the belts that drive the machines; that keep the spindles humming— 

+. that serve to insure those miles of glowing fabric at the day’s end. 
4n The diversity of uses to which Cocheco leather belts lend their efficiency 
is so wide that it is hard to mark the limit. The textile mills have long 
sponsored the Cocheco trademark—the railroad shop specifies it—the 
lumber trade—mining industries—sugar, tobacco, ship building, aviation 
e the everyday and the unusual need call for it—wherever power trans- 


mission has a place Cocheco Leather Belting is a factor. 
e Our ‘‘Book on Belts’’—the detailed story of Cocheco 
1 Leather Belting—mailed on request. 


I. B. Williams & Sons 
M e {{ CHICAGO Dover, New Hampshire, U. S. A. DETROIT 
NEW YORK BOSTON 
] GREENVILLE, S. C. PHILADELPHIA, PA. 





Plant R. K. LAROS SILK CO., Bethlehem, Pa.: Consistent Users of Cocheco Belts. 
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Always ready 
for hard work 





INJECTORS 


Sa es 





600,000 
Satisfied Users 


Of U.S. Automatic Injectors requiring 
repairs and replacements, together 
with an assured and proper profit to 











Y eile ee the jobber through our established 
ou sell complete areata resale prices, make U. S. Automatic 
with the rugged Parker Vise. Injectors a satisfactory and profitable 
Perfect in design and stronger line for any jobber to handle. 





in construction. 


PARKER yises || American Injector Co. | 






























Meriden, Conn., U.S. A. DETROIT, MICH. , 
a. -Heat-Treated. Accurate and Depend- 
: ight Finish. All Set S Case-Hardened. 
TO OUR FRIENDS IN THE MILL einem fore , se ai 7 = 
SUPPLY AND JOBBING LINE —2,000 sizes and types always in 
: stock. P t deli f A te-Count, CLEAN 
FROM YOU we derive by far the — ee on ee ee 
greater part of our total business. 
, . PA sata 
Isn’t this an assurance that you can rely CKED RIGHT Dipped to prevent rusting, and 


‘ t : packed in oil-proof, 6-ply, clearly-labeled Cartons, 
upon the quality, delivery, price and double-stapled and double-braced. Easy to stock, 


service you Il get from us? handle and sell. 
Send Us Your Inquiries 
The Cleveland Wrought ai 
Producis Co. ———— 


West 58th St. & Denison Ave. 
CLEVELAND, OHIO 

























CAP SCREWS 

SET SCREWS 

S.A.E. and U.S.S. — 

SEMI-FINISHED s 
& CASTEL- = 
LATED NUTS 3 

MILLED STUDS is 

ETC., ETC. ay 





Note the Strong Carton —> 
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—because 


It needs more than good raw materials and careful workmanship to determine what a 
packing will do in the field . . . . it takes knowledge of the specific purpose called for, 
and the experience to design the best packing for it. 

Then fine craftsmanship and the best materials will produce the best packing. 

Linear has made nothing else but packing for over thirty years. We are specialists — 
which means that we’ve met and dealt with a vast number of specialized packing prob- 
lems. And our materials and workmanship have had to be the best obtainable, for we 
had no other product to ‘carry us.’ 


That is why your customers can have implicit faith in the packing you sell-—if it’s 
Linear! Write us for proposition and prices. 


eg 


inear Packing & Rubber Co, Ine 


PISTON AND SHEET PACKINGS 


MAR SHALL AND BERKS STREETS 
© PrvLADELPHTA 
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A Great, New Achievement 


Victor 
High Speed Steel Blades 








THHESE new Victor HIGH SPEED STEEL HACK SAW 
Blades so completely answer every need and cutting 

requirement that their performance is considered one of 

the greatest achievements in hack saw history. 

The low cost of these blades is easily determined by the 

greater number of cuttings of each blade. 

A trial will convince you. 


VICTOR SAW WORKS, Ine. 


Middletown, N. Y. 


















If there were no 
Bearing Take-downs 


MACHINERY operating costs 
would be clipped to a degree 
that would astonish you 
“But that’s impossible,’’ you say. 
“No bearing metal will last a 
machinery life time!"’ 
However there are many “old 
faithfuls” still in use, or already 
on the scrap pile, after a long life of 
service that still have their 
original NON-GRAN _ Bronze 
bushings maintaining spindle align- 
ment as accurately as ever—ex- 


plaining why so many modern 
industrial plants, machine tool, 
motor-car, aeroplane, and internal 
combustion engine manufacturers 
use NON-GRAN for bearings. 

NON-GRAN comes in solid or 
cored bars, 12 in. long, %4 in. to 
5 in. O. D., made of virgin metals 
by a ‘“‘specialized’’ process, 
ducing a bearing surface that 
grows polished and almost friction- 
less in use, and cannot flake-off 
because of the interwoven, inter- 
locking structure of the bronze. 


pro- 


If your jobber does not handle 
NON-GRAN—-write us direct. 


AMERICAN NON-GRAN 
BRONZE CORP. 
Berwyn (Philadelphia District), Penna. 








4 3 99 New and Improved 
“Hold Heet's” cite Por 

Incorporated in 
the nationally 
| known ‘‘Hold- 
| Heet’’ Automatic 
Glue Pot, with the 
| same principle as 
the old, the 1929 
Model offers 
the best that 
ob- 


tained in glue pot construction. 








tS > 


can be 


Other products we manufacture 





Immersion Heaters 
Special heating units 


of all kinds 


Space Heaters 
Conduction Heaters 


Send for illustrated folder and catalog. 


Russell Electric Company 
368 West Huron St. Chicago, Ill. 











| 
| 
| 
| 
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“Mill Supplies” 
Include 


FIRE FIGHTING 
EQUIPMENT 
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Your best customer is the man who 
buys his belting wisely. He knows 
that belting must prove its quality 
against the test of time as well as in 
laboratory and shop demonstrations. 
He knows there is no belting made 
that can withstand all the adverse 
conditions it is likely to meet on all 
various drives, and because of that 
he understands the difference be- 
tween the poor work of a general 
belt and the perfect performance of 
a special belt. His satisfaction 
means repeat orders. His satisfac- 


tion can be assured with the right \ 
Rahmann Belt. 
Over 34 years of widespread in- \\ 














EVERY TYPE 
OF EMERGENCY 
PROTECTION 











dustrial use have time-proven the 


quality of Rahmann Leather Belt- \ 
ing. Besides, there is a Rahmann 
Belt for every condition! Write for 
information regarding the complete 
line of Rahmann Leather Belts and 
how we help you sell them. \ 


nn 
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ALL APPROVED BY 
UNDERWRITERS 
LABORATORIES 
N 


Vda 


PYRENE MFG. COMPANY 


NEWARK, NEW JERSEY 









Branches: 
Atlanta - Chicago - Kansas City - San Francisco 











GEORGE RAHMANN & CO. \ 
31 Spruce St., New York City N 


Newark Syracuse N 


Wher 







Makers of Fire Equipment since 1907 


Makers of Pyrene Tire Chains 
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(MADESCO) 
Shackle Strength 
and Safety Factor 
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Oe jd Shackle 


oo 


* so pi Stands a test 
gto fe yy? 
Sone (%- of 44,000 pounds— 


The next strongest Shackle of 
i that size on the market stood a 
test of 23,000 pounds— 


This should show you why MADESCO 
TACKLE BLOCKS are the Safest for you to 
use on DANGEROUS JOBS— 


“They Stand the Gaff’’ 
WILLIAMSPORT WIRE ROPE COMPANY 


Vain Office and Works 
WILLIAMSPORT, PA. 


General Sales Office 
PEOPLES GAS BLDG., CHICAGO 


WILLIAMSPORT 
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pees coils, condensers and similar manipu- 
lations of pipe often create a real problem 
in shops handling work of the nature illustrated 
here. Loss of time, material and labor con- 
stantly confront the owner. To assure maxi- 
mum production and real economy, careful selec- 
tion of the pipe 1s of prime importance. Study 
of shop practice _selected materials for pipe 
manufacture—expert inspection and rigid tests 
of the finished product —form the basis of the 
preference given “NATIONAL” Pipe for bend- 
ing and coiling purposes. 

In addition, “NATIONAL” Pipe is resistant to 
corrosion (made by the Scale Free Process, butt- 
weld sizes !»2 to 3-inch), is clean and smooth 
inside and out, making it valuable for galvaniz- 
ing or coating, and has sound welds and good 
threading qualities. When coils are exposed to 
the atmosphere under alternate wet and dry con- 
ditions, “NATIONAL” Copper-Steel_ Pipe will 
give added protection against corrosion. Steel 
containing a small percentage of copper is espe- 
cially resistant to atmospheric corrosion. 

Write for Bulletins Nos. 7 and II. 


NATIONAL TUBE COMPANY * Pittsburgh, Pa. 


Subsidiary of United States Steel Corporation 
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cheesy 
O say Powell 
Valves is to men- 
tion quality prod- 
ucts — valves of ex- 
cellence in design, 
materials, and work- 


manship. 





Fig. 102 


For the name Powell is symbolic of 
long, dependable valve service with 
minimum upkeep attention and ex- 


pense. 





There is a Powell 


Valve for every serv- 


Legend of the 
Four Blind Men 


ice demand—water, 
steam, air, gas, and 


oil—for low and high 


There is an old legend which tells of four blind men 
who argued long and earnestly over the appearance of 
an elephant. Finally it was decided to go in search 
of one in order that they might feel of it and so learn 
the truth. But one felt the ears and said an elephant 
was like a huge leaf. Another felt of the leg and said 
it was like a tree; another of the trunk and said an 
elephant was as a great serpent; while the fourth felt 
of the sides and claimed an elephant to be like the tent 
Fig. 150 of the desert tribes. 


pressures and low 
and high super-heat 


temperatures. 





x * * 


> . There are today plant men who, in spite of con- 
Powell f roducts include a complete stant contact with production details, are still grop- 
. P ing for the completed picture of the performance to 
line of bronze, iron and steel valves; be expected of Cap Screws. 


i : | b ; : For if the complete story is obtained and facts and 
oulers, ubricators, grease cups, facts alone are considered, Bristo Socket Head Cap 
Screws will be the inevitable choice. 


water and oil gauges, etc. Their patented dovetailed socket permits a perfect 


grip. 
They not only save production time by their ease of 


Change to — Standardize on adjustment, but they will not vibrate loose under the 


most severe strain. 


If you will compare them, fact for fact, and complete 
the picture with your own tests, it is certain that you 
will install Bristo Socket Head Cap Screws wherever 
cap screws are used. Write for Bulletin 819-H. 


THE BRISTOL COMPANY 


Waterbury, Conn. 





THE WM. POWELL CO. 
2525 SPRING GROVE AVE. 
CINCINNATI, OHIO 









































BRISTO oe ) Cap Screws 
7 — ———E—E SS 
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Mill Supplies and 
Industrial Distributor aud Salesman 


MERGE 


FFECTIVE with the June issue, the Elec- 
trical Trade Publishing Co., acquires the 
publication, Mitt Suppuies, and will con- 
solidate it with InpustRIAL DistRIBUTOR 
AND SALESMAN. Thus this issue of MILL 

Suppuies will be the last under its present name. 
Hereafter the merged publication will be known as 
“Mitt Suprties With Which Is Consolidated Inpus- 
TRIAL DisTRIBUTOR & SALESMAN” with headquarters 
at 520 N. Michigan Ave., Chicago. This step is in 
line with the modern economic tendency toward 
consolidation in the publishing business as in other 
fields of activity. 

In making this announcement, the officers of the 
Electrical Trade Publishing Co. have been deprived 
of a great measure of the satisfaction and pleasure 
which they had anticipated, by the sudden and 
untimely death of Clay C. Cooper, which occurred 
on April 11. 


Mr. Cooper had seen in the merger, a broader 
opportunity for growth and service on the part of 
the publication on which he had spent the best 
years of his life. It was only a matter of days after 
the negotiations had been favorably terminated, and 
the plans for the future expansion of Mitt Supptirs, 
upon which he had put such painstaking effort, were 
at the point of fruition, when he was called away by 
a Higher Authority. 


In carrying out these plans, as briefly outlined 


on the following pages, and developing others which 
will follow as a logical sequence, it will always be 
the aim of the publishers to improve the magazine, 
and enlarge its sphere of usefulness in keeping 
with the ideals that Mr. Cooper had held to the 
day of his death. 


Mit Suppties will continue as the magazine of 
the industrial distribution industry. Previously, it 
had been conducted more particularly to meet the 
needs of the industrial distributor or mill supply 
executive. INDUsTRIAL DisTRIBUTOR AND SALESMAN, 
on the other hand, had been more especially designed 
to help the distributors’ salesmen. In bringing the 
two together we shall endeavor to retain all of the 
good qualities of both publications to the end that 
Mit Supptizs may from now on be in the strictest 
sense a “family” paper, interesting and instructive 
alike to executives and salesmen and, in fact, to every 
employee in the organization. To this end we shall 
direct all our energies and with your support and 
co-operation the result can be accomplished, so that 
Mit Suppuies will in every way, and at all times, 
represented your industry creditably and forcefully. 
The fact that for the past 10 years we have published 
a similar magazine which has been eminently success- 
ful in the field of electrical wholesale distribution, 
wherein the problems have not been greatly differ- 
ent from those in the industrial distribution field, 
gives us additional confidence in this undertaking. 
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DITORIAL 


The basic editorial objective 
of the merged publication shall 
be to serve the distributor. 
We believe in him —in the 
functions he performs and in 
the economic importance of 
his service, and we shall stand 
for him and by him. And, 
since our success is insepar- 
ably bound up with the success of the distributor, our every 
policy and activity will be calculated to contribute to his 


progress and prosperity. 

















In carrying out this main objective, we shall enlarge upon 
the policy established by Mitt Supputes, of editing a paper for 
executives, to include the policy that has always guided 
INpUsTRIAL DistRIBUTOR AND SALESMAN, that of building a 
paper especially for the sales organization. 


Thus, a paper will be developed covering every activity 
of the distributor organization, from the top executive to 
the cub salesman. In every respect, we shall attempt to 
make it the outstanding newspaper of the trade. 


The editorial manpower engaged in this work will be that 
of the two publications before the consolidation. Henry W. 
Young, editorial director of the Electrical Trade Publishing 
Co., will bring to bear influence coming from contact with 
the field in shaping policies, and from the standpoint of critical 
analysis detached from that of direct editorial management. 
Albert E. Paxton, formerly managing editor of INpusTRIAL 
DisTRIBUTOR AND SALESMAN, becomes managing editor, and 
Edward J. McOsker, formerly assistant editor of Mitt Sup- 
pigs, becomes associate editor. Both have a large personal 
acquaintance among industrial distributors and their knowl- 
edge of the problems of the industry, as well as those connected 
with the everyday operations of the individual distributor 
and salesman, leaves the editorial conduct of the publication 
in able and progressive hands. 


In addition, the staff includes an eastern editor, Victor A. 
Hanson, who will contact, from the New York office, with 
distributors throughout the-eastern section. Coit A. Smith, 
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held editor, will make the rounds of the mid-western, southern 
and western distributors from the main office in Chicago. 
Louise Schaiell will be assistant editor. 

No swivel chair editors will be maintained. All will be 
out among you as much as possible, working with you as 
well as for you. 








IELD 
MERCHANDISING 
COUNSEL 


One of the important 
responsibilities we recognize 
as publishers, is that of a 
merchandising service for the 
advertiser. Through a merchandising counsel and staff, we 
maintain a close personal contact with the field, merchandising 
the advertising in the magazine to the distributors’ sales execu- 
tives and offering ways and means of bringing this advertising 
forcefully to the attention of the salesmen themselves. 

















This service has done much for the promotion of better 
trade relations and is undoubtedly a most unique service for a 
trade publication to perform. 








ALES 
PROMOTION 


To publish a selling maga- 
zine intelligently requires a 
constant study of market con- 
ditions and possibilities, and 
with the merging of MItv 
Suppuizs and Inpustriat Dis- 
TRIBUTOR AND SALESMAN, OUr Opportunities for intensive 
market analysis have been greatly enhanced. The knowledge 
gained through our studies and contacts will always be at the 
disposal of manufacturers and distributors in the furtherance 
of the best solution of their various problems. 
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DVERTISING 


In present day business 
papers, the advertising pages 
are as vital to the readers as 
the editorial and news pages. 
Advertising copy, properly 
prepared, will be read with as 
keen interest as any other part 
of the magazine. 

















This is especially true in a distributors’ paper, of which 
every reader is mainly engaged in selling. 

The sales point of view injects a problem into the adver- 
tising different from that pertaining to other business papers. 
To be most effective, the copy should be especially prepared 
to embrace the sales point of view. 

Our extensive contacts with distributors and knowledge of 
their problems, will always be placed at the service of adver- 
tisers to assist in shaping their messages to produce the best 
results, and we shall take the liberty of making suggestions 
from time to time to increase the appeal of manufacturers’ 
messages to the salesman. 

With the principal purposes of the publication clearly in 
view, it will be our aim to promote the use of our advertising 
pages among manufacturers who have a sympathetic attitude 
toward the distributor, and whose selling is based on a definite 
distributor policy. Ultimately, our goal is to bring about the 
condition where an advertisement in Mixt Supptis is a definite 
guarantee that the manufacturer has a fixed distributor policy. 








ISTS 


Who and where are the 
industrial distributors, are 
questions that arise innumer- 
able times, not so much among 
distributors themselves as 
among manufacturers seeking 
to serve the consumer through 
distributor channels. 

One of the services which Mixt Supputes will perform for 
the industry, will be to compile at as early a date as possible, 
a verified list of industrial distributors which will be not only 
complete in listing all concerns qualified to come under that 

















classification, but will give, in addition, all the necessary data 
as to personnel, lines handled, number of salesmen, territories, 
etc., to make the list useful from every standpoint. 

Manufacturers who believe in the distributor and seek to 
make use of his services are entitled to a dependable list that 
covers the whole field, and made reliable through verification 
of each and every name contained therein. Such a list brought 
up to date and verified has hitherto not been available, and it 
will be Mitt Suppuies’ contribution to the industry to under- 
take the work in compilation and see it through to completion, 
in book form. 








IRCULATION 


The major activity of the 
circulation department will 
now be directed to building 
up further circulation among 
the sales forces, as this is the 
direction in which we believe 
the merged publication can be 
of the greatest service to the 
industry. 

The annual subscription price will remain at one dollar. 

As it stood on the day of consolidation, the circulation of 
Mitt Supp.izs was preeminently an executive circulation. 
Examination of its Audit Bureau of Circulations report shows 
that the executive was the principal class toward which the 
publication was directed 

















INpusTRIAL DistRIBUTOR AND SALESMAN, on the other hand, 
laid emphasis on the problems of the salesman and made 
particular effort to build circulation from that class, though, 
of course, reaching a large percentage of the executives at the 
same time. 

Combining the two, gives the present Mitt Suppuies an 
unusually strong position in point of coverage, by paid sub- 
scriptions, of the full personnel in the industrial distributor 
field—Officers, sales managers, department heads and the 
complete sales organization. 

Plans are now being formulated to place the story of the 
new Mitt Suppties before every industrial executive and em- 
ployee that the already high percentage of coverage may be 
raised and maintained at or near the saturation point. 
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Triple MILL SUPPLY Convention 


May 7th, 8th and gth 


The National Supply and Machinery Distributors’ 
Association, Southern Supply and Machinery Dealers’ 
Association and American Supply and Machinery Manu- 
facturers’ Association will meet in triple convention in 
the Hotel Ambassador, Atlantic City, May 7th, 8th and 
9th. Prospects for a good attendance are bright, and, 
with important subjects scheduled for discussion at the 
joint and separate sessions of the associations, indica- 
tions are that the convention will be both exceedingly 
interesting and constructive. Attractive entertainment 
features have been arranged for the diversion of those 
attending the meetings and the members of their fam- 
ilies accompanying them. 

The convention will officially open with a joint meeting 
of the three associations on Tuesday morning, May 7th, 
in the Renaissance ball room of the Ambassador. E. P. 
Welles, president of the National Association, will pre- 
side, and after W. W. Doe, president of the Southern 
Association, and Dixon C. Williams, president of the 
American, have responded to Mr. Welles’ words of wel- 
come, the Hon. M. Markham Flannery, director of the 
trade practice conference division of the Federal Trade 
Commission, will discuss ‘‘Trade Practice Conference 
Procedure.” Mr. Flannery’s address will be followed by 
an open discussion, and a mill supply committee, consist- 
ing of three from each association, will be appointed to 
take up the advisability of a trade practice conference in 
the mill supply industry, at executive meetings of the 
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associations, and to report back at the closing sessions of 
the three organizations. 
National Has a Busy Schedule 

At the first separate session of the National Associa- 
tion, on Tuesday afternoon, May 7th, President Welles 
will deliver his annual address, which will be followed by 
the report of Secretary-Treasurer George A. Fernley. 
There will be talks on questions of current interest to 
distributors, together with reports by A. C. Blaisdell, 
The Queen City Supply Co., Cincinnati, chairman of the 
catalogue committee, and Lawrence G. Puchta, also of 
the Queen City, the National Association’s representative 
on the planning committee of the Division of Simplified 
Practice of the Department of Commerce. The report of 
the research bureau on overhead expenses of distributors 
in 1928 will be presented and discussed, and there will be 
discussions of several other questions, including the 
value of a trade practice conference to distributors. 

The survey, “Some of the Causes for the Lack of 
Adequate Net Profits in the Distribution of Mill Sup- 
plies,” and the discussion thereof will be one of the most 
important features of the National Association’s pro- 
gramme. This survey was conducted under the supervision 
of Robert L. Hobart of the Wharton School of Commerce 
and Finance, University of Pennsylvania, and the report 
will probably be presented at the Tuesday afternoon 
session of the association. The National Association on 
Wednesday, May 8th, will consider conditions surround- 
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ing the distribution of individual lines generally handled 
by distributors, for the purpose of obtaining suggestions 
for placing those requiring it on a more satisfactory 
basis. 

The closing session of the National will be held Thurs- 
day morning, May 9th, and among the features on the 
programme for this meeting are an address by William T. 
Todd, Jr., Somers, Fitler & Todd Co., Pittsburgh, on the 
subject, “Getting Salesmen to Think in Terms of Profit,” 
reports by George Puchta, The Queen City Supply Co., 
chairman of the committee on local and sectional asso- 
ciations, and by H. H. Kuhn, The Hardware & Supply 
Co., Akron, Ohio, chairman of the membership commit- 
tee, and election of officers. It has also been announced 
by the National Association that H. C. Dunn of the Bu- 
reau of Foreign and Domestic Commerce will explain 
the work sponsored by the bureau to assist distributors 
in analyzing their business as regards profitable and un- 
profitable lines and customers, and territories from which 
the most lucrative business can be developed. 

Important Subjects to Be Discussed by Southern 

The first executive session of the Southern Associa- 
tion, on Tuesday afternoon, May 7th, will include the re- 
ports of President W. W. Doe, Secretary-Treasurer Alvin 
M. Smith and of various committees, the presentation 
of resolutions, new business, appointment of committees 
and discussions of reports. 

One of the features of the executive session of the 
Southern on Wednesday morning, May 8th, will be an 
address on ‘‘Business Appraisals and Fixed Property 
Accounting,” by B. W. Lemley, president, Coats and 
Burchard Company, Chicago. There will also be inter- 
esting discussions as regards the best location for a mill 
supply house in cities ranging from 100,000 to 500,000 
in population, distributors’ costs, insurance, standardiza- 
tion of terms and trade practice. 

The Southern and American Association programs 
provide for a joint session on Wednesday afternoon, May 
8th. James A. Emery, general counsel of the National 
Association of Manufacturers, Washington, D. C., will 
deliver an address on “Industry and Tariff Adjustment.” 
It is expected that this will be followed by reports from 
committee members on the suggested trade practice con- 
ference expressing the views of the three associations. 
W.S. Hays, executive secretary of the Power Transmis- 
sion Association, will then tell the story of that associa- 
tion and what it is trying to do for dealers. Following 
this there will be a discussion of mill supply association 
co-operation. B. F. Ruether, The Mechanical Rubber 
Co., Cleveland, will discuss the organization of manu- 
facturers by industry, and a distributor who had not 
been named at this writing will talk on how the dis- 
tributor can help this plan. B. M. Hiatt, The Irwin 
Auger Bit Company, Wilmington, Ohio, will discuss “A 
Merchandising Campaign Built Around the Distributor,” 
and T. C. Keeling, Nashville Machine & Supply Co., Nash- 
ville, Tenn., will talk on, “How Can Our Associations 
Together Work Out a Satisfactory Merchandising Plan?” 

On Thursday morning, May 9th, the Southern Asso- 
ciation will hold its final executive session. There 
will be a general discussion of ways and means of in- 
creasing the usefulness of the association and bettering 
trade practices in the industry in the South. Unfinished 
and new business will be taken up, followed by the re- 
ports of committees and the election of officers. 

American to Consider Future Policies 

At the first executive meeting of the American Asso- 
ciation, Tuesday afternoon, May 7th, First Vice-Presi- 
dent S. P. Browning, The Ohio Valley Pulley Works, 





Maysville, Ky., will introduce President Dixon C. Wil- 
liams, Chicago Nipple Mfg. Co., Chicago, who will de- 
liver his annual address. This will be followed by the 
annual report of Treasurer George T. Bailey, Oliver Lron 
& Steel Corporation, Pittsburgh, and the introduction of 
the new secretary, R. Kennedy Hanson. A discussion of 
the future policies of the association is next on the pro- 
gramme, with attention being given to the following sub- 
jects: Changing of the constitution, dues of the associa- 
tion, membership campaign, organization of the associa- 
tion by industry, co-operation with the existing trade 
associations in any branch of the industry, relationship 
and co-operation with the two dealer associations, and 
the next convention city. There will then be a vote on 
changes in the constitution. Following the reports of 
the resolutions and nominating committees, J. Harvey 
Williams, J. H. Williams & Co., Buffalo, will deliver the 
report of the legislative committee. Mr. Williams is a 
member of the committee on the study of anti-trust legis- 
lation of the commission on industrial inquiry created 
by The National Civic Federation, has made a thorough 
study of this subject, and written several noteworthy 
articles on it. There will also be a discussion of the 
value of a trade practice conference in the industry. 

At their meeting on Wednesday morning, May 8th, 
members of the American Association will hear addresses 
on the relation between manufacturers and dealers of 
mill supplies, how they can work more closely together 
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and what the future of the mill supply industry is as 
viewed by the dealer. L. G. Puchta, The Queen City 
Supply Co., will discuss the subject from the angle of a 
Middle Western distributor, while J. L. Pitts, Brown- 
Roberts Hardware & Supply Co., Ltd., Alexandria, La., 
will present his ideas as a southern dealer. 

Association Officers Look for Constructive Convention 

In its final meeting, Thursday morning, May 9th, the 
American will hear reports of the resolutions and nomi- 
nating committees and install new officers. 

“From the replies received and reservations made, we 
are persuaded that this will be the best triple convention 
we have ever had,” said President Dixon C. Williams of 
the American Association. ‘“‘Our association has been 
able to make most pleasant and satisfactory contacts 
with the dealer associations, and the utmost harmony 
is prevailing. 

“We expect to have favorable action on our trade prac- 
tice conference, and to show progress in the association’s 
policy of organizing our membership by industry. 

“Our offer of co-operation with other trade associa- 
tions to clear problems in our industry has been most 
favorably received.” 

H. H. Kuhn, first vice-president of the National Asso- 
ciation, requested for a statement by MILL SUPPLIES, re- 
plied as follows: : 

(Continued on Page 129) 








What Dealers Think of Their 


cA Number of Distributors Express Themselves 
on Supply House “Distribution 


HOROUGHLY SOLD on the idea that the most 

economical and efficient means of marketing 

industrial supplies, equipment and tools is 
through the mill supply house, MILL SUPPLIES has 
styled this issue its “Promotional Number” and 
takes pleasure in presenting endorsements of the 
industrial distributor from manufacturers and con- 
sumers, and expressions regarding his place in the 
economic picture from distributors themselves. It 
is particularly appropriate that these statements 
should appear on the eve of the triple mill supply 
convention. 

Discussions on the subject of dealer distribution 
presented herewith are arranged in three groupings 
—first, those of distributors, then those of manufac- 
turers, and finally the opinions of industrial con- 
sumers. The distributor believes in dealer distribu- 
tion, else he would transfer his activities to another 
line of endeavor. Hundreds of manufacturers be- 
lieve in it, or they would not continue to distribute 
their products largely or entirely through the supply 
house. Thousands upon thousands of users of in- 
dustrial supplies, equipment and tools see the neces- 
sity for and value of the supply house, or manufac- 
turers would long since have ceased to market their 
products through the distributor, and the latter 
would have passed entirely out of the picture. 

Many Attacks on the Supply House 

Nevertheless, there have been many attacks on 
the supply house, and other forms of competition, 
such as direct selling from manufacturer to con- 
sumer, have placed stumbling blocks along the dis- 
tributor’s road, and it is refreshing and encouraging 
to read favorable opinions of responsible executives 
on the economic importance of the distributor. 

It is not to be understood, however, that every- 
thing is rosy for the distributor. There are too 
many manufacturers and too many industrial con- 
sumers who have not come to thoroughly appreciate 
the supply house. Furthermore, some supply houses 
and manufacturers need to alter certain of their 
methods if they are to prosper individually, and if 
the supply house distribution system is to receive 
the general support it deserves. Incidentally, in this 
connection, a few of the executives contributing to 
this number have made criticisms intended purely 
as helpful. 

But it is not the opinion of MILL SUPPLIES that 
will interest readers of the “Promotional Number.” 
This magazine’s stand on the subject of dealer dis- 
tribution over a period of more than eighteen years 
is too well known to need further elaboration at this 


time. It is the statements from distributors, manu- 
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facturers and consumers, complete in themselves, 
which will attract the readers. 

Following are statements from a representative 
list of supply house executives: 





Efficient “Distributors and 
“Manufacturers Have “No ‘Need 
To Apologize for Existence 


ALVIN M. SMITH 
President, Smith-Courtney Co., 
Richmond, Va. 

I sincerely appreciate the view of MILL SUPPLIES that 
mill supply house distribution is fundamentally sound, 
that the distributor has a definite place in the economic 
picture, performing a great service, and that the efficient 
distributor will ever continue to function. Such being 

— the case, what 
more need be 
said? 

I personally do 
not feel that my 
company needs 
any aid in selling 
itself to the con- 
suming public as 
an economical 
means of supply- 
ing their needs. I 
feel that a distri- 
butor who has 
built his house on 
a firm  founda- 
tion, develops a 
good _ organiza- 
tion, uses proper 
publicity meth- 
ods, represents 
manufacturers of 
high-grade prod- 
ucts, and keeps a proper stock for giving the quick service 
required by the consumer, does not need to apologize be- 
cause in the past three or four years a lot of high-power 
writers have been flooding the trade magazines with 
articles, headed, for the most part, “What is the Matter 
with the Distributor?” 





ALVIN M. SMITH 


Easy to Start a Controversy These Days 


What is the matter with any of us? We might just 
as well ask what is the matter with a republican form 
of government? What is the matter with a monarchistic 
form of government? One can start a controversy in 
this country these days by asking as simple a question 
as the old joke from Joe Miller’s book: ‘“‘Why does a 
chicken cross the road?” 

I am not trying to be facetious, but I feel that legi- 
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Where Would Producers and 
Consumers Be Were Dealers 
Not in Industrial Picture? 


timate manufacturers and distributors in this line, oper- 
ating their businesses upon a high plane of business 
practice and ethics, are performing their proper func- 
tions and need no apology for their existence or their 
methods. 

Dealer distribution has been proven an economical 
method in this line, and the distributing houses properly 
financed and organized are certainly in a position to 
function in a proper manner. 





Why Supply Distributor Is 
Essential to Industry and 
Has an Encouraging Outlook 


P. O. BOYLAN 
Sales Manager, The W. M. Pattison Supply Co., 
Cleveland 

If you understand your business as you should, if you 
realize its importance to general prosperity, if you give 
to that business intelligent effort and unflagging zeal; 
if you love it as you should, are sympathetic and re- 
sponsive to its ups and downs, its trials and tribulations, 
then, regardless [jesse 
of harping and 
misguided criti- 
cism, that  busi- 
ness will succeed. 

The mill supply 
business, so called, 
has been and will 
continue to be a 
successful _ busi- 
ness. Statistics of 
business indicate 
that a consider- 
able percentage 
of existent corpo- 
rations at times 
fail to show a 
profit. We must 
expect that dur- 
ing our lifetime 
our business will 
experience these 
bad years. We P. 0. BOYLAN 
have had them, we will have them again. However, we 
can minimize bad results by efficient management. 

Now it is understood I am to write about the mill sup- 
ply distributor, his functions, and whether or not he 
performs them satisfactorily; in other words, whether or 
not he really “belongs.” Well, folks, I have labored (I 
say this advisedly) some thirty-seven years in this field, 
and have seen it develop and expand year by year from 
a business of limited items to one of thousands, serving 
every class of industry. 














With each new manufacturing 


development, the manufacturers have found the mill 
supply dealer always ready—and capably so—to market 
their products. 

Mill Supply House Product of Years of Development 


Can any reasonable minded person suggest that with- 
out our efficiently organized industry the manufacturing 
interests of this great country could have stepped up 
to the position they hold today? Not reasonably so, at 
least. The 1929 pattern mill supply house is the product 
of years of development. It represents the thought and 
effort of intelligent executives. Every great business is 
the result of the same kind of thought and effort. We 
claim no unique distinction or reward. 

Were it possible for the people outside our industry 
to realize the manifold functions of a mill supply 
house, the gathering together under close control for 
prompt delivery of the thousands of items necessary to 
adequately meet every demand of industry, they, I am 
quite sure, would marvel and would be more appreciative 
of our economic value. We have had, particularly in 
the last several years, enthusiastic support from man- 
ufacturers in many lines. We should support such man- 
ufacturers just as enthusiastically; we should be whole- 
hearted and loyal in that support; we should bend every 
effort to the end that the manufacturing interests so 
supporting us will prosper—will realize we appreciate 
their attitude and helpfulness. 

We all know the benefit the mill supply industry has 
derived in the last year or two through the action of 
one major manufacturing industry. Perfection is hardly 
possible; one hundred per cent efficiency might not be a 
good thing, but the results attained in this particular 
instance are at least impressive. I am thinking of the 
nut and bolt industry as exemplified by Charles J. 
Graham and associate manufacturers. Many other man- 
ufacturing interests are thinking along the same lines, 
and hesitate only because they wonder whether we are 
a business ready and willing to respond, to be guided by 
their suggestions, and to back them loyally and fully. 
Let us emphasize to them that we are. 

Show Manufacturers How Capable Supply Houses Are 

Let us realize that we have capable and efficient em- 
ploye organizations—credit, sales, traffic and detail. Let 
us sell this fact to the hesitant manufacturer, show him 
why we can economically distribute his product, how we 
can handle the credit situation, and the delivery problem 
through an efficient and highly developed traffic depart- 
ment. In fact, let us demonstrate to the world at large 
what we ourselves fully know and thoroughly believe, 
that we are a truly live, throbbing, economic being. 

We are the essential and necessary link connecting 
manufacturers with consumers, regardless of type. No 
day passes that does not find the mill supply house sup- 
plying needed material in emergencies, be it flood, fire 
or disaster of any nature whatsoever. To whom does 
the manufacturer, mill or factory owner turn in time of 
breakdown or trouble? When production stops, his first 
thought is of the mill supply dealer, the agency he knows 
is equipped to get him out of trouble, and pronto, at a 
minimum of expense and delay. 


Hopeful and Optimistic as to Future 


My personal experience teaches me that the consumer, 
large and small, appreciates our economic value, our help- 
fulness, our ability to meet unusual situations. He has 
shown his appreciation down through the years, has sup- 
ported us loyally. If we are to retain his respect and 
support, we must remedy any evident defect in our in- 
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dividual organizations that, through lack of proper func- 
tioning, may cause him to turn to other sources of supply. 

Now as to the future of the mill supply industry, I am 
most hopeful and optimistic. Every sign points to re- 
newed interest in it. Trade papers are doins yeoman 
work, preaching the gospel of distributor contact through 
editorial and personal effort. We should be appreciative 
of their help, and should respond to their requests for 
information and suggestions that will be helpful to our 
business. In other words, we should support them so 
they may prosper and thereby be in position to continue 
the good work. 

I firmly believe employes, as well as executives, should 
read magazines devoted to their particular business, keep 
in touch with what’s doing, read the manufacturers’ ad- 
vertisements. I believe we are not only on, but have 
passed the threshold of a new cycle of prosperity. We 
must foster this new position by giving to our business 
our very best effort, to the manufacturer our complete 
loyalty, to our trade organizations our entire support, 
and to the officers of such organizations every possible 
assistance. We should be willing to supply them with 
needed data, to work on committees, in fact, help them 
in every way. If we do these things, then I am quite sure 
we will at least be happy in our work and secure in our 
position. 





Economy of Supply House 


Distribution Seen in the 


Bolt, “Nut, ‘Rivet Industry 


GEORGE PUCHTA 
President, The Queen City Supply Co., 
Cincinnati 

The economic value of the mill supply house which 
carries a good stock of merchandise has long since been 
established, and is realized by many manufacturers, be- 
cause the mill sup- 
ply house can dis- 
tribute merchan- 
dise to the con- 
sumer at a far 
smaller selling 
cost than the 
manufacturer can. 
This has_ been 
strikingly demon- 
strated in the 
bolt, nut and rivet 
industry. Besides, 
if the distributor 
carries the stock 
which he should, 
he can give the 
consumer the best 
service, and at the 
same time reduce 
the consumer's 
stock to the mini- 
mum, thereby sav- 
ing interest on investment, insurance, cost of handling, 
and depreciation. 

The question of distribution of mill supplies has re- 
cently received more attention than ever before. Wher- 
ever serious thought has been given to the subject, it has 





GEORGE PUCHTA 


been in favor of the mill supply house which carries a 
good stock, and manufacturers should give this subject 








most serious consideration and not give the distributor 
manufacturers’ competition or establish curbstone brok- 
ers who have everything to gain and nothing to lose. 





Sees Benefit to the Cause 
In Being ‘frank Concerning 
The Supply Dealer’s Costs 


S. F. WOODBURY 
President, Woodbury & Wheeler Co., 
Portland, Ore. 

Articles and editorials I have seen on the value of the 
mill supply house have always seemed to be a little vague. 
They have dealt with generalities and made points that 
almost everyone readily admits. I do not think these 
articles have been specific enough, in that they have not 
pointed out the 
relatively small 
margin on which 
a mill supply 
house does. busi- 
ness. 

It is not well 
to tell the costs 
in all cases, but 
we could in many 
instances tell the 
customer what 
our cost on goods 
is at the factory, 
and point out the 
costs of transpor- 
tation, of receiv- 
ing, storing and 
shipping goods, 
and when these 
facts are brought 
to his attention, 
and the selling 
discount is given him, as contrasted to the buying dis- 
count at the factory, he will see that the margin of the 
supply house is not great. It should be pointed out to 
him that in very few cases can he gain anything by buy- 
ing direct from the factory, because his costs of trans- 
portation and waiting for material and other incidental 
expenses are larger relatively than those of the dis- 
tributor, who buys in larger quantities. 

With all the buying services and published costs that 
are available to the buyer today, there is no reason for a 
mill supply house to be anything else than frank about 
costs, and this frankness will, in a large measure, dispel 
the illusion in the minds of many buyers that there is a 
wide “spread” in the mill supply distributing business, 
and that they should try to get some of that “spread” 
for their own companies. I believe a few sets of actual 
figures on costs and selling prices at different geographic 
points in the United States, on properly selected articles, 
would help our cause much more than all the general 
broadsides we shower on the buyer. 
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S. F. WOODBURY 


Work Hardest for Loyal Sources of Supply 
Co-operation between manufacturers and distributors 
must work both ways. The supply house should work 
harder for those manufacturers who work hardest for it, 
and I do not think all distributors are doing this. We 
should stick with such manufacturers, even if their com- 
petitors sometimes get the jump on them on new articles 
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or have lower prices temporarily on some stock articles. 
Loyalty is a very fine virtue in the supply business, and 
we should be just as loyal to our loyal sources of supply 
as we expect our own customers to be to us. 

In my opinion, there is becoming more evident every 
day a very fine feeling of respect among manufacturers 
for each other’s customers. In only isolated instances are 
we solicited by one manufacturer to throw out a com- 
petitor’s line and take on his. Representatives of com- 
petitors of our manufacturers call on us, it is true, but 
they only tell us that if at any time in the future we 
should become dissatisfied with our present source of 
supply, they would appreciate our considering their prod- 
uct. The old days of sly digs, innuendo and raised eye- 
brows are passé. 

Nineteen twenty-nine looks like a good year for the 
Pacific Northwest. A rather severe winter slowed up 
production, and that makes for a healthier tone for the 
remainder of the year. Conditions are fundamentally 
sound, operators feel all right, and we believe the same 
optimism prevails up and down the Pacific Coast. 


‘Reputable Distributors Who 
Keep Up-to-Date and Serve 
Well Will Ever Be “Needed 


J. L. PITTS 


President, Brown-Roberts Hardware & Supply Co., Ltd., 
Alexandria, La. 





The function of a local distributor is distinctly one 
of service. This means not only the ability to furnish 
promptly material needed for immediate use, but a cer- 
tain amount of technical knowledge which the customer, 
in many cases, must avail himself of before he can be prop- 
- = erly and profit- 
ably served. 

This expert 
knowledge em- 
bodies many 
questions of a 
local nature, and 
for this reason, 
it cannot be effi- 
ciently given in 
a “mechanical 
way.” The man- 
ufacturer is 
qualified to 
make, or manu- 
facture, the 
goods of his line 
and give techni- 
cal knowledge as 
to their general 
use, but it is 
manifestly prop- 
er and _ reason- 
able for the distributor on the ground to fit the proper 
item to the proper place. He is the logical medium 
through which this last service can be done for the 
consumer. 

Due to the multiplicity of items called for each day, it 
would be impossible to serve the trade by manufacturers’ 
agents who might carry and specialize on certain par- 
ticular items. 

A manufacturer of bolts does not make drills, wash- 
ers, tape lines, or monkey wrenches, but he does know 
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that none of his product can be used without most or 
all of these accessories. 
Manufacturers as a Whole Recognize Value of Distributors 

Manufacturers, as a whole, know this and use the dis- 
tributor. It is only the exceptions that are now causing 
some disruption, and these will eventually become edu- 
cated and see the error of their ways. 

The reputable distributor, if he keeps up to date, and 
serves his trade efficiently, will always ‘have a place in 
his community. He is appreciated by most people whom 
he serves, and while there are, occasionally, a few dark 
clouds on the horizon, these are not going to put him 
out of business. If he is properly financed and equipped 
with a knowledge of his business, there is reason to be- 
lieve that he will survive. 

3uy from the manufacturer who recognizes the cor- 
rectness of this policy and “stay off’ those who do not. 





Suggests Using in Other 
Lines Machinery Set Up 
in Bolt, “Nut, ‘Rivet “Plan 


R. H. WELTON 
Secretary, Chase, Parker & Company, Inc., Boston 

The efforts and brains of the country have been fo- 
cused for so long on manufacturing problems and mass 
production that the orderly and economical distribution 
of the manufactured product has been rather lost sight 
of, and it is of no value to the industry to manufacture 
merchandise at the ; 
lowest possible cost 
unless that same 
merchandise can be 
distributed in an 
orderly and _ eco- 
nomical manner 
and at the lowest 
possible cost. 

In the last eight 
years many manu- 
facturers, in a wild 
scramble for busi- 
ness, have _ torn 
down the _ fences 
which have been 
carefully built up 
over the preceding 
years, and are now 
commencing to re- 
alize that every in- 
quiry which comes 
to them may prove 
to be a very costly order if it is not distributed through 
proper channels, and by proper channels the writer, of 
course, means wholesale hardware and mill supply houses. 

Deep thinking manufacturers are commencing to real- 
ize the true value of the supply house. In other words, 
it is their sales force, at no cost to them, taking care 
of sales, warehousing, merchandising and credits at a 
lower cost than that at which they could have their own 
branch warehouses do this work, and without all the 
attendant evils of the latter plan. The greatest proof 
of this, of course, has been worked out in the last two 
years in the bolt and nut industry, and everyone is so 
familiar with most of the phases of this that I am not 
going into details except to say that not only the bolt 

(Continued on Page 99) 
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cA Representative Group of Producers Endorse 
Mill Supply House Distribution 


HILE IT IS TRUE that manufacturers of 

/ mill supplies and allied lines would be greatly 

handicapped were it not for the distributor, 

it is likewise true that distributors would be in a 

sorry plight were they not accorded the support of 

manufacturers. Distributors and manufacturers are 

interdependent. Their co-operation is essential to 
the success of each. 

Since the manufacturer’s attitude is so important 
to the distributor and to the supply house system 
generally, the following statements from represen- 
tative producers in the field are exceedingly inter- 
esting: 


Supply House ‘Distribution 


an Ideal cArrangement W hen 
cAll Concerned Co-operate 


F. H. DEISHER 
President, Royersford Foundry & Machine Co., Inc., 
Royersford, Pa. 





You may put us on record as being unequivocally in 
favor of selling our product through the local mill sup- 
ply house, especially such items as can readily be carried 
in the dealer’s stock. However, an arrangement of this 
kind implies certain obligations on the dealer’s part, 
especially if an 
exclusive selling 
arrangement 
exists. 

First, he should 
carry in stock an 
ample supply of 
such items as are 
most frequently 
called for by his 
customers, and, 
second, he should 
see that a knowl- 
edge of the line 
is imparted to 
his salesmen, and 
they should make 
an effort to get 
all of the _ busi- 
ness possible out 
of the territory 
alloted them. apenas 

It frequently 
happens that salesmen, following the line of least re- 
sistance, solicit the lines easiest to sell and pay scant at- 
tention to the more difficult lines. 

Frankly we do not see how many lines could be dis- 
tributed at all without the aid of supply houses, and we 
consider our line one of such. 

Therefore, to sum up the situation as we see it, we 
64 
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consider the local supply house as a legitimate outlet for 
our products, and where proper co-operation is put forth 
by all concerned, the arrangement is ideal. 

The advantage to the customer is that he can pick up 
from the distributor’s stock the items he needs, and, as 
he is usually known to the dealer, no time is lost in 
making credit investigations, etc. We would not want 
to do business any other way. 





Distributors Looked Upon 
as Integral Parts of This 


‘firm’s Sales Organization 
ARTHUR C. KINGSTON 
Vice-President, Boston Woven Hose and Rubber Co., 
Cambridge, Mass. 

We believe strongly in the policy of selling through 
the mill supply distributor, and we believe the growth 
of our business along strong, progressive lines is directly 
related to the fact that we have thus concentrated our 
merchandising effort. 

By eliminating 
branch stores, 
and avoiding the 
practice of going 
direct to ‘the in- 
dustrial consum- 
er, we are able to 
operate without 
a large, cumber- 
some sales force, 








a large number 
of stocks situated 
throughout the 
country, and nu- 
merous credit 
risks and other 
similar items 
which contribute 


to overhead, and 
which the monu- 
facturer — selling 
direct to the con- 
sumer must 
necessarily carry. 

We are able to maintain our distributors in an ex- 
ceptionally strong competitive position, to make their 
interests our interests, and to constantly promote and 
protect those interests. 





ARTHUR C. KINGSTON 


Use Care in Selecting Distributors 

We, of course, pay particular attention to the class of 
distributor whom we appoint. We aim to select those 
jobbers whose positions in their respective territories 
enable them to put forth the maximum sales effort and 
to take full advantage of the co-operation we have to 
offer. We look upon our distributors as integral parts 
of our sales organization, and build with them to effect 
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“I am very pleased to state that it is 
much more satisfactory and far more 
profitable to market our products 
through the mill supply distributor 
than to sell the trade direct,’”’ writes 

one of them. 


maximum volume at the minimum cost of distribution. 

We believe this policy renders a substantial contribu- 
tion to economy in merchandising, and its value is best 
proved by the splendid list of mill supply distributors 
with whom we are able to work to our mutual advantage 
and profit. 





Believes ‘Distributors cAre 
“Becoming “More Important 
in the Scheme of ‘Business 


G. S. FISH 
Manager, Appleton Car Mover Co., 
Appleton, Wis. 


’ , 





In this “chain age,” age of “direct selling’—call what 
you will the attempted departures into new methods of 
merchandising—it is nothing new to be asked, “‘Are job- 
bers or wholesale distributors really performing an es- 
sential function in the plan of getting goods to the ulti- 
mate consum- r aaa 
er?” 

In my years 
of contact with 
the mill supply 
field there has 
come only a 
strengthening of 
the feeling that 
distributors are 
not only main- 
taining their po- 


sition, but that 
they are actu- 
ally becoming 


more important 
in the scheme of 
things. Particu- 
larly in the last 
few years, when 





new _ products 
and improved ~ G. S. FISH 
products have 


been developed by manufacturers, adding to the already 
highly competitive elements, progressive 
have had to assume greater responsibilities. 

They no longer represent the manufacturer alone. They 
have become a central purchasing point for their trade— 
a research division in which the multitude of products 
on the market are analyzed for their respective qualities 
so that the final choice of the customer may be limited 
to a few of the best in each class. This is a part of the 
service distributors now extend. 


distributors 





The result has been a healthier condition in the en- 
tire distribution system. Distributors, instead of seek- 
ing the lowest price and the longest discount, are han- 
dling products on the basis of customer satisfaction, 
relying on the added prestige they gain with their trade 
to bring them the desired volume at prices that assure 
satisfactory net profits. 

This, it seems to me, is heading in the right direction. 
It spurs the manufacturer to greater effort to make a 
better product; it assures the placing of distribution on 
a more sound foundation because of the increased accept- 
ance of distributors as judges of quality, and it assures 
the ultimate goal—customer satisfaction. There can be 
no question but that the distributor system in the mill 
supply field will not only survive, but will continue 
to grow in importance, as an increasing number of dis- 
tributors put their business on this higher plane. 





Has ‘Never Questioned the 
Soundness of ‘Distribution 


Through the Supply House 


HOWARD COONLEY 
President, Walworth Company, 
Boston 


The manufacturer who must choose between a policy 
of direct selling and a policy of jobber distribution is, 
of course, guided largely by his selfish interest. Like 
many other phases of business strategy, however, he 
finds that whatever is better for him is better for others 
who may be af- ————— 
fected. A manu- iit 
facturer who oa 
cannot serve the 
jobbing trade ef- 
fectively is wise to 
sell direct; if he 
attempts to sell 
through jobbers, 
both he and the 
jobbers. suffer. 
Likewise, the man- 
ufacturer who is 
equipped, by rea- 
son of the strategic 
geographical loca- 
tion of his plants. 
to serve the job- 
ber, will find it to 
his advantage to 
distribute through 
jobbers. Likewise, 
jobber distribution 
in this case is certainly an advantage to the jobber. 

It was because we became able through our produc- 
tion expansion to give to jobbers the kind of service re- 
quired that we, a few years ago, determined upon a 
policy of jobber distribution rather than expansion of 
our own branch house system. 





HOWARD COONLEY 


We have never questioned the soundness of jobber dis- 
tribution. Every factor is in favor of the local jobber 
in competition with the direct selling manufacturer. 
The jobber has spent his business life in the community. 
He has years of intimate contact with the local trade, 
and his success in business reacts directly to the benefit 
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of his city. Against him the competing manufacturer 
who sells direct is operating without the background of 
long and intimate contact, and with the further handicap, 
if he is operating his own branch, of absentee landlordism 
to operate against him. From the point of view of the 
manufacturer certainly jobber distribution is more satis- 
factory. 
Manufacturer with Distributor Outlets in Ideal Position 
The manufacturer with jobber outlets is in an ideal 
position. A manufacturer-jobber relationship is about 
as close as any tie-up can be short of joint stock owner- 
ship, and under proper management the manufacturer 
and jobber can work in close co-operation in practically 
all phases of business activity. That this relationship 
makes for better service and lower prices to the con- 
sumer is obvious, because, on the one hand, the manu- 
facturer is assured of a steady and loyal channel of dis- 
tribution, enabling him to plan his production ahead and 
on a large scale; on the other hand, the jobber with a 
reliable source of supply backing him, operates on a more 
stable and altogether a sounder basis, which is reflected 
in lower operating costs and economies to the consumer. 
In this close co-operating tie-up between the manufac- 
turer and jobber, there is a very definite responsibility 
that falls upon each party. The manufacturer is bound 
to supply to the jobber the very best material he can 
produce, and at a price which will allow the manufacturer 
a reasonable profit and yet permit the jobber to serve 
his trade at a fair and reasonable profit to himself. The 
jobber, on the other hand, must be more than a passive 
receiver of the manufacturer’s products. Unless he dis- 
tributes those products with the same degree of intelli- 
gence and energy that the manufacturer would display 
in selling direct, then he has no right to insist upon so- 
called protection from the manufacturer. In a busy in- 
dustrial center, a manufacturer of mill supply equipment 
or supplies is entitled to feel that, unless his jobber truly 
represents him and goes after business with energy and 
persistence, direct selling is the only alternative. The 
manufacturer believes a share of the business belongs to 
him; if the jobber cannot get it, the manufacturer must. 
There is no question in my mind about the future of 
the jobber. No sane student of economics any longer 
denies that there is a place for the middleman. The 
coming of “Big Business” made the distributor essential. 
Without him, or his equivalent, today the cost of necessi- 
ties would be prohibitive. He is serving a most useful 
and important part in the development of every com- 
munity life. 


Looks Upon the Dealer as 
‘Part of the Organization 
and of Great Importance 


Cc. L. BUTTS 


Manager of Sales, The Wood Shovel and Tool Company, 
Piqua, Ohio 





Our policy is to help the mill supply dealer in every 
way possible. We look upon him as a part of our or- 
ganization. Our interests are entirely mutual. He is 
in direct contact with the users of our products, and his 
advice on subjects concerning the goods we manufacture 
is of vital importance to us. 

We recognize the mill supply dealer as a merchant 
who studies the needs of the consumer and sells him the 
proper article for his purpose. As a rule, the mill supply 
dealer sells the merchandise on the basis of quality value, 


and does not deal in price as the standard of an article’s 
merit. 

We do not sell or solicit the consumer, and inquiries 
from the consumer are referred to the distributor located 
nearest to the origin of the inquiry, with an explanation 
of the benefits of the service the mill supply dealer can 
render to him. 

In addition to this, we suggest resale prices. These 
prices are based upon a legitimate, reasonable profit to 
the dealer, which warrants his sales organization using 
their efforts to sell these goods. This also successfully 
eliminates price cutting on these trade-marked articles. 

Our front door is open to the mill supply dealer. We 
offer our assistance in every way possible, and our best 
wishes are extended for his success. 





Quotes His Company’s Sales 
«<Precepts” to Indicate Its 
Attitude Toward the Dealer 


FARNHAM YARDLEY 


President, Jenkins Bros., 
New Yor 

The sales policy of our company is outlined in our 
“Precepts,” from which I quote: 

“The sale of our products is not the end of our in- 
terest in them, for we are vitally concerned that they 
give the service for which they are recommended. Our 
business is built 
upon the quality 
of our wares and 
the service they 
give. 

“We sell for a 
profit the _ best 
goods that can 
be manufactured, 
and we have in 
the past and pro- 
pose in the fu- 
ture, to see that 
they are distrib- 
uted and main- 
tained with the 
same standard of 
excellence that we 
use in their man- 
ufacture. 

“Tt is our basic 
policy to sell 
through the job- 
ber or dealer, who in turn should act as our representa- 
tive in the district he serves. We co-operate with the 
jobber or dealer to the fullest extent, and assist and 
protect him in every way. 

Want Distributors to Make Reasonable Profit 

“We desire that those who resell our products shall 
make a reasonable profit on the sale in the natural course 
of trade. We discourage the offering of our products 
as ‘leaders’ at cut prices, as unsound business. 

“Certain large users of valves, such as contractors, 
apparatus manufacturers, railroads, corporations and as- 
sociations with centralized purchasing, we are compelled 
by trade conditions to sell direct. ... 

“The co-operation of our salesmen, missionary men, 
and special representatives with the jobber or dealer, is 
of great value and assistance to him, as is our sales en- 
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gineering division, taking care of any mechanical ques- 
tion that may arise, or adjusting complaints with full 
justice to the jobbers, dealers, and their customers. 

“Our policy of a fair profit to all is of distinet advan- 
tayre to the jobber and dealer.” 





Believes in ‘Distributors, 
‘But Says There Is a “Need 


‘for Certain Improvements 


S. DUNCAN BLACK 
President, The Black & Decker Mfg. Co., Towson, Md. 

I hope and believe the majority of mill supply distrib- 
utors and our organization are good enough friends to 
permit reviewing the situation in a frank and open man- 
ner, which is likely to be more useful in the end than a 
polite eulogy of the service rendered by the jobber in 
the €C 0101 I C jpn | 
scheme of 
things. Further- 
more, it is so 
much easier to 
see the mote in 
the brother's 
eye, that I can- 
not resist re- 
hashing a few 
problems that 
are old, but are 
ever with us and 
becoming of in- 
creasing import- 
ance, which in 
turn means that 
their solution is 
becoming in- 
creasingly 
urgent. 

At the outset 
I will reiterate 
that we believe in jobber distribution; that the jobber 
has a real place in the economic distribution of merchan- 
dise and will not pass out of the picture. It is perfectly 
obvious that the manufacturer catering to the general 
public (as is the case with at least all makers of tools, 
both hand and electric) cannot possibly reach the ulti- 
mate consumer as cheaply in any other way as through 
the wide-awake jobber. 

Modern Distributor Fills a Real Need 

The modern jobber fills a real need in every com- 
munity, and provides a service which if suddenly re- 
moved would be very keenly realized by the consumer. 
But the real trouble as I see it is that the public does 
not realize this and accepts the service as a matter of 
course, aS something that always has been, and never 
thinks how necessary this service is to its well being. 
Right here is where the majority of jobbers miss their 
first big bet. They keep their services a secret, or at 
least it would seem so. They very seldom advertise, and 
fail to drive home to the general public the advantages 
of local stocks, quick service and convenient terms, or the 
fact that their stocks and displays include the last word 
in tools and supplies for lightening the labor of the 
nation. 

The average jobber is such a poor advertiser, com- 
pared with the chain store, the department store and 
the manufacturer, that the rising generation as a rule 
does not know he exists, while the other people men- 
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tioned above are constantly appealing to the eye and to 
the reason of everyone. The jobber should certainly do 
more in the way of sales promotion and advertising. 
Many jobbers have a wonderful opportunity for window 
and floor display, which is very inefficiently used—in 
many cases having the effect of repelling rather than 
attracting. 

I know well the old argument of the jobber to the 
effect that “everybody knows who we are, what we carry 
and where to find us,” but what drug store or depart- 
ment store would operate on this principle? Unused 
or poorly used window space is exactly like paying for a 
page in the newspaper and leaving it blank day after 
day. Attractive, clear-cut, one-idea window displays, 
preferably moving, are of great value, and floor dis- 
plays and demonstrations are only second in importance. 

But the greatest of all shortcomings is the average 
jobber’s salesman. Here again I am perfectly aware 
of the number of articles the jobber’s salesman has to 
sell, and of the fact that he cannot be an expert in all 
lines, but if the jobber’s function is to include selling 
as well as warehousing and collecting, real salesmanship 
must be developed. In the old days of 744%, 10%, 
1214% and 15% discounts, probably this could not be 
expected by the manufacturer, but in these days of 
30% discounts the public is paying the jobber for the 
sales function, and it must be forthcoming if the jobber 
is to stay in the picture. 

The manufacturer is, in the last analysis, like the 
jobber, only a servant of the public, and the public will 
not continue to pay double for a given service. By this 
I mean that the public will not continue to pay both 
the manufacturer and the jobber for performing the 
sales function. Unfortunately, this situation exists to 
too great an extent at the present time, and it behooves 
the manufacturer and jobber to work together to bring 
about its correction. We are both in the same boat, 
and inseparably tied together from the viewpoint of the 
consumer. 

Criticisms Intended as Purely Constructive 

It is from this angle that I wish to put forth a few 
criticisms that are intended as purely constructive, and 
with no desire to shift the burden of finding a way to 
reduce the high cost of distribution. In the first place, 
it has been our observation that the average jobber’s 
salesman, when selling any organization large enough 
to support a purchasing agent, thinks his job is finished 
when he has asked the purchasing agent if he wants any- 
thing today. Even if the salesman makes suggestions, 
they of course fall on deaf ears so far as the purchasing 
agent is concerned, as he is necessarily limited in his 
viewpoint, and concerns himself only with the filling of 
requisitions originating in other departments of the 
business. 

Right here I might say that I am perfectly familiar 
with the stock answer to this situation to the effect that 
the jobber’s salesman cannot go behind the purchasing 
agent’s back to talk to the superintendent, foreman 
or chief engineer, but the fact remains that this is ex- 
actly why the manufacturer has to send a special sales- 
man, often from a great distance, to do the job, and it 
practically always brings results, and without getting 
in bad with the purchasing agent. If the manufacturer 
does not do this, it will be done by a direct selling 
competitive manufacturer without a jobber policy, and 
consequently without the expense of supporting a jobber 
policy. 

So it can be very easily seen that right here is a 
double sales expense to do a given job, as compared with 
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the manufacturer who does not support the jobber. This, 
of course, places the manufacturer with a jobber policy 
at a disadvantage. The jobber will say that this may 
be true in a certain percentage of cases, but that many 
tools are sold by his salesmen to purchasing agents 
and over the counter without any help from the manu- 
facturer. This is true, of course, and if it were not, 
the situation would be impossible. 

tight here another important factor crops up with 
which the manufacturer has to contend. In the case 
of the manufacturer of portable electric tools, with which 
I am most familiar, the jobber does sell unaided a cer- 
tain few well-known items in the line that have become 
sufficiently standardized to have the public ask for them, 
such as 14-inch, ®x-inch, %s-inch and °,-inch drills and 
small bench grinders, but this represents only about 
one-third of the good salable items in an electric tool 
line. There are many other tools for which there is a 
real latent demand, which, of course, the public does not 
ask for, but which can be easily sold if the matter is 
presented properly to them. I refer to such items in 
the electric tool business as electric hammers, electric 
saws, electric sanders, electric screw drivers, electric nut 
drivers, electric thread tappers, electric stud setters, 
electric reamers, and various accessories that go to make 
all these tools really useful and salable, and which, if 
the tools were sold, would create a really wonderful re- 
peat business for the jobber. 

It is this class of items in all lines, for which there is 
a real need, but for which the public does not ask, and 
for which the superintendent or factory manager does 
not requisition, that the jobber’s salesman must learn 
to sell, and not depend upon the manufacturer’s sales- 
man to do this work for him. 

The manufacturer cannot afford to pay the jobber for 
this service and then do the job himself. It is not in 
the wood, unless the public is made to pay through the 
nose, which they will not do, and the manufacturer who 
does sell direct can always undersell on this class of 
items for the above reason. When the jobber is ques- 
tioned by the manufacturer about his failure to sell 
these latent demand articles, the invariable answer is: 
“We have no call for them.” Of course not, but invar- 
iably when the manufacturer sends his own man into 
the town he finds no difficulty in selling any or all of 
these items in sufficient volume to total an attractive 
business for the jobber. 

Even after this demonstration, in many cases the sit- 
ulation is not improved beyond the point where the job- 
ber’s salesman will call on the manufacturer’s man to 
make the sale in cases where he suspects a prospect 
is ripening. Of course there are many exceptions, but 
the above is the rule, and I think it should be driven 
home to the jobber, as this is one of the principal rea- 
sons for the manufacturer going direct. 

It is plain to be seen that a salesman for a direct- 
selling manufacturer can run rings around a situation 
of this kind at the single expense of this one salesman, 
as compared with the double or tripled expense of the 
manufacturer’s salesman plus a long jobber discount. 
This is one of the economic wastes with which we are all 
concerned, and constitutes part of the high cost of 
distribution. 

All of this criticism does not mean that we are against 
jobber distribution. We are for it, and are doing every- 
thing a close margin of profit will permit to promote 
and vivify this method of distribution, not only in this 
country, but abroad. 

In proof of the above statement I would mention the 





situation we are constantly meeting in foreign auto- 
motive distribution. We are constantly importuned by 
car manufacturers to distribute shop equipment through 
them to their dealers in foreign countries in the same 
way that they supply them with special tools for a par- 
ticular make of car. 

We have always refused, even at the risk of their 
taking on other lines, which they sometimes do. We 
try to sell them on our complete plan of jobber distri- 
bution, and, instead of selling the car manufacturers, 
we compile books and circulars for them for distribution 
to their dealers, listing the equipment recommended by 
the car manufacturer, and advising the dealer to pur- 
chase through his local jobber. This has been a con- 
stantly recurring situation for vears, and in many cases 
the sale of tools has been lessened on account of the 
failure of initiative on the part of the local jobber, but 
in the long run it will surely tend to build up his prestige. 

In closing, I would reiterate the necessity of the jobber 
doing more advertising, educational and sales promo- 
tional work in his local community, and, above all things, 
to cut out competing lines of merchandise, concentrate 
on the fewer lines sold, and insist on the salesman be- 
coming much more expert on the lines catalogued. If 
necessary, send him to the factories manufacturing the 
chosen lines, as this is the most effective educational 
method, and although its cost may seem high, it will not 
prove to be so in the end, as every progressive manu- 
facturer is more than willing to take extreme pains to 
educate every jobber’s salesman sent in to really learn 
something about the line he is selling. 





More Satisfactory and More 
Profitable to Sell Through 
Dealers Than to Sell ‘Direct 


IRVING W. LEMAUX 


President, Indianapolis Brush & Broom Mfg. Co., 
Indianapolis 

I am very pleased to state, as I have on a number of 
occasions, that it is much more satisfactory and far 
more prof- 
itable to 
market our 
products 
through 
the mill 
supply dis- 
tributor 
than to sell 
the trade 
direct. 

Mill Sup- 
ply distrib- 
utors ren- 
der a very 
fine serv- 
ice to the 
industries 
in the com- 
munities 
where they 
are locat- 
ed. In our 
case, with- 
out the 
mill supply houses of this city we would be very greatly 
handicapped for supplies during emergencies, and if we 
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were compelled to carry large stocks of supplies, it would 
add to our overhead and reduce our profits. I think the 
manufacturers’ association could well afford to get be- 
hind an advertising programme which would have to do 
with educating consumers as to the advisability of buy- 
ing their mill supplies through the mill supply distribu- 
tor rather than direct. 





This Company’s Experience 
with Distributors Has Been 
on the Whole a Happy One 


CHARLES E. BRINLEY 
President, The American Pulley Company, 
Philadelphia 

We consider the mill supply house an essential factor 
in the distribution of our standard listed products. Prac- 
tically all of these products find their way into the hands 
of users through that agency. For us, the choice lies be- 
tween the existing merchant and some new retailing ar- 
rangement, which, 
so far as we can 
see at the mo- 
ment, would be 
more expensive 
and less satisfac- 
tory. We prefer 
the merchant who 
is familiar with 
his market, his 
customers and the 
needs of his cus- 
tomers, and who 
has already built 
up a machine, 
which, if well 
handled, cannot be 
readily replaced. 

The problem in 
the last analysis 
is an economic 
one, and, in our 
opinion, the cost 
of distribution to 
customers is less 
through the media of local distributors than it would be 
if a direct factory-customer contact were attempted. 
Again, the merchant-customer contact is an intimate con- 
tact, founded on propinquity and often fortified by friend- 
ship. The market needs have been worked out, the stocks 
carried by the merchant are presumably those really in 
demand, and, assuming that the merchant has a well-bal- 
anced inventory, suitable for requirements, there is, we 
believe, no scheme thus far suggested that can replace 
the service which he can give. 

However, the above is premised upon the assumption 
that the merchant is conducting his business upon a 
really efficient basis. He has a dual responsibility; to 
the factory which he represents.: and to the customer 
whom he supplies. If he is to do well and prosper, he 
must please both of these. A constant study of the 
science of good merchandising is essential. To have what 
the customer wants when he wants it is perhaps the 
first requisite. Broken stocks, too infrequent investiga- 
tions of inventory and inaccurate inventory records 
which fail to show demand and turnover at a glance, 
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almost invariably lead to trouble. 


Also, to represent a manufacturer implies an obliga- 
tion-—an obligation to see that the manufacturer’s pro- 
duct has a full and fair chance to sell. If stocks are not 
kept in condition, it frequently becomes necessary to 
provide for a customer’s needs by picking up from an- 
other local house, and usually the pick-up is a competing 
product. A record kept of purchases of this character 
would show some surprising figures. It is hardly neces- 
sary to point out that this practice results in no satisfac- 
tion either way. The customer gets a substitute, the 
merchant loses the long profit, and the manufacturer 
whom he represents loses the sale altogether. This is 
perhaps a frank statement, but we believe a fair one, 
and The American Pulley Company’s distributing policy 
is so well known that we have no fear of being mis- 
understood in a discussion of this character. 

Our own experience with supply houses has been on 
the whole a singularly happy one. It has been our desire 
and effort to aid all those who distribute for us to the 
extent of our power, and we have received a very gratify- 
ing co-operation. We believe in the merchant as the 
logical and most economical channel through which to 
route our goods to the ultimate user, and have received 
an almost universally satisfactory response as a result 
of this policy. 


To be sure, times are changing to some 
extent. 


Chain stores are very much in evidence, and 
there is a tendency on the part of very large buyers to 
seek direct factory prices. But, in spite of all this, we 
continue to see our dealers as the distributors of the big 
end of our business. We have confidence that we can 
work with them intelligently and sympathetically to meet 
emergencies as they arise, and we have no doubt as to 
the success of such a combination. 


Feels There Will Always Be 
a Place for the ‘Distributor 
in the Industrial Picture 


FREDERICK H. PAYNE 
President, Greenfield Tap and Die Corporation, 
Greenfield, Mass. 





The Greenfield Tap and Die Corporation is and always 
has been convinced that the logical and 
channel through 
which its products 
can be distributed 
is the jobber and 
mill supply dealer. 
The jobbers and 
mill supply houses 
that carry stocks 
of our goods re- 
lieve us of this 
burden, and were 
it not for them, it 
would be a great 
hardship for us to 
properly service 
our customers. 

We believe that 
there will always 
be a place for this 
type of distributor, 
and the up-to-date 
and aggressive con- 
cerns will always ‘ 
find plenty of high-grade lines to market. Our advertis- 

(Continued on Page 115) 
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The Value of the Supply House from 


the Consumer’s Viewpoint 


Several Letters from Customers Show an Appreciation of the 
Services Rendered by the Distributor 


HE promotional number of MILL 

SUPPLIES would not be complete 

were nothing to be heard from 
the consumer, or user, of industrial 
supplies, equipment and tools, for he is 
the one, above all, to be satisfied. That 
he benefits from supply house distri- 
bution, there is no doubt. Yet there 
are many consumers who do not real- 
ize the great importance of, the vital 
necessity for supply houses in their 
communities. In such cases, deter- 
mined efforts are advisable on the 
part of distributors, and of manufac- 
turers selling through supply houses, to convince them 
of the advisability of patronizing the supply house 
regularly. 

The industrial buyer who has analyzed the situation, 
realizes full well just what the supply house means to 
him, is thankful for its existence and appreciative of 
services it renders. Distributors receive many verbal 
and written commendations of their services in emer- 
gencies or over long periods of time, and such letters as 
the following are of exceeding interest. 

F. G. Space, purchasing agent of The Seymour Man- 
ufacturing Co., Seymour, Conn., wrote as follows to The 
C. S. Mersick & Company, of New Haven: 

“Our recent conversation regarding the position of 
the jobber and the attitude of the average purchasing 
agent toward the jobber has prompted me to write to you 
further on this subject. 

Has Recognized More and More Distributor’s Importance 


increasingly,” 


“It is true that I have personally favored purchasing 
direct where it was practical to do so, i.e., from the man- 
ufacturer. To that extent you may consider that I am 
lukewarm in my attitude toward the jobber. This, how- 
ever, is not correct, for, as the years go by, I have come 
to recognize more and more the importance of his place 
in the distribution of goods. His primary advantage is 
due to the fact that he carries the stock and hence makes 
possible a reduced supply inventory for the purchaser. 
Furthermore, the reliable jobber will stock goods of 
recognized quality, which in itself protects the purchaser. 

“The word ‘service’ is so frequently used that it has 
somewhat lost its significance, nevertheless the jobber is 
in a position to prove to the purchaser its practical 
meaning. We feel that Connecticut is fortunate in the 
service that so many of its jobbing houses are equipped 
to render. 

“Tt is a pleasure to testify that we recognize The C. S. 
Mersick & Company as a valuable and reliable source 
of supply. Your service is quite satisfactory, and the 
uniform courtesy and high character of your representa- 
tives have made our business intercourse a _ pleasant 
one. The question of errors or replacements, which are 
70 


“The last ten years have seen 
many revolutions in methods of 
distribution, witness the develop- 
ment of chain stores and mail 
order houses; but, if I am not mis- 
taken, local jobbers of factory success.” 
supplies during that period have 

found further opportunities for  ¢ 
service and have prospered 
writes one buyer. 
“The reason, of course, is that 
no better and more economical 
method of distribution has been 

devised to take their place.” 


always bound to arise, you have han- 
dled in a satisfactory manner, and in 
your effort to build up a jobbing busi- 
ness that will meet the needs of in- 
dustry, you have our best wishes for 


Another letter received by The C. 
Mersick & Company was the fol- 
lowing from E. I. Butler, purchasing 
agent of The Miller Company, Mer- 
iden, Conn.: 

“The dealer in factory supplies of 
the type represented by your house 
is, in my opinion, of the greatest value 
to the industries of this section. 

Distributor Better Informed on Many Lines 

“There are very many materials and supplies not 
strictly characteristic of the business of any manufac- 
turer, on which the dealer is better informed than he, 
and on which the dealer is a most valuable source of in- 
formation and supply. On such items he is also the most 
economical means of distribution and sales. 

“The last ten years have seen many revolutions in 
methods of distribution, witness the development of chain 
stores and mail order houses; but, if I am not mistaken, 
local jobbers of factory supplies during that period have 
found further opportunities for service and have pros- 
pered increasingly. The reason, of course, is that no 
better and more economical method of distribution has 
been devised to take their place.” 

The Brown-Roberts Hardware & Supply Co., Ltd., 
Alexandria, La., received the following letter from G. 
S. Bergendahl, superintendent for the N. P. Severin Com- 
pany, building construction, Chicago, the letter having 
been written at the company’s field office at the U. S. 
Veteran’s hospital, Camp Stafford, Alexandria: 

“We are very glad for the opportunity to express to 
you our opinion of the value of local supply houses dis- 
tributing contractors’ supplies and allied lines. 

“We find, at the beginning of a contract, that it is 
impossible to place orders covering all of our require- 
ments for miscellaneous material needed for construc- 
tion purposes, consequently, at the commencement of 
our work we must necessarily make connections with the 
local distributor for materials which we know will be 
required, and such deliveries must be made immediately 
after our orders are placed. 

“Your services to us on our contract for the group of 
sixteen buildings with the U. S. Veterans’ Bureau at 
Alexandria, Louisiana, have been invaluable, as your 
house carries a complete line of goods for our purpose 
and your deliveries have always been prompt. 

Supply House Essential to Contractor 

“From the viewpoint of the contractor, it is essential 

that he deal with the local distributor for such materials 
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as he cannot possibly determine the need until his work 
is well under way. 

“In conclusion, we wish to thank you for your prompt 
and hearty co-operation with us on our contract in this 
city.” 

Three More Interesting Letters 

Three interesting letters were recently received by 
Springfield, Ohio, branch of The Ross-Willoughby Com- 
pany. The first, from H. A. Boerger, purchasing agent 
of The American Seeding-Machine Company, Springfield, 
was largely as follows: 

“In our opinion, mill supply house distribution can 
be defined by the most important word to the consumer— 
‘service’—as, generally speaking, mill supply houses are 
called upon to furnish supplies to the consumers in large 
quantities in emergencies only, the manufacturers of 
such supplies being located too far distant to afford quick 
delivery and its consequent relief. Therefore, mill supply 
houses will ever occupy a definite place in business, and 
particularly so in this modern time, when they are ex- 
pected to, and do, carry large stocks of all supply items, 
relieving the consumer of this responsibility. 

“In so far as your own house is concerned, we are 
glad to add that we have experienced only first-class 
service, combined with the utmost in courtesy.” 

Walter P. Smith, assistant purchasing agent of The 
American Rolling Mill Co., Middletown, Ohio, wrote 
mainly as follows: 

“It is our belief that the up-to-date, efficient supply 
house is a necessary part of business and that the service 
which it can and does render is of sufficient importance 
to warrant the continuous patronage of those people 
whom it serves. 

“It has been a great pleasure for us to do business 
with your good company for a number of years, and 
the service which you have always been willing and glad 
to render is highly important to us, and of very great 
value. We hope that our relationship can continue for 
many years to come.” 

In the third letter to The Ross-Willoughby Company, 
T. B. Cutshall, purchasing agent, The Buckeye Incubator 
Co., Springfield, wrote in the main as follows: 

“The writer sincerely feels the mill supply house is a 
great factor in present day production, and fills a very 
important need, especially so at this particular time, 
when buying for only immediate requirements is so 
much in vogue. 


Supply Houses Have Made Great Strides 

“Further, | am glad to say the mill supply companies 
have made great strides in the last few years, and if 
these constructive methods continue, their success in 
the future is assured. 

“However, there is one thing which the mill supply 
people do which does not seem right to me. They take 
on too many lines and are not familiar enough with some 
items to be able to sell and service them properly. 

“Tn closing, I would say that if the mill supply dealers 
stay to mill supplies, their business should grow, and 
their efforts along this line will be greatly appreciated 
by manufacturers.” 

MILL SUPPLIES wishes to express its appreciation to 
Carl B. Lyon, manager of the mill and factory supplies 
department of The C. S. Mersick & Company; J. L. 
Pitts, president of the Brown-Roberts Hardware & Sup- 
ply Co., Ltd., and E. S. Bolen, vice-president of The 
Ross-Willoughby Company, and manager of the Spring- 
field, Ohio, branch, for the loan of the letters from 
buyers above quoted. 


ANNOUNCE NEW DIVISION 


Robbins & Myers, Inc., to Produce Electric and Hand 
Power Cranes, Hoists and Trolleys 
Robbins & Myers, Inc., Springfield, Ohio, manufac- 
turers of electric motors, motor-generator sets and elec- 
tric fans, announce a complete new line of electric and 
hand power cranes, hoists and trolleys up to 10-ton 
capacity. 








Frank F. Seaman, who has 
been appointed general man- 
ager of the Robbins & Myers 
Crane and Hoist Division, has 
been continuously engaged in 
the design, manufacture and 
sale of hoisting machinery 
since 1902, having been con- 
nected with the Sprague Elec- 
tric Works, The Yale & Towne 
Manufacturing Company, To- 
ledo Bridge & Crane Company, 
The Euclid Crane & Hoist Co., 
and the Chisholm-Moore Manu- 
facturing Company. Carl E. 
Schirmer, chief engineer, has 
been in the crane and hoist business since 1907. He was 
formerly assistant engineer of the material handling 
divisions of the Union Pacific railroad and the Schaffer 
Engineering Company, Tiffin, Ohio. He was also for- 
merly chief engineer of the Toledo Crane Company, 
3ucyrus, Ohio, and of the Chisholm-Moore Manufactur- 
ing Company. 

Sales of the new division of Robbins & Myers will be 
in charge of John R. Mears, a veteran of fifteen years’ 
experience in hoist and crane sales, while Albert Kreh, 
William J. Scott and John J. Becker, who are district 
sales managers for New York, Chicago and Detroit, re- 
spectively, have had much experience in crane and hoist 
sales. It is stated that Messrs. Mears, Kreh, Scott and 
Becker were also formerly connected with the Chisholm- 
Moore Manufacturing Company. 

Robbins & Myers hoists, cranes and trolleys will in- 
clude all sizes and styles, both hand and-electric power, 
up to 10-ton capacity. 








== —— 
FRANK F,. SEAMAN 


THE SEARCH FOR A FIST 


The Wood Shovel and Tool Company Hunted High 
and Low for a Model for a Trade Mark 

Many of our readers have noted the big fist used to 
trade mark the “Big Fist” shovel recently brought out 
by The Wood Shovel and Tool Company, Piqua, Ohio, 
but how many have any idea of the difficulties encoun- 
tered in finding the right human fist to provide the model 
for the trade mark? William W. Wood, 3d, president of 
the company, reports that the fist now used as a trade- 
mark is patterned after the biggest and horniest fist 
that his company could find on a human being. 

“Scores of fists were examined and photographed be- 
fore we discovered this huge mass of bones and muscles,” 
said Mr. Wood. “We had a motley crew to pick from— 
stokers, stevedores, road workers, lumbermen—and we 
had every type of fist imaginable—square ones, knotty 
ones, round ones and crooked ones. 

“Finally, we came across a big, burly farmer—and 
what a fist he had! It took thirteen and one-half inches 
of a tape measure to encircle it. None of us have ever 
seen a fist anywhere near its size. The photographer 
was really nervous, and asked the owner whether he ever 
lost control of it. Luckily, the latter said, ‘Not often.’ ” 














Clay C. Cooper 


1859-1929 





LAY C. COOPER, editor of MILL SUPPLIES and 
manager of The Crawford Publishing Co. 
from the time of their inception, passed 

away in his home, 1249 North Dearborn street, 
Chicago, Thursday afternoon, April 11th, follow- 
ing a brief illness. He had been in poor health for 
a number of years, and his determination and forti- 
tude in “carrying on” in the face of this handicap 
won for him the admiration of his great coterie of 
friends. 

Among Mr. Cooper’s most valuable possessions 
was the high esteem in which he was held by dis- 
tributors and manufacturers in the industrial field, 
editors and managers of business magazines and 
others with whom he came in contact in a business 
or social way. Scores of telegrams and letters and 
many beautiful floral offerings received at the time 
of his death were an outstanding tribute to him. 

Though as editor of MILL SUPPLIES his principal 
aim had been to gather and report news and other 
information of interest to the field, the good counsel 
he offered in his editorials and the energetic sup- 
port he gave worth while activities established for 
him a reputation as a sound and constructive 
thinker, and his personal advice was often sought 
by men in the industry. As a business man, his 
ability was highly respected. He was a constant 
and enthusiastic attendant at every convention of 
the mill supply associations. In his contact with the 
mill supply field he gained many intimate friend- 
ships which continued to the day of his death. 


Headed Business Editors’ Organizations 


Always deeply interested in association activities 
in the business publication field, he was second 
president of the National Conference of Business 
Paper Editors, being presiding officer of that or- 
ganization, when, in 1922, a momentous series of 
conferences between business magazine editors and 
Herbert Hoover, then secretary of commerce, was 
inaugurated. He was also one of the organizers 
and an early chairman of the Chicago Business 
Paper Editors’ Association, and was greatly inter- 
ested in the activities of the Associated Business 
Papers, Inc., the Audit Bureau of Circulations and 
the Chicago Business Papers Association. He al- 
ways manifested a keen interest in political, civic 
and charitable activities. 

Perhaps nowhere is his loss felt more keenly than 
among his co-workers on the staff of The Crawford 
Publishing Co. 

Clay C. Cooper was born December 23rd, 1859 at 
Stevens Point, Wis., the youngest son of Mr. and 

? 
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Mrs. B. F. Cooper. He learned the printing trade 
under Gen. Edward McGlachlin, who at that time 
was publisher of the Stevens Point Journal. In 1880 
he purchased an interest in the Stevens Point 
Gazette. After a few years he disposed of his in- 
terest in this publication and for three years was a 
student in a medical college in Cincinnati. Abandon- 
ing the idea of a career in medicine, he went to De- 
troit, where for eleven years he was connected with 
the Detroit Journal, part of the time as city editor. 

In 1899 Mr. Cooper went to Houghton, Mich., and 
became general manager of the Houghton Mining 
Gazette. Ill health preventing the continuance of 
his activities in Houghton, he entered publicity 
work, among the organizations he served in this line 
of endeavor being a well known cement company. 
His publicity activities took him to New York, 
Arizona and Central America. 

Became Editor of ‘Mill Supplies” in 1910 

Mr. Cooper came to Chicago in 1910 and joined 
the late Elmer Crawford, the founder, in establish- 
ing The Crawford Publishing Co. and its magazine, 
MILL SUPPLIES. The new company had taken over 
the ““‘Domestic Engineering Directory” and changed 
its name to the “Engineering Directory.” Later the 
two volumes became known as the “‘Sellers’ Guide to 
Supply Houses” and the “Mill Supply Buyers’ 
Guide,” which are published annually. From 1910 
until his death Mr. Cooper continuously served The 
Crawford Publishing Co. Since the death of Mr. 
Crawford, in 1915, he had been in active charge of 
all activities of the company. In 1922 he was elected 
vice-president. 

Shortly before Mr. Cooper’s death, the business 
of The Crawford Publishing Co. was sold to the 
Electrical Trade Publishing Company, also of Chi- 
cago, and publisher of Industrial Distributor and 
Salesman. As announced in this issue, that publica- 
tion and MILL SUPPLIES are to be combined into one. 
Mr. Cooper was to have been editor and general 
manager of the magazine under the new set-up, and 
his loss is deeply regretted by the Electrical Trade 
Publishing Company. 

Mr. Cooper is survived by his widow, Mrs. Bertha 
Paige Cooper, and a nephew, Russell F. Blades, of 
Tampa, Fla. He was a member of the Union League 
Club of Chicago. 

Funeral services were held Saturday afternoon, 
April 13th, in Graceland chapel, Chicago. The body 
was cremated, and final interment will be in Stevens 
Point, Wis. 
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Penberthy Products 
Produce Profits 


Many supply houses have found Penberthy 
Products to be decidedly profitable. One im- 
portant reason is their universal acceptance 
in the boiler and engine room for more 
than 43 years. Another is the satisfactory 
performance of Penberthy Products that 
promotes repeat business and builds 
good will for the distributor. 
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The demand for Penberthy injec- 

tors, ejectors, lubricating devices, 
@ water gauges, etc., is stimulated 
by extensive and persistent ad- 
vertising in the leading trade 
papers read by the customers 

of the supply house. 















Penberthy Products are 
sold exclusively through 
the jobbing trade. 







Safeguard Auto- 
matic Water Gage 











Ejector, Siphon 
or Jet Pump 


PENBERTHY INJECTOR Co. 


DETROIT 








Gas Engine 
Lubricator 


Canadian Plant 
Windsor, Ont. 


Established 
in 1886 





Dripless 
Air Cock 





Plain 
Compression 
Grease Cup 





Plain Brass 








Spring Oil Cup 
Compression Noiseless Screw Plunger 
Grease Cup Water Heater Grease Cup 
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House of Hospitality 


E. I. Leighton, Pictured Above, Tells Why His Company 
Makes Every Visitor Feel Welcome 


HARVEY BLACK 


“Have you ever called on the Leighton Supply Com- 
pany in Fort Dodge, Iowa?” 

“No, but I expect to see them on my next trip.” 

“Well, don’t miss them. I can frankly say that the 
first time I called on them they made the best impres- 
sion on me, as a salesman, of any house I have ever vis- 
ited. I didn’t get an order either. 

“Thanks for the tip. It isn’t always a salesman is 
made to feel welcome. I would go a long way to call on 
any house like that.” 

“You bet your life you would. I’d give away anything 
I had to E. I. Leighton if he asked for it. That’s just 
how good they make you feel.” 

After overhearing two salesmen in the smoking room 
of a Pullman discussing the Leighton Supply Company, 
it became apparent that an unusual reception was in 
store for any stranger who had time to visit this house. 
An unknown visitor usually feels uneasy when calling 
on a new customer, but when you walk into the Leigh- 
ton Supply Company you notice a difference the minute 
you step inside of the door. 

Greeted by a pleasant smile from the carefully trained 
information girl, you are made to feel even more at 
ease by the homelike wicker furniture that offers its 
inviting comfort to the weary traveler. 

After registering your name, address and the purpose 
of your call, it is a surprising courtesy to be offered a 
cigar and a light. Before your smoke has curled up to 


the ceiling, and while you are reading the greeting card 
handed to every visitor, E. I. Leighton, general man- 
ager, comes out and extends a cordial greeting. If the 
object of your call is to solicit business on a new line, 
Mr. Leighton is willing to hear your proposition immedi- 
ately. If the line does not suit the company’s require- 
ments, you are told so with a smile that takes the chill 
entirely out of the rejection. Salesmen for established 
lines call on the purchasing agent instead of upon Mr. 
Leighton, but they, too, are interviewed immediately. 

Logically, Mr. Leighton has good reasons for main- 
taining these customs of hospitality. 

“T used to be a traveling salesman myself when I 
started in the wholesale business in 1900,” he said. “I 
did the traveling for the firm. I often waited two hours 
to see a customer, only to find then that I had awaited 
the wrong man, and would have to wait another two 
hours to see someone else. After seeing the proper per- 
son, I might be told he was not interested in our line at 
all. Thus I spent half a day to secure that information. 
Such experiences led me to resolve that if I ever sat on 
the other side of the desk, I would show a little more 
consideration for salesmen than I had been shown. 

“One incident in particular influenced us in inaugurat- 
ing our policy. At one time in our past, after a man 
who had been a sales manager and buyer had left our 
employment, I found there had been a certain amount of 
hard feeling among salesmen calling on our company 
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e chain that 
Industry wants 


Any chain is no longer good enough for-the industrial 





buyer. He wants the chain that has proven capable of 
handling his job. 

“Inswell” chain has made friends through its un- 

usual performance and extra service. The patented 

weld makes each link 25% stronger and the C-M 

brand readily identifies it, a feature which 
insures reorders. 

If you are not cashing in on “Inswell” advan- 

tages write us for the facts. 


COLUMBUS-McKINNON 
CHAIN COMPANY 


General Sales Office: Tonawanda, N. Y. 


Chain is branded for 


ready identification. 


l Every link of “Inswell” ¥ 





Plants: 
Tonawanda, N. Y. Columbus, Ohio 


In Canada 


McKinnon-Columbus Chain Ltd. 


St. Catharines, Ont. 


\ ' 
The “Inswell” link \ \ ‘*Makers of 
is 25‘, stronger at \ ‘ Famous Dreadnaught 
the weld. : a caiger 
\ Tire Chains 
\ 
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because they felt they had not received courteous treat- 
ment and adequate consideration. This condition ag 
arisen entirely unknown to me. When I learned of it, 
immediately took steps to correct the situation. 

“Tf a manufacturer’s salesman does not like a house, 
he is not going to extend his fullest efforts in its behalf. 
It is a fine thing for any company to have the traveling 
salesmen who call on it willing to speak a good word 
for it. 

“Every salesman has his problems, and he usually has 
to fight for any business he gets. We certainly do not 





A Visitor Signing the Leighton Register as Mr. Leighton 
Looks On 
want to make the failures any more bitter than they 
actually are, or the disappointments any more disheart- 
ening. We want every man who comes to our door to 
go away feeling that he has been given an ample and 
fair opportunity to present his proposition to our com- 
pany in a complete and deliberate fashion. We want 
salesmen to complete their explanations and demonstra- 
tions so that if they are turned down on an order it will 
not be because they have not had a chance to tell their 
story about their product. We 
want every salesman to go away 
feeling kindly towards us, even 
though we have not given him 
an order. 

“The register we use, and 
which we ask every visitor to 
sign, has several practical uses. 
If we have failed to keep a sales- 
man’s card, and want to refer to 
him later, the register affords us 
a permanent record. If I return 
following a week’s trip, anxious 
to know who has called in the 
meantime, the register will show 
the names of all who have been 
here. Salesmen regularly calling 
on us use the register to check 
the movements of their friends 
or competitors. 

How Custom of Offering Cigars Started 

“There is a little story about the cigars that we hand 
out. I am an ardent dry and never use tobacco in any 
form. Our custom of handing out cigars started as a 
joke. People who knew my personal dislikes naturally 
avoided irritating me about them. One of my friends 
was Bill Stockwell, who is now superintendent of the 
Weil-McLain boiler factory at Michigan City, Ind. Some- 
one would ask Bill if he knew E. I. Leighton. Bill would 
reply, ‘I’ll tell you how well I know E. I. Leighton; I’m 
the only man who would dare to smoke a cigar in his 
office.’ 


Luke Leighton, son of 
E.I. Leighton. He now 
handles city territory 
in Fort Dodge for the 
Leighton Company 


“T found out through friends that there were a lot of 
salesmen who were afraid to smoke in our office. The 
rumor had become prevalent among the traveling men 
that I had a strong dislike for tobacco users. As that 
was not true, I decided to have our information girl offer 
each caller a cigar, at the same time she hands out our 
greeting card. 

“The greeting card has a few notes on it, telling the 
names of our executives and containing points of interest 
about the town and a little general information that ev- 
eryone reads. 

“From the customer’s point of view, many supply 
houses have learned to appreciate the fact that promotion 
of good will has a definite value. Customers who drive 
into town from long distances in the country, like to have 
a comfortable place where they can wash, rest and relax 
in comfortable chairs. It is something of a treat for 


HOW DO YOU DO? | 
GLAD TO SEE YOU 
WE WOULD LIKE TO HAVE YOU REGISTER—IF YOU WILL 


| 2 Our success depends upon your opinion of our serv- 
| Aine Y “y a Customer: ice. Tell us of our shortcomings. Tell others if you 
ire pleased 


; Our policy is to standardize and stick to Nation- 
Are You Selling Goods? ally-Advertised established lines While we 
may not send you away with an order, we will endeavor to treat you so courteously 


that you will have a desire to return. ‘Our employees vill not keep you waiting un- 
necessarily. 


If representing our source as supply, please give us three days’ or more advance 
notice of your arrival, which will enable us to check our stock and scare up an order 
| for you if possible. This will save our time and yours too. 





Factory representatives desiring to work the city with our men will find us ready 
to co-operate by giving us at least a week's notice of their arrival. Those desiring to j 
work with our territory salesmen will please give us not less than two weeks’ notice. | 


| Buyers—G A. WHITTINGTON, Established Lines 
| hk. I. LEIGHTON, New Lines 


| Sales Managers—o. £, ANDERSON, E. I. LEIGHTON 


If we are handling your line, be sure that our Sales Managers have the neces- 
sary information to promote the sale of your merchandise 





| 
} 
| 
| 
Fort Dodge—*The Gypsum City” 
HOME OF THE CARDIFF GIANT 
} Ships more Gypsum Products than any city in the world. 
| Manufactured Clay Products more valuable than any county in the state. 
Ships more Ice cream than any city in Iowa. 
| One Bakery ships more Bread than any single unit in the U. S. A 
| Manufactures more Hog Serum than any city in the U. S. A. 
| Tonnage of Manufactured Products shipped in 1926 and 1927 greater than 
} any city in the state, 
Towa—First of All States 
In value of Farms, Cattle, Hogs, Horses, Eggs, Chickens, Corn and. Oats, 





Tene of Grecting Cavd Hended to Every Visitor te the 
Leighton Company 


some of our customers to come to a town of this size, and 
they appreciate any consideration that helps to make 
their visit an enjoyable one. When they return home, they 
tell our salesmen: ‘They took good care of us while we 
were in Fort Dodge, and made us feel as if they really 
wanted to see us. It certainly is a pleasure to do busi- 
ness with them.’ ” 

“Our special representatives,” remarked a man con- 
nected with a large manufacturing organization while 
discussing the Leighton Supply Company, “have remarked 
about the unusual reception they get here every time 
they call. Leighton hospitality is certainly exceptional.” 
a ee 

Occupies New Location 

The Chicago Engineer Supply Co., Chicago, was plan- 
ning to move on May Ist to a new and permanent loca- 
tion at 116 West Illinois street. “When established in 
our new location, we will have a more attractive store 
than heretofore,” states A. W. Lundbom, secretary. “We 
will also have better facilities for shipping, and accom- 
modating our customers.” 
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Design principle of “Smith Type” Hill Friction Clutch — equal 
radial spacing of a number of double acting vises. Each vise consists 
of two jaws pinned to a lever which is pivoted in centering slot. 


~oreesce 


The dependable efficient operation of “Smith Type” Hill Fric- 
tion Clutches is due to the following exclusive features: 


] Positive Action—no springs, x Toggle mechanism made of 
insuring freedom from drag. steel and forgings only. 


2 Greater horsepower per square 6 Power limited by breaking 
inch of diameter. point of strong but inexpen- 

sive and easily accessible cast 
3 All wearing parts accessible iron lever. 


without removal from shaft. i ‘ 
7 Centrifugal force is compen- 


| . . . 
. % 4 Spans disaligned shafts like a sated for by double jaw vise f 
e flexible coupling. principle. f 


Sizes range from 9 to 1100 H.P. at 100 R.P.M. Write for in- 
formation regarding the proper “Smith Type” Hill Clutch for 
your particular purposes... for prime power units, individual 
machines, sections of shafts, group drives, etc. 







CLUTCH 


MACHINE & FOUNDRY CO. 


SN ad PEA 


_ ee 6405 Break water Ave.Cleveland, Ohio. 
p OW ER TRANS MITTING ENGINEERS 
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Triple Convention Offers Unusual 
Opportunities to Those Attending 


ISTRIBUTORS AND MANUFACTURERS of mill supplies and allied lines 
have a close affinity of interests. Their relationship may be likened to 
that of the partners in a business. Generally speaking, the interests of 
one are the interests of the other, and, also generally speaking, one cannot 
prosper for long unless the other is likewise prospering. 

The manufacturer is interested in producing goods that will fill the 
needs of the user satisfactorily. He is interested in securing the widest 
and most effective distribution of his products, and generally and wisely selects the 
supply house as the medium through which to effect that distribution. If he is to 
maintain effective distribution, he must do more than provide products that will 
satisfy users, however; he must maintain a relationship with his distributors that 
will keep them constantly satisfied and loyal. 





The Distributor’s Relations with the Manufacturer 


The distributor who wishes to become or continue successful—and no distribu- 
tor would be in business if he did not have one or the other of these aims—natu- 
rally desires to handle products that appeal to the industrial consumers in his ter- 
ritory and give them satisfactory service. He wants to deal with manufacturers 
who will consider his interests at all times. In turn, he must provide the manu- 
facturers whose lines he handles and who treat him fairly, with satisfactory and 
loyal distribution of their products. 

There is no doubt that every distributor and manufacturer who attends the 
triple mill supply convention in Atlantic City, May 7th, 8th and 9th, has a splendid 
opportunity to benefit therefrom, not only from the joint and executive sessions 
of the associations, but through his personal contacts with other manufacturers 
and distributors. The purpose of the triple convention is to bring distributors and 
manufacturers together in order that they may consider their business relations 
collectively and individually. 

Aside from the good that is possible of accomplishment through the official 
joint and separate meetings of the associations, think of the good results that 
can accrue from informal meetings and conversations—in the hotel lobby, on the 
board walk, in individuals’ rooms, or elsewhere. When two men—whose interests 
are of necessity closely interwoven, though one be a manufacturer and the other a 
distributor—meet on common ground, in an atmosphere of co-operation and with 
open minds, much good may be accomplished. Where trouble has occurred, the 
source may be destroyed. Where there is danger of misunderstanding arising, the 
danger can be eliminated. Very often, too, gatherings such as the triple convention 
result in the establishment of new business relationships. 


It Is Well to Send Representatives with Authority 


It is not amiss to suggest that companies represented at the convention will 
do well to send men who ean act authoritatively. This does not mean that salesmen 
and other representatives who are not executives should not be present. The more 
representatives a company can have at the convention, the better for it. But all 
companies should take the convention seriously enough to send at least one repre- 
sentative authorized to express the opinion of his organization at association meet- 
ings and vote on propositions presented, as well as to settle any questions that may 
arise as between individual companies. 

Generally speaking, companies represented at the conventions do send officer 
or executive representatives, but such is not always the case, and, where this plan 
has not been followed in the past, it would be well for heads of such companies to 
consider seriously the advisability of adopting it 

Conventions are a wonderful thing if they are conducted properly, and they 
are generally so conducted when members attend them with a mind to helping the 
field generally and their own business particularly through constructive action in 
meetings of associations and productive individual contacts. 
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Hundreds of our Red Shield” 


Drills were used for work 
on the Leviathan. 


MODERN Commerce Requires High Speed Transportation. 
Whether a Locomotive, Ocean Liner, or Aeroplane, each must stand 


Endurance at High Speed Operation 


The same condition applies in every manufacturing plant where Drills are used 
The Times demand mass production at High Speed Pressure. 
To meet these requirements we have designed the new 


Red Shield’ HIGH SPEED DRILL 


to stand High Speed Drilling with the greatest endurance. 
All Sizes. 


with one purpose 


Manufactured by 


THE STANDARD TOOL (0. 


CLEVELAND CHICAGO: 522 W. Washington Blvd. 
Paris, France—Burton Fils 


NEW YORK: 94 Reade St. 
Fredk. Pollard & Co. Ltd., London and Leicester, England 
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Yes! You Have a Better 
Hack Saw Blade to Offer 
Your Customer 


Mr. Salesman— 


Your metal working customers are 
always interested in ways to reduce 
the cost of metal cutting. 


Being a progressive salesman, you 
can give them some valuable tips 
that will save them money. This is 
especially true when you tell them 
about the NEW RED STREAK 
HIGH SPEED STEEL HACK 
SAW BLADE by SIMONDS. 


You know about this blade—its 
quality and wonderful cutting abil- 
ity. This is the production blade 
that stands fast feed and fast 
speed. It gives as much as 10 times 
the service of ordinary blades. 


Tell your customers about this blade. 
They’ll appreciate your tip and you 
will get better business and more of it. 


Try this once! 


Simonds Saw and Steel Company 


“The Saw Makers’’ 
ESTABLISHED 1832 FITCHBURG, MASS. 
Chicago, Ill. Lockport, N.Y. Portland, Ore. Montreal, Que. 
Boston, Ss. Memphis, Tenn. 5S: ‘rancisco 
Detroit, Mich. Atlanta, Ga. Los Angeles, Cal. ancouver, B. C. 
New York City London, England Seattle, Wash. St. John, N. B. 

N Orleans, La. 


SIMONDS 


RED STREAK 
HIGH SPEED STEEL 


HACK SAW BLADES 


Q 
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Frequent Turnover 


of a Stock of Packing 


Means Profit to the Dealer 
Our packings meet with a é _ ge 
ready sale because their supe- 
rior merit is backed by broad 
national advertising having a 


strong selling appeal. 













XK 








CuTNG 
for 


ACIDS 


Hydrochloric (Muriatic) 
Acetic (Glacial and dilute) 
Lactic 

Nitric 

Sulphuric (Oil of Vitriol) 
Sulphurous 

Phosphoric 


STRONG ALKALIES 


Sodium Hydroxide (Caustic Soda) 
Potassium Hydroxide 

(Caustic Potash) 
Sodium Carbonate (Soda Ash) 
Potassium Carbonate (Potash) 
Ammonia (Anhydrous and dilute) 
Lime 


ALKALINE SALTS 


Borax 

Sodium Sulphite 

Sodium Cyanide 

Potassium Cyanide 

Sodium Sulphide 

Potassium Sulphide 

Sodium Silicate (Waterglass) 
lri-sodium Phosphate 
Sodium Bisulphite 


ORGANIC SOLVENTS 


Methyl Alcohol* (Wood alcohol) 
Ethyl Alcohol* (Grain alcohol) 


MISCELLANEOUS 


Chlorine 
Bleach Liquor 
Bromine 

Lime Sulphur 
Salt Cake 
Alum 


Hydrogen Peroxide 
Creosote (Coal Tar) 
*Concentrated and dilut 








PALMETTO 


AEG. TRADE MARK 


PACKING 


for 
STEAM 


(High pressure, superheat) 
Compressed Air 
ACIDS 


Benzoic 
Boric 
Citric 
Oleic 
Oxalic 
Palmitic 
Stearic 
Tannic 
Tartaric 
ALKALIES 
Borax 
Sodium Sulphite 


MISCELLANEOUS 


Sodium Bicarbonate 








ALCO 


PLAITED PACKING 


for 


WATER 
(Hot and Cold) 


a2 @ e& 


CALCIUM BRINE 


8 a e 


Centrifugal and 


Reciprocating 
PUMPS 
Is especially designed 
for the exacting serv- 
ice of centrifugal 
pumps, having very 
high tensile strength 
and carries such an 
abundance of graphite 
grease lubricant that 


the shaft is saved 


from friction wear. 














ELAD 


PACKING 


for 


Gasoline 
Naphtha 
Kerosene 


Methyl Alcohol 
(Wood Alcohol) 


Ethyl Alcohol 
(Grain Alcohol) 


Amyl Acetate 
(Banana Oil) 


Butyl Acetate 





Acetone 
Benzine (Benzol) 
Toluene (Toluol) 
Xylene (Xylol) 
Turpentine 
Mineral Spirits 


Ethyl Acetate 
(Acetic ether) 











To prove our claims for long satisfactory service let us send you without charge or obligation 
working samples of the above packings to test under your own conditions. State condition 


of service and size packing desired. 


GREENE, TWEED & CO. 


Sole Manufacturers 


109 Duane St., New York 
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Borolon, B7 Borolon 


and 


Wheels 


ming and knife grind- 


ABRASIVE 
Grinding Wheels 







< 


Electrolon “K’ Bond Wheels for 
snagging cast and unannealled mal- 
leable iron 
Borolon wheels for snagging steel 


SB Borolon 
for saw gum- 


ing 


SB Borolon and Borolon Wheels for 
tool and cutter grinding 


Borolon, SB Borolon and Electrolon 
Wheels for surface grinding 





For the Grinding 
Wheel Salesmen 


The grinding wheel user is 
primarily interested in pro- 
duction, wheel life, and cost 
based on production and 
wheel life. 


Abrasive Grinding Wheels 
cut fast, grind free and last 
long. 


Each wheel is manufac- 
tured and carried in stock 
for specific work. 

The selection of the right 
wheel for the particular job 
is vital to the _ successful 
grinding wheel salesman. 

Of major importance in 
this selection, is information 
as to the wheel speed, work 
speed and type of grinding 
machine. This data will help 
you and your company pre- 
scribe the best Abrasive wheel 
for the particular work. 


" ABRASIVE COMPANY 


DIVISION OF SIMONDS SAW AND STEEL COMPANY 


Tacony & Fraley 


DETROIT PHILADELPHIA 


Borolon and SB Borolon Wheels for 
internal grinding 


CHICAGO 







Wheels _ for 
grinding 

















Borolon cylindrical 


Borolon and Electrolon Wheels 
(Bakelite Bonded) for cutting off 




















Borolon Wheels for garage and ma- 
chine shop grinding 





High Speed “Red Center” Wheels of 
Borolon for snagging steel castings 
and grinding billets 
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HEN Dodge introduced the 
first hanger bearing and pil- 
low block embodying Timken 
Tapered Roller Bearings four 


years ago, it marked the completion of 
over twenty years of study and re- 
search by Dodge engineers. 


Timken Tapered Roller Bearings 
were adopted because research estab- 
lished ruggedness as the most import- 
ant requisite of any low friction bear- 
ing for power transmitting service. In 
order to take care of shock, unforeseen 
peak loads and both radial and thrust 
loads, it was finally determined that 
the Timken Tapered Roller Bearing 
was best fitted to meet these require- 
ments. 

Dodge engineering effort, however, 
did not stop with the design of a 
hanger bearing and pillow block. As 
a result of careful study and perform- 
ance, as well as laboratory tests, a 
complete line, including every type needed 
to best meet specific situations, was designed 
and as a result Dodge is the only manufac- 
turer who, because of this thorough study 
and knowledge of requirements, is able to 
offer industry exactly what it needs to most 
satisfactorily and economically solve every 
bearing problem. 

A specialized engineering division backed 
by the most modern and extensive manu- 
facturing facilities, assures satisfactory power 


saving performance with negligible main- 
tenance costs. 


DODGE MANUFACTURING CORP. 
Mishawaka, Indiana 
Factories at MISHAWAKA, Ind., and ONEIDA, N. Y. 


SIGEIN 
‘There’s a ‘Dodge -‘Timken for Every Industrial “Need 
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HE patented Dodge mounting 

embodied in Dodge-Timken 
Hanger Bearing and Pillow Block 
design, has been applied to unit 
mounts which are completely 
housed, self-contained factory 
adjusted units adapted for ma- 
chine applications. 


The adoption of these unit bear- 
ings by manufacturers in practic- 
ally every line has been the result 
of actual performance tests and 
consumer acceptance, created by 
the satisfactory service records of 
hanger bearings and pillow 


blocks. 


Manufacturers can now apply 
Timken Tapered Roller Bearings 
with minimum expense. There 
are two types of mountings and a 
wide variety of housings to meet 
every condition. Machining of shafts 
is eliminated. Bearings are produced 
in quantity on an extensive production 
schedule and are available on an estab- 
lished list and discount basis. 

The Dodge-Timken Data Book 
gives complete engineering informa- 
tion and shows many typical applica- 
tions. Send for your copy today. 


DODGE MANUFACTURING CORP. 
Mishawaka, Indiana 
Factories at MISHAWAKA, Ind., and ONEIDA, N. Y. 


‘There’s a Dodge -‘Timken for Every Industrial ‘Need 
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Sell DIENER 
Fire Appliances 


The Line of 


THE DIENER LINE is 
complete, high class, well _—_ 
known, approved by L n- Reliability 
derwriters’ Laboratories, otis 
and is backed by a protective ‘ 
distributor policy. Quality 

7 l ; 
It is more profitable to se , 
Diener Appliances than to Service 

Ss 


Write 


compete with them. 
us about it. 


GEO. W. DIENER 
MFG. CO. 
400-420 Monticello Avenue 
CHICAGO, ILL. 


Also many 
Specialties not 
shown here. Ask 
for catalogue 


2%-Gallon 
Non-Freezing 
Extinguisher 








2%-Gallon 
Foam Type 


5-Gallon Extinguisher 


Pump Type 
Extinguisher 





[JoNdeRwniters \ 
INSPECTED 








2%-Galion S & A 
Extinguishers 


One Quart 


Extinguisher Oily Waste Cans 


LCOGOOLOLOY 
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ARMSTRONG 


TOOL HOLDERS 
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The Outstanding Tools of 
the Machine Shop World 


Are YOU selling your share of them? 


The greatest evidence of the importance of 
ARMSTRONG Tool Holders in machine shop 
work lies in the fact that over 90% of the shops 
use them. 

In addition to enabling the operators to turn 
out better work in less time, ARMSTRONG 
Tool Holders offer the following worth-while 
economies: 


All Forging 
hance [0% Grinding 
SAVE: | 90° H. S. Steel 


Every shop should have a complete set for each 
lathe—a mere suggestion of ‘‘a tool holder for 
every kind of job’’ will bring a sale that might 
otherwise be passed by. 


Write for Catalog B-27 


This new Catalog shows the Complete ARM- 
STRONG Line of Quality Tools, with descriptions, 
sizes and prices. Sent free on request. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People’”’ 
305 N. Francisco Ave. Chicago, U. S. A. 
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Had Everyone Feared Mistakes, 
We'd Still Have Ox Carts 


He Who Hesitates to Move Outside a Rut Because of Possible 
Error Will Only Wear It Deeper 


It would scarcely be true to say 
that great men in business or in 
other fields of activity make more 
mistakes than other men less known 
and less successful. The great men, 
however, make many mistakes, and 
there is a definite relation between 
mistakes and success. The man who 
succeeds tries many things, makes 
many experiments. He is not afraid 
to step out on untried paths. Be- 
cause of that he makes many mis- 
takes, but he succeeds because he 
keeps on experimenting and because 
his successes far outnumber his 
failures. 

Who make less mistakes than the 


FRED COUNTERMAN 


JUDGMENT TEMPERED 
BY ADVICE 
It is almost too much to expect 
that any busy mortal, seekirg to 
expand and improve his work or 


the business of the company with : 
which he is connected, can hope to : 


continue day after day without 
making any errors. As Mr. Count- 
erman points out in this article, 
men who have climbed to notable 
success have made mistakes on the 
climb, though they usually have 
profited by them. 


But, the writer states. there is 


and ambitions and expect to accom- 
plish things worth while, but if you 
become so fearful of making a mis- 
take that you jog along in the rut, 
you accomplish few of the things 
for which you hoped. A rut- may 
keep you from getting off the track, 
but it leads to no new or exceptional 
destination. 

A generation ago the biographies 
of our great men ignored their mis- 
takes. We thought those men made 
no mistakes, and hesitated to try to 
achieve distinction ourselves because 
we knew we would likely make mis- 
takes. We did not realize that it is 





fellows who are in a rut, satisfied 
with their limited vision and slow 
progress? When you think of a rut, 
you think of jogging along at a mod- 
erate, unambitious pace, playing it 
safe as to speed limit at least. What 
makes a rut anyway? Driving in 
the same track all the time. The 
fellow who never breaks away from 
the routine path, who follows right 
in the footsteps of the man ahead of him, is the one who 
is in a rut, and who makes the rut deeper, with the 
result that it is harder for the man following him to 
get out of it. 

If nobody had ever gotten out of the rut, we would 
still be riding in ox-carts. Sometime somebody got out 
of the ox-cart rut and made a new track with carriage 
wheels. He probably went over the bank once or twice, 
and he may have been stuck in the mud where he would 
have had no trouble with the old ox-cart, but on the 
whole he made much faster progress and was pleased 
with the improvement. The same thing happened again 
when someone made a new track with the automobile. 

Don’t Play the Game Too Safe 

“Safety First” is a fine motto, and we all want to play 
it safe, but there is such a thing as playing it too safe. 
Someone must take chances and make some mistakes or 
air travel will come to an end before it gets really 
started. 

The rut may be safe but it is very wearing, and the 
deeper it becomes, the more it wears. A rut in the road 
wears off the sides of your tires where they are least 
protected. A rut in your business procedure wears upon 
your disposition and your nerves. If the rut gets deep 
enough, it becomes a grave. Plenty of buried hopes have 
found their graves in ruts where youthful ambition has 
worn itself out for lack of variety and advancement. 

When you start out in business, you have high hopes 


little excuse for mistakes due to our 
failure to inform ourselves, and less 
excuse for mistakes due to our un- 
willingness to admit we are wrong. 
But mistakes made while carrying 

- out our best judgment, after getting 
the best possible outside advice, 
should not discourage us. 


beyond human power to carry on 
without errors of judgment. The 
modern biographer goes to the other 
extreme. In his effort to prove our 
heroes human, he emphasizes the 
mistakes and features them until 
we sometimes wonder whether our 
great men really succeeded by any- 
thing more than sheer luck. I have 
no sympathy with the attitude of 
the sensation mongers, who, instead 
of being biographers are becoming mud-slingers, but I 
do learn from them that Napoleon, Washington, 
Lincoln and Grant succeeded despite mistakes. That 
should be encouraging to the business executive who 
sometimes becomes discouraged because of the many 
slips on the way up instead of being encouraged by the 
general gain, despite the slips. 

General Grant did not say he would fight it out on 
that line if it took all summer and then move ahead 
from one victory to another. He failed to break through 
here and he moved on down the peninsula and tried at 
another point, and he kept moving and failing and trying 
again until, outside of Petersburg, he settled down for 
the siege that took all summer and all the next winter. 
But he succeeded in the end. 

Abraham Lincoln Had Plenty of Failures 

Abraham Lincoln ran for the legislature and was de- 
feated. He tried business and it only saddled him with 
what he termed “the national debt.” He ran for con- 
gress and was defeated. He finally went to congress 
and made mistakes. He sought political appointment and 
failed to get it. He was a candidate for the United 
States senate and was defeated. His life, prior to his 
nomination for the presidency, was full of mistakes, but 
he made progress despite his mistakes, or perhaps on 
account of them. 

Napoleon made mistakes, fatal mistakes. On one oc- 
casion, having been inspired by the wonderful sight of a 
87 
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gunboat riding out a storm, he ordered a naval review 
ina storm. His imagination was aroused by the thought 
of the whole navy mastering the waves as had that little 
gunboat. Admiral Bruix, who received the order, said, 
“Sire, I cannot obey,” refusing to risk the lives ot his 
sailors. Admiral Bruix was rusticated and Admiral 
Magon carried out the order. Two hundred bodies were 
washed ashore. A great mistake and one due more to 
stubbornness than lack of intelligence. 

We make mistakes that way, simply by persisting in 
carrying out a plan we have devised, despite what would 
seem to be ample evidence that we are wrong. There is 
little excuse for mistakes due to our failure to inform 
ourselves, but there is less excuse for mistakes due to 
our unwillingness to admit that we are wrong, persisting 
in going further wrong instead of backing down from 
our position. But mistakes made while carrying out 
our best judgment, after getting the best possible out- 
side advice, need never discourage us or cause us to feel 
we are not progressing. 





JOINS THE SIMONDS FAMILY 


Wappat Gear Works, Pittsburgh, Is Now a Division 
of the Simonds Saw and Steel Co. 

The Wappat Gear Works, Pittsburgh, is now a division 
of the Simonds Saw and Steel Co., Fitchburg, Mass. Or- 
ganized in 1918 for the manufacture of gears and ma- 
chine tools, the management of the Wappat Gear Works 
early realized that there was a growing demand in the 
building industry for labor-saving, electric driven, hand 
tools, and this led to the development of a special design 
lock mortiser, followed by an electric hand saw and elec- 
tric hand plane. These three tools, bearing the trade 
name, “Alta,” were designed and perfected by F. W. 
Wappat, president and general manager of the company. 

Believing that the Simonds Saw and Steel Company 
and its affiliated companies, the Abrasive Grinding Wheel 
Company, Philadelphia, and the Guaranteed Cutter Head 
Company, Seattle, Wash., offered a good opportunity for 
further developing and merchandising its products, the 
Wappat Gear Works has joined the Simonds industrial 
family group, it is stated. All selling agency arrange- 
ments through mill supply dealers will still be handled 
direct from the office of the Wappat Gear Works, 7522 
Meade street, Pittsburgh. 


TWO NEW OFFICERS CHOSEN 


Fred Pfeiffer, Vice-President, W. R. R. LaVielle, Jr., 
Secretary, Neill-LaVielle Supply Co. 

At a recent meeting of the directors of the Neill-La- 
Vielle Supply Co., Louisville, Fred Pfeiffer was elected 
vice-president and W. R. R. LaVielle, Jr., secretary. 

Mr. Pfeiffer has,been associated with the company for 
twenty-two years, starting in when a very young man 
and growing up with the business. Industry and close 
application, coupled with an admirable disposition, have 
linked him very closely to the trade, with the result that 
he is very well known in the Louisville territory. W. R. 
R. LaVielle, Jr., is a son of the president of the company, 
W. R. R. LaVielle. His connection with the organiza- 
tion dates back about three years. 

“The Neill-LaVielle Supply Co., feeling that it is thus 
fortified with young blood in the present organization, 
looks forward to the accomplishment of some very satis- 
factory and definite results,” states President LaVielle. 

The company’s business shows a healthy increase year 
after year, according to Mr. LaVielle, and it is felt that, 
with a continuation of its long established policies and 








the above mentioned additions to its officer personnel, 
the future prospects of the house are bright. 
—-~or- 


CHANGES MADE IN MOBILE 


Paterson-McCoy Takes Over Barnes-Creary’s Stock 
of New Mill Supplies and New Quarters 

The Paterson-McCoy Hardware & Supply Co., Mobile, 
Ala., has purchased the entire new stock of mill supplies 
of the Barnes-Creary Supply Co., also of Mobile. W. B. 
Paterson, principal owner of the Paterson-McCoy 
business, who is one of the leading lumbermen of the 
South, has also purchased the four-story building which 
was occupied by the Barnes-Creary Supply Co. The 
Barnes-Creary Supply Co. is devoting its efforts to the 
sale of second-hand mill supplies and machinery. 

“The consistent and rapid growth of our organization 
demanded that we seek larger quarters,” states W. B. 
Paterson, Jr., vice-president of the Paterson-McCoy 
Hardware & Supply Co. “We are now located in our 
new building at St. Francis and Commerce streets, and 
have approximately fifty percent more floor space than 
we had in our old location.” 

ee 
Now Kester Solder Company 

The officers and directors of the Chicago Solder Com- 
pany announce the change of that firm’s name to the 
Kester Solder Company, an Illinois corporation. The 
personnel of the organization remains the same. “The 
name of the brand of our solder—Kester—had become 
even better known than the name of its manufacturer,” 
the company states. ‘For this reason, and many others. 
it was deemed advisable to incorporate the name Kester 
into that of the company.” 





Belt Association to Meet 
The regular Spring meeting of the American Leather 
3elting Association will be held in the Hotel Ambassa- 
dor, Atlantic City, Wednesday, May 8th, at the time of 
the triple mill supply convention. Since many belting 
manufacturers will be in attendance at the convention of 
the mill supply associations, the executive committee of 
the leather belting organization decided to have its own 
meeting at the same time and place in order that mem- 
bers might make one trip serve two purposes. Indica- 
tions are that the meeting of the American Leather 

Belting Association will be very interesting. 





Convention in Pittsburgh 

The twentieth annual convention of The National Pipe 
and Supplies Association will be held in the William Penn 
Hotel, Pittsburgh, May 13th, 14th and 15th. Monday, 
May 13th, will be given over entirely to golf. The theme 
of the opening meeting on Tuesday, May 14th, will be: 
“Know Your Costs—Then Merchandise.” Features of 
this session will be talks by manufacturers of various 
lines handled by members. In the afternoon there will 
be the address of President W. C. Hanson, the report of 
Secretary “Bud” Hanson, the report of the pipe commit- 
tee (H. Willoughby, chairman) and a discussion of the 
pipe situation, the report of the fittings committee (M. 
W. Dennison, chairman) and discussion, an address by 
N. J. Kennedy, business manager, Detroit Association of 
Sanitary & Heating Contractors, on “Co-operation with 
Your Customers,” and discussion thereof; reports of the 
nominating, resolutions and auditing committees and the 
installation of officers. Wednesday, May 15th, will be 
given over to a trade practice conference. 
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A West Coast Dealer 


On the Value of 


Specialties 


Joseph Sattler, Fred Ward & Son, 
San Francisco, Believes the Average 
Distributor Will Benefit if He De- 
velops and Pushes One or Two—This 
House’s Sales Methods Interesting 





J. K. Novins 


J. K. NOVINS 


Development of a line of specialties is a highly profit- 


able proposition from a merchandising standpoint. In 
fact, it is the only solution for the mill supply house 
that is compelled by circumstances to constantly readjust 


itself to varying conditions in its territory. 

During the thirty-three years 
that the house of Fred Ward & 
Son has been in the mill supply 
business in San Francisco, it has 
had to readjust itself several times, 
once because of the death of the 
founder and a change in ownership, 
but always it has managed to sur- 
mount the difficulty. The reason? 
Building up a good business in spe- 
cialties. 

As a result of this policy, the firm 
now secures orders with less sales- 
men and with smaller general over- 
head than most houses doing the 
same amount of business. More 
than fifty percent of the orders 
are received without active solici- 
tation and these constitute the 
bulk of new business and repeat 
orders. It is nothing unusual for 
Fred Ward & Son to receive orders 
from outlying cities and towns that 
have never been covered by their 
salesmen. These are attributed to 
word-by-mouth advertising. 








taking on a general stock of abrasives, polishing materi- 
als, machinery and shop tools. He died in 1914, and 
two years later the ownership of the business passed to 
Joseph Sattler, who has been identified with the house 
for more than twenty-two years. 

Gradually the firm disposed of 
its stock of general machinery, and 
concentrated on mill supplies, spe- 
cializing, however, on buffing ma- 
terials. In these products it now 
enjoys a large volume of business, 
serving the entire state of Califor- 
nia. 

“The outlook is very favorable 
for the mill supply house,” Mr. Sat- 
tler said, “but I am convinced from 
our experience that the average mill 
supply man who will develop and 
push one of two specialties, in ad- 
dition to his regular run of lines, 
will do better in a financial way 
than he would otherwise. 

“First of all, by developing a spe- 
cialty he will attract a number of 
permanent customers who will 
stay with him right along, and who 
will recommend him to other pros- 
pective customers. 

“Secondly, building up a reputa- 
tion for specialties paves the way 
for valuable repeat business. When 





The story of how Fred Ward & 
Son went out: of their way to capitalize such good-will, 
thereby building a strong foundation for future business 
prospects, is an interesting one. 

Saw Possibilities in Specializing on Abrasives 

The late Fred Ward, who founded the business in 1896, 
originally came from Iowa, with little capital, but with 
an idea. He saw the possibilities for meeting profitably 
the increasing demand for abrasives in the comparatively 
new country. He secured the Pacific Coast representa- 
tion for a large manufacturer of abrasives and estab- 
lished his headquarters in San Francisco. Mr. Ward’s 
venture was successful. Later he expanded his business, 


customers have confidence in your 
knowledge of the specialized product and they can always 
depend upon you for correct information and prompt 
service, they will never think of ordering this item else- 
where. 

“Third, the mill supply house that pushes a specialty 
will thereby not only increase the volume of sales, but 
also the amount of each sale. It is our experience that 
the average order for abrasives is for at least $100, 
whereas orders for general supplies run much below this 
figure. This means we can handle orders at correspond- 
ingly lower overhead expense. 

“Fourth, specialties attract many buyers who also be- 
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The giant 


steel skeleton 


of a ship 


OR every bolt and rivet that goes into 
the framework of a ship, a hole must 
be cut through hard, unyielding steel. 


In the world’s great ship yards, big husky 
W & B drills are standing staunchly up 
to their work—proving that rugged 
quality of endurance that has made them 
famous through the years. 


In this spectacular era, when speed is 
a fetish, when competition faces low 
costs, when manufacturing accuracy is 
essential—industry pays particular at- 
tention to its tools. 


There is a very real advantage in turning 
for drills, reamers and cutters to an or- 
ganization that has specialized in the de- 
sign and manufacture of cutting tools for 
more than three quarters of a century. 


WHITMAN & BARNES 


DETROIT, MICH. 


Canadian Factory: Canadian-Detroit Twist Drill Co., Limited, Walkerville, Ont. 
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come customers for general supplies, because they be- 
come confident of the dealer’s ability to service them in 
a very able manner.” 

Most interesting, however, is the method used by the 
house of Fred Ward & Son in organizing its selling effort 
to create sales possibilties for its line of specialties. It 
is careful to pick the right kind of salesmen, who are 
well trained to handle such products. In addition to 
the regular salesmen, it sends specialists to visit the in- 
dustrial plants, not with a view to selling directly, but to 
open contacts for the salesmen. 

Specialists Blue Print Plant Equipment 

Fred Ward & Son was one of the first supply houses 
on the Pacific Coast to adopt the practice of sending 
specialists to the industrial plants to blue print the 
equipment and establish contacts. To quote Mr. Sattler: 

“The average plant man is at sea when it comes to 
ordering grinding materials. Most often he orders the 
wrong grit and grade. To give you an illustration, re- 
cently I visited one shop where they were using a grind- 
ing wheel for steel castings and obtaining very poor 
results. It did not take long to determine that that par- 
ticular grit was adapted to use on cast iron, and was 
practically useless for steel castings. 

“The first thing our specialist does is to gain entrance 
to the plant and establish the necessary contact with 
the superintendent or foreman. He then goes about 
surveying the equipment in the plant, ending up with 
a complete blue print. Thereon he notes the types of 
grinding wheels needed for each purpose. A copy of the 
blue print is left in the shop, and the other copy filed 
in our office. Now, when the superintendent or foreman 
desires to order a grinder for any type of equipment, all 
he has to do is to refer to the blue print, on which we 
have noted by number the type of grinding wheel neces- 
sary. He uses this number when ordering. Up to this 
day we receive many orders from plants whose equip- 
ment was blue printed years ago. 

“This type of service is far more effective than send- 
ing our salesmen to call on the plant with the idea merely 
of selling them on buffing materials. We keep a card 
record of the plant equipment of our customers and 
prospects, and this information is kept up-to-date as 
relates to new machines which have been installed since 
our original blue printing. 

“After a visit of the specialist to a plant. our next 
step is to follow up with a personal letter, thanking the 
plant executives for their co-operation, and mentioning 
our stocks and service. Then, as soon as practical, we 
follow up by sending our salesman to the plant. 

“The personal visit of the salesman is more effective 
than the letter. First of all, the salesman has a definite 
idea of the plant’s requirements. He knows exactly to 
whom to go with his proposition, thanks to the contact 
established by the specialty man. If the plant is using 
the wrong kinds of buffing materials, he knows that, too, 
and he is ready with information to show the proper 
authorities how they can increase their production by 
using new grinding wheels more adapted to their ma- 
chine equipment. 

Avoiding the Damaged Grinding Wheel Problem 

“One of the problems often connected with the sell- 
ing of grinding wheels is the return of damaged goods. 
This is because many mill supply dealers make little 
effort to determine the uses to which the grinder 
is to be applied. When the grinder is returned it is 
usually in such damaged condition that it cannot be 
resold as new. 


“Tt is our policy, therefore, when selling a grinder, to 


determine exactly for what type of equipment and ma- 
terial it is to be used. If the customer sends a messenger 
to pick up the order, we generally call the foreman on 
the telephone so that he can give us the exact informa- 
tion as to the use to which the grinder is to be put. Often 
this information enables us to suggest another grade of 
grinder than the one ordered, one which would be more 
adapted to the use intended. They appreciate this kind 
of service, and it generaily results in increased good 
will.” 

And here is another valuable suggestion from Mr. Sat- 
tler. The mill supply dealer who sells plating material 
can secure very valuable information from the plating 
houses in the territory, he says. The latter can acquaint 
the dealer with the different processes, and how to get 
the most out of the equipment. Such information used 
by the mill supply salesman will be helpful to him when 
calling on his trade. 

Fred Ward & Son have developed a profitable sideline 
in buffing machinery, which they manufacture in their 
own plant. 

eS 


PHILADELPHIA MEETING HELD 


Interesting Discussions Heard at Regional Session of 
Power Transmission Association 

Members of the Power Transmission Association in 
the metropolitan Philadelphia district, were hosts to dis- 
tributors and users of power transmission equipment at 
the Poor Richard club, Philadelphia, Monday evening, 
April lst. The meeting, which was the second regional 
session in Philadelphia, was attended by nearly 100. It 
followed a meeting of directors and officers of the asso- 
ciation held in the afternoon. 

William H. Fisher, The T. B. Wood’s Sons Company, 
Chambersburg, Pa., president of the association, was 
toastmaster, and enumerated the past, present and future 
activities of the organization. An interesting moving 
picture showing leather production and the preparation 
of belting was presented during the dinner by Roy C. 
Moore, Charles A. Schieren Company, New York. Mr. 
Moore later gave some interesting high-lights on the use 
of short center idler drives, showing many actual instal- 
lations with lantern slides, together with special prob- 
lems and their solutions. 

T. E. Hazell, vice-president, Wm. H. Taylor & Co., Inc., 
Allentown, Pa., who is a member of the dealers relations 
committee of the association, gave a fine paper on the 
distributor’s place in serving power users. William 
Staniar, engineer for the DuPont Company and chair- 
man of the board of advisory engineers of the Power 
Transmission Association, led a discussion of transmis- 
sion maintenance problems. He outlined and discussed 
six major points affecting belt maintenance, as follows: 
type of belt to use, size of belt, proper joining of belts, 
dressings to use, power conditions affecting operation, 
and plant operating conditions. Mr. Staniar also dis- 
cussed the fields of usefulness for reduction units, silent 
chain drives and belting. 

H. H. Wentz, a member of the American Society of Me- 
chanical Engineers, extended an invitation to the group 
to attend the eastern Spring meeting of the society, which 
will be held in Rochester, N. Y., May 13th to 15th. He 
called particular attention to the fact that engineering 
papers on power transmission will be presented on Tues- 
day, May 14th. These papers will be accompanied by 
motion pictures. 

W.S. Hays, secretary of the Power Transmission As- 
sociation, is scheduled to delivér an address at the triple 
mill supply convention in Atlantic City. 
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THE CONVENTION OUTLOOK 
UT A FEW days remain before the triple mill 
supply convention in Atlantic City, May 7th, 
8th and 9th, and there is every indication 
that it will be well attended and very constructive. 

One has but to glance through the programs ar- 
ranged for the joint and executive sessions of the 
three associations to realize that subjects of vital 
interest to the industry are to be discussed thor- 
oughly. The advisability of holding a trade practice 
conference, distributors’ costs and profits, greater 
co-operation between distributors and manufactur- 
ers, organization of the manufacturers’ association 
according to industries, distributors’ insurance and 
anti-trust legislation are a few of the important 
subjects which will receive consideration. 

It is to be hoped that every man attending the 
various sessions who has a thought on any subject 
discussed, or a matter which he believes should be 
brought up, will stand up and “speak his piece.” 
The best results cannot be secured from a conven- 
tion unless every man who has a constructive 
thought is willing to give words to it. There is no 
reason for any man being backward. He should 
not hesitate because he fears he lacks fluency. There 
is very little oratory at a business convention. He 
should not hesitate because he has never taken part 
in discussions in the past or is not well known in 
his own association or the others. Officers and other 
leaders of the associations, as well as the rank and 


file, are always pleased to hear from a newcomer 
who has something worth while to say. 

Atlantic City is a fine place for holding the con- 
vention. It is understood that the Hotel Ambassador 
has made satisfactory provisions for the meetings. 
Good hotel accommodations are obtainable. The en- 
tertainment program looks good—both the features 
for all and those especially arranged for the women. 

In conclusion, the officers of the associations, par- 
ticularly the secretaries, have worked hard to make 
the convention a success, and they are to be heartily 
commended for their efforts. 





A GOOD FRIEND PASSES 

N THE death of Clay C. Cooper, editor of MILL 

SUPPLIES and vice-president and general man- 

ager of The Crawford Publishing Co., distrib- 
utors and manufacturers of industrial supplies, 
business magazine editors and publishers, his co- 
workers, and hundreds of others with whom he came 
in contact have lost a good, substantial friend. Mr. 
Cooper was a “square shooter,” a man with high 
ideals. He knew his job and did it well. Keenly 
interested in the welfare of distributors and manu- 
facturers in the mill supply field, he sought always 
to forward their interests. Mr. Cooper passed away 
almost on the eve of the triple mill supply conven- 
tion in Atlantic City. The convention each year 
was a big thing in his life—something to which he 
looked forward with enthusiasm. He will be greatly 
missed there. Almost his last efforts had been di- 
rected toward making this issue of MILL SUPPLIES 
the Promotional Number—one of the best in the 
history of the magazine, and it is sad that before 
his ambition had been realized, the signal “thirty” 
should have sounded for him. 








THE PROMOTIONAL NUMBER 

E ARE exceedingly grateful to the distrib- 

utors, manufacturers and consumers of in- 

dustrial equipment and supplies who have 
helped to make this issue what it is by contributing 
statements endorsing dealer distribution. Believing 
firmly that the mill supply house is the logical dis- 
tributor of industrial equipment and supplies, MILL 
SUPPLIES designated this issue as the “Promotional 
Number,” and secured from a list of representative 
distributors and manufacturers their views on the 
subject of dealer distribution. Some of the dis- 
tributors also secured and sent in letters from cus- 
tomers, which are also reproduced. It is refreshing 
to read such a wholehearted endorsement of dealer 
distribution as will be found in the statements pre- 
sented in this issue. 
























What Do You Tell the Buyers? 


WHAT is the profitable answer for you to vive to 
a superintendent or purchasing agent who asks for a copy 
of your catalogue? He is taking the first step toward giv- 
ing you orders when he asks you for necessary information 


about the goods you have to sell. 


Maybe you have one that looked pretty good eight or ten years ago, but 
that does not show any of the improvements that your manufacturers have 
made since then, nor any changes in your agencies. 


But could you expect him to welcome a bushel or two of various sizes and 
ages? And particularly since he would know that these catalogues and 
sheets had only a “nodding acquaintance” with your stock. His waste 
basket is waiting. 


But that meets the buyer’s immediate need only. You can’t have a salesman 
with him all the time, and he wants to have the information at hand when 
emergencies arise. If he asked you to have a salesman call, you would gladly 
spend $2.00 or $3.00 and “burn up the gas” to get to him. Yet it would 
probably cost you no more to furnish him a good general catalogue than to make 
the one call. 


It will show him the goods you are prepared to furnish him, together with 
the necessary information as to sizes, capacities, etc. It will keep your 
goods within arm’s reach of the buyer’s telephone. It will remind him of 
your house and your service, and may easily become his “buyer’s guide.” 


The costliest “No” in your business is the “No” 
which turns down a request for your catalogue 




















When They Ask 
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The Compiling Room and Office of the Donnelley Jobbers’ Catalogue Department 


F your catalogue representation is to be efficient, and if the catalogue is to be com- 

piled and printed with the least delay and with the minimum demand on your own 
attention, you will need the services of an exceptional combination of experienced 
supply men and extensive printing and binding facilities. The building of satisfactory 
supply catalogues involves the handling of endless details. It requires: 


The 
Donnelley supply men were actively in the supply 
business with jobbers before coming to us. They 
know the business from the jobber’s standpoint, and 
become your own catalogue department while 
they are building your book. 


The Donnelley organization has built 
more than 1250 editions of catalogues for jobbers of 
supplies, and has today by far the largest output in 
the United States. 


This 
enables each member of the department to render 
a service that would not be possible if he had to be 
a “jack of all trades.” 


THE LAKESIDE PRESS 
has the largest catalogue printing and binding facil- 
ities in the United States. 


During the last 60 years THE LAKESIDE PRESS 
standard of quality has become known wherever 
fine books or catalogues are used. 


to be able to 
make the investment required, and to insure the 
completion of contracts. A Donnelley customer has 
no worry concerning the financial responsibility of 
his compilers. 


At THE LAKESIDE PRESS every- 
thing from the selection of the goods to the print- 
ing, binding and shipping of the catalogues is done 
under one management with undivided responsi- 
bility. 


The great 
majority of the Donnelley supply catalogues year 
after year are made for jobbers who already know 
from their own experience what Donnelley service 
means. 


With all of the above advantages, R. R. Donnelley 
& Sons ——— offer you as moderate prices as a compiler can make 
on such catalogue service and still continue in business. 


R. R. DONNELLEY & SONS COMPANY 


731 Plymouth Court, Chicago, Illinois 


IT IS BETTER TO SECURE THE BEST CATALOGUE SERVICE THAN TO WISH YOU 
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What Dealers Think of Their Own Position 
(Continued from Page 63) 


and nut industry, but the entire jobbing interests of 
the country are most fortunate in having a man of 
Charles J. Graham’s tireless energy, capacity and in- 
tegrity to father and carry along this project. 

Believes Manufacturers in Other Lines Will Be Interested 

Two other great industries are starting to function. 
These industries have had sufficient volume of business, 
but have operated either at a loss or at no profit. One 
is the welded chain industry, and the other the shovel 
industry. There are many manufacturers of other lines 
who should be interested, and who undoubtedly will be 
in the near future. In the meantime, they must be 
educated for their own best interest as well as for the 
best interests of the distributors, in order that some 
sort of plan for distributing may be worked out in 
their own particular industries along the lines of the 
bolt and nut industry, so that the manufacturer does 
not come into competition with the distributor in selling 
the manufacturer’s product to the distributor’s customer. 

Now, as usual, there is more than one side to every 
question. The distributor must come into court with 
clean hands, and there is a great deal of educational 
work to be done among the distributors as well. They 
must, in many instances, learn that it is very costly to 
buy goods from a manufacturer just because he allows 
an extra discount, that they must support and maintain 
the manufacturer’s resale prices and co-operate with 
the manufacturers who are supporting them, and, fur- 
thermore, that they must really go to work and sell mer- 
chandise, and sell this merchandise at a profit over and 
above their cost of doing business. They must realize 
that a profit in the mill supply business is not the gross 
margin between their cost and selling price, but that 
it is really the net profit in the business after all ex- 
penses of doing business plus fair return on capital in- 
vested. 

Now, the easiest thing in the world to do is to criti- 
cise the other fellow, and there has been so much criti- 
cism and so little constructive thought put into this dis- 
tribution problem that many people are more or 
at sea. 


less 


Suggests Discussion of Mutual Problems 


Why not let us all sit down together, man fashion, 
manufacturers and distributors, and discuss our mutual 
problems, because they are mutual and we must all 
prosper together or none of us will prosper. Let us not 
discuss the things that are past or the water that has 
gone over the dam, or what have been the faults of the 
manufacturer or what have been the errors of the dis- 
tributor, but let us recognize the new order of things as 
they are and deal honestly and fairly—the manufacturer 
with his competing manufacturer and the distributor, 
and the distributor with his competing distributor and 
the manufacturer—with malice toward none and fairness 
and justice to all. 

We are not really so far apart fundamentally. It is 
only the little aggravating questions and personalities 
which are apt to creep into these discussions and argu- 
ments. The way to success, happiness and prosperity 


for both the manufacturer and the distributor has been 
shown in the bolt and nut, or Graham plan. 

It is not the intention of the writer to endeavor to 
force the idea that the Graham plan, which has worked 
so well in the bolt and nut industry, could be applied to 
every other industry, but the fundamental principles are 
correct. 


The application of these principles and the 





working of the plan could be changed to suit each indi- 
vidual industry according to its nature and requirements. 

Why not put to work the machinery set up by Mr. 
Graham and his associates and start a new era in the 
distribution of material in the iron, steel, hardware and 
mill supply industry? 





Why Supply House Service _ 
Is of Vital Importance to 
the Manufacturer and Buyer 


F. D. WILSON 
Vice-President and General Manager, Casanave Supply 
Company, Philadelphia 

Manufacturers now entering the field, along with the 
old line manufacturers, realize more than ever be- 
fore, the sound logic of mill supply house distribution of 
their products to the ultimate consumer. 

The reasons are many and varied. Primarily, we be- 

— lieve that manu- 
facturers are 
more fully ac- 
quainting them- 
selves with the 
up-to-date meth- 
ods employed by 
wide-awake _ sup- 
ply houses and 
the many advan- 
tages they offer. 
With thoroughly 
trained sales 
forces, specializ- 
ing to a marked 
degree, and with 
the ultimate re- 
gional prestige 
these houses 
maintain, the 
manufacturer is 
offered ten-fold 
advantages in any 
particular territory. This thought may be further em- 
phasized when present buying methods (hand-to-mouth 
buying) are taken seriously into consideration. 

Turnover is the vital element conducive to satisfactory 
profit. Manufacturer, jobber and consumer alike, have 
unknowingly to a large extent contracted the “hand-to- 
mouth” habit. This condition has of necessity forced 
speedier handling methods, requiring stocks advan- 
tageously located, and taxing the distributor’s ingenuity 
to devise methods that satisfactorily combat changing 
merchandising conditions. 

Service, a well nigh worn-out sales argument, is still 
the only stock a distributor has to sell. Analyze the 
exact meaning of the word “service,” and the answer is 
only too clear as to just what is needed to render it. 
Local stocks, purchased advantageously, well main- 
tained, and with suitable delivery service, is the correct 
answer. Manufacturers’ production is better controlled 
when the performances of his jobbing connections tell 
him in no unmistakable terms the increase or decline in 
demand. Doesn’t the jobber’s concentrated regional sales 
efforts mean more than a necessarily hurried review by a 
lone investigator covering, as is generally the case, a 
large territory? ; 

Direct selling is not popular with manufacturers of 
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Solid Tooth Circular Saws for saw and planing 
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Send us your inquiries for Saws of all kinds, Saw Tools 
and Saw Mill Supplies. 
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long standing, whose products have become nationally 
known and are constantly in demand. Their problem of 
distribution has been best solved by the supply house, 
and most of them thoroughly agree on this point. 

Many Manufacturers Tried Direct Selling Unsuccessfully 

The writer, in reviewing the mill supply business for 
a period of twenty-five years or more, can recall the 
vast number of manufacturers who, from time to time, 
adopted partially or fully direct selling methods, without 
success. Too great overhead was the main reason for 
abandoning their misdirected efforts, as it more than 
offset the greater return gained in the required asking 
price. The question of credit and the handling of great 
numbers of accounts has been, and will be, the problem 
of the jobber, who has proven that greater economy is 
possible in this regard, both for the seller and the buyer. 

Direct selling is practical only to the householder or 
individual who knows little or nothing of values, and 
who, willingly, it seems, pays all the tariff demanded by 
the selling risk. Not so with industrial accounts, whose 
credit standing is more or less the personal knowledge 
and contact gained by the thoroughly acquainted jobber 
who can safely and justifiably extend convenient credit 
suitable to the varied demands of the consumer. 

These and many other conditions are beyond the pos- 
sibility of economic solution on the part of direct-selling 
organizations. 

Jobbers do show the way to price economy—the best 
selection of goods suitable to the purpose—and last but 
not least, they provide complete service. 

Why Consumers Should Buy from the Distributor 

1. The distributor analyzes his market and stocks 
those products which he finds the customers in his terri- 
tory need, thus enabling them to buy their requirements 
locally. 

2. The distributor will give immediate service. 

3. The distributor literally conducts a stock room for 
each of the several hundred manufacturers whose lines 
he carries. 

4. The buyer need interview only one salesman and 
run only one mill supply account, thereby effecting a con- 
siderable saving. 

5. The distributor’s salesman is never many hours 
distant from the customer. He considers the customer 
one of his friends, for whom he will go out of his way 
to do things which are even outside his line of duty. 

6. The distributor’s stock saves the buyer storage 
space and labor. 

Can Secure Prompt Adjustments from Distributors 


os 


7. In case of dissatisfaction the customer can tell his 
troubles to the distributor in person and receive an ad- 
justment in short order. 

8. The distributor does not have to ask buyers for 
references. He is near them and knows their financial 
standing. 

9. The consumer may buy as and where he pleases, 
but it surely is unfair for him to send his large orders 
direct to the manufacturer and then an order to the dis- 
tributor for a dollar’s worth of stuff which he requires 
in a hurry and which costs a dollar to deliver. 

10. If the distributor happens to be out of a certain 
article the customer needs, the latter need not worry, 
for the distributor will obtain it for him in a short time. 

11. The distributor is the customer’s friend in need 
sometimes. Why shouldn’t he be his friend indeed at all 
times? 

12. The distributor’s whole stock in trade is “service.” 
Therefore the service he renders must be good. 


‘ 


The Distributor Is to the 
Industrial Buyer What the 
Grocer Is to the Housewife 


C. B. LYON 
Manager, Mill and Factory Supplies Dept., The C. S. Mersick & Co., 
New Haven, Conn. 

During the last few years MILL SUPPLIES has devoted 
a great deal of space to the subject, “Mill Supply Dis- 
tribution.” Naturally, being a distributor of supplies, 
we see very clearly the logic and economic importance 
of the mill supply distributor. Perhaps we can explain 

, of what value 
the mill supply 
distributor is to 
the _ industrial 
plant by paint- 
ing a vague pic- 
ture. 

Think what 
would happen to 
the industrial 
plants in this 
great country if 
they awakened 
some morning, 
to learn’ that 
during the night 
all mill supply 
houses had been 
burned to the 
ground, and that 
they in the fu- 

C. B. LYON re - ture would be 
forced to buy 
everything direct from the manufacturer. What would 
this mean to the industrial plants? What would 
the purchasing agent do first, especially if he had 
been a purchasing agent in the years immediately fol- 
lowing the world war, and knew the dangers that ex- 
isted in both excess and low stocks? We venture to 
predict that there would be a hurried meeting of the 
management, telephone and telegraph wires would start 
to hum, and large and small trucks would be seen travel- 
ing over many roads with all possible speed, and a gen- 
eral excitement and worry would exist. Even with all 
this effort on the part of the industrial buyer, we feel 
he would still fall far short in his production schedule. 
Would he be as successful in this method of buying as 
he had previously been in purchasing from the mill 
supply house? It has been our experience that the man- 
ufacturers do not have available for prompt shipment 
the assortment of merchandise that is carried by the 
well-stocked supply house. 








Important as Grocer to Housewife 

What would be the cost to the consumer in a case like 
this? Surely we feel that the mill supply distributor is 
to the industrial buyer what the retail grocer is to the 
housewife. 

The successful distributor today has built his business 
around the word service, and is equipped to do what 
the average manufacturer is not. That is, to drop all 
other work in case of an emergency. These emergencies 
are often costly to the distributor, but, in his eagerness 
to please and satisfy, this fact is hardly ever taken into 
consideration by him. His great aim is to build up a 
reputation in serving the territory in which he operates, 
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6“ OUR customers know that the cost of 

installing a packing is in most cases 

from 5 to 10 times, and even more, than the 
cost of the packing itself. 


They know that it is good economy to buy 
packings that are made from the right kind 
of leather and designed for the work to be 
done—they do a better job and last longer. 


Because of the wide range of conditions 
which leather packings must meet —high 
temperatures and pressures, oil, gas, acid 
fumes, gasoline, etc. Graton & Knight tan 
and finish several kinds of leather strictly 
for packing use. 
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velieving that if this can be accomplished he will have 
gained his reward. 

The industrial buyer who purchases from the distrib- 
utor should feel at all times fully protected. He always 
receives a double guarantee—that of the manufacturer 
plus that of the distributor. 

There is no question in our minds that the mill supply 
distributor is forever rendering a satisfactory and val- 
uable service in the industrial field, and that mill supply 
distribution is sound in principle, and has a very definite 
place in the economic picture. 

Selling Consumers on the Value of the Supply House 

In our efforts to sell our customers on the value of 
mill supply distribution, we have used the advertisements 
published by MILL SUPPLIES, attaching them to most 
correspondence going out of our office. In addition, at 
one time we mailed to all our customers a copy of one 
or more of these advertisements with the request that 
they write us their reaction. We have received a lot of 
very gratifying replies. 

We have made it a point to keep fairly well up to 
date in the issuance of catalogues, and although a mill 
supply house catalogue is quite expensive to publish, we 
have felt that it has been a great help in the building 
up of our business. We have attached to our organiza- 
tion an advertising and printing department, where we 
are equipped to do a large part of our own printing. This 
department has been able to get up several quite attrac- 
tive small catalogues on specialties, under our own name. 
This, we feel, has placed us in a better position among in- 
dustrial buyers than if we had attempted to use a factory 
catalogue with our imprint on it. 

In addition to the above, we have tried to train our 
salesmen in every possible way, to sell each and every one 
of their customers on the value of the industrial plant 
purchasing through the distributor. 


Successful future for the 


“Progressive and cA ggressive 
Distributor Seems cAssured 


E. S. BOLEN 


Vice-President, The Ross-Willoughby Company, and 
Manager, Springfield, Ohio, Branch 





Our belief is, without hesitancy, that the successful 
future of the progressive and aggressive distributor is 
assured. In the last year, propaganda such as published 
in MILL SUPPLIES and other trade magazines, coupled 
with an intensive and intelligent programme of self- 


preservation among the dis- , 
od 





tributors themselves, has ac- 
complished much to bring 
our suppliers face to face 
with the problem of definite 
selling policy. This has re- 
acted favorably. Distribu- 
tors, in the main, are now 
supporting only those manu- 
facturers who have a well 
defined policy of one hun- 
dred percent distribution 
through the jobber. Nat- 
urally enough, there will al- 
Ways exist manufacturers — 
who prefer to market their E. 8. 
products direct, but our observation has been that the 
real merchandising values are now represented and sold 











BOLEN 


by distributors who receive the one hundred percent co- 
operation they have been so earnestly striving for, and 
that the direct selling manufacturers cover a business 
field entirely aside from that covered by the present day 
distributor. 

Furthering our own belief in constructive co-operation 
we quote from a letter dated April 1st, from one of our 
long time and reliable suppliers: 

Quotes Letter from Manufacturer 

“Thirty-nine years ago, this company initiated a prac- 
tice of formulating its policies to accord with sound job- 
bing methods. Although time has wrought mighty 
changes in the merchandising picture of America, it has 
wrought no change in our belief that whatever is un- 
sound practice for our jobbers is by necessity unsound 
practice for us. 

“However, this is a day of quick change and sudden 
development. At least in outward aspects, merchandis- 
ing methods are changing rapidly; what was good prac- 
tice last year may be unsound this year. On the other 
hand, a few of the policy changes which are being made 
in some quarters appear to us as being anything but 
sound from the jobber’s standpoint. While we wish ever 
to keep abreast of the times, we wish never to make 
changes purely for the sake of novelty, which is the 
opposite of true progress—particularly when such 
changes seem destined to increase the burdens and multi- 
ply the difficulties of the jobbing business. 

Asks Frank Opinion of Policies 

“For these reasons we have the desire to ‘check up on 
ourselves’ from time to time with a few of our good 
friends like yourself. Will you not be willing to give us 
your frank and candid opinion of our present policies 
and practices, which we shall be able to use as our guide 
for the future? 

“Please advise us of any suggestions which you may 
have for the improvement of our present policies which 
you feel would benefit all of our jobbers. In addition, 
we shall appreciate it if you will advise us of instances 
in our past relations which represent the satisfactory 
working out of present policies, which therefore should 
not be changed. In this way we can hold to the good 
and discard the unsatisfactory. 

“After all, our efforts in the securing of business are 
co-operative in nature, and with your assistance we shall 
be better able to make them co-operative in fact.” 

Close Contact Should Be Encouraged 

Expressions of this kind, linking more closely than 
ever the businesses of manufacturer and distributor, 
are, and should be encouraged and developed to still 
closer contacts, resulting in more sound affiliations and 
added profit for both. 

We are further under the impression that the dis- 
tributor himself should not remain idle and allow the 
manufacturer to shoulder all of the expense and do all 
the work in the promotion and sale of any one com- 
modity. This should be mutual and evenly divided. In 
line with this thought, we are pleased to enclose three 
representative letters received in reply to queries sent 
out as to just what the customers’ position might be in 
regard to the service rendered by our house. If space 
permits, we would appreciate your publishing these let- 
ters, as we sincerely believe expressions of this kind 
truly show the real worth of the legitimate 1929 dis- 
tributor.* 

* Rditor’s Note—The three letters referred to by Mr. 
will be found in the section of this issue devoted to 
sumers’ opinions of the value of supply house distribution. 


(Continued on Page 105) 
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threaded for stand- 


Enclosed stud ir 
piston holds wing 
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of air pressure 
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iron pipe Many Manufacturers buy 
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with automatic machines. 
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PISTON 


Phe picture shows how the wings slide in and out of the groove in the piston matter what make you now use, if it disturbs your shop, it reduces production 
Phey swing simply until the machine gathers speed which, operating in the counter Here's one that's noiseless, efficient. powerful and increases production—used 
clockwise direction, throws the wings out from the piston holding themagainst the — with all m: ike s of gas furnaces and appliances. 
cylinder Chis then scoops up the air and the more the air tries to back up These are the ‘only rotary air and gas pumps that do not depend on springs, 
the tighter the wing is held against the eylinder and the less it ean get back cams, or ohne devices to keep them tight and efficient. No tips of foreign 

We have been making air pumps for many years and these are our latest material on the wings to require renewal when worn, in fact, they are so simply 
development. We offer them as the finest product of the machinist's art made that this very simplicity is their most valuable merit 
Each piece is made especially for its purpose; the parts are ground true to size 


These pumps are designed to handle air or gas that is not ‘injurious to 


ind accurately fitted and if you have use for pumps of this kind you need not 

pay more in order to have these pumps of the simplest, and at the same time cast iron or steel.” They may be used for vacuum or pressure and will pump 

the most advanced construction The action of the wings on the cylinder without noise or fluctuation due to the construction of the moving parts. They 

preserves a glassy-like surfaced race which disposes of practically all Siotion can therefore be used with entire satisfaction where many other makes and 
These rotary pumps are made in ten sizes so that we can supply them for — 1OT™s of construction are incapable of doing the work. They are carefully 

most any application. Users consider them the cheapest air pumps on the made for the most exacting service 

market not only on account of the first small cost but because after-service is | Also used for Fuel oil burnin enniine Priming pumps —Operating gas 

3 g g 


practically eliminated Chey keep running, doing away with costly delays  furnaces—Banding machines —Testing gas meters—Wrapping ma- 
so frequent with most pumps due to breakdowns. Users of air pumps will chines—Raising gas pressure —Blowing balloons—Gasoline service 


find these machines something of value. Sometimes a very small machine of pumps —Singeing cloth Cleaning dust from intricate machinery parts 
this efficient type will replace a large one of some other make. They do the Sand blasting machines —as air motors—Vacuum cleaning—Agi- 
work they are designed for and we are always glad to recommend them for tating liquids —Blowing chips and stampings from machine tools 
any proposition which we can examine in detail Filling bottles and containers —Feeding paper in printing presses- 

No need to continue to use a noisy blower—one that disturbs the whol Feeding labeling machines—All sorts of testing and experimental 
shop. Every line of manufacture needs a NOISELESS air or gas pump—no  work—All sorts of automatic machines and devices. 


Our Complete Illustrated Catalog is Free for the Asking 


LEIMAN BROS. *tew'¥as 


Makers of Good Machinery for 40 Years 


LOS ANGELES—Shaw Palmer Bakewell Co. MINNEAPOLIS—Northern Machinery & Sup. Co. 
CHICAGO—Squire Cogswell Co., Satterlee & Co. 
h H. Channon Co. ST. LOUIS—Brown Machinery Co. 

rg ese Supply INDIANAPOLIS—Vonnegut Machy. Co. Colcord Wright Machy. & Sup. Co. 

eoeaiae an -Kemp Machy. Co. ee =— & Co. 
IN—Hayes Pump & Machy. Co. CINCINNATI—Kinsey Co. 

Houses Now TOLEDO—National Supply Co. CLEVELAND—Cleveland Duplex Machy. Co. 
PORTLAND, ORE.—Portland Machy. Co. W. M. Pattison Supply Co. 

S e | | T A em TORONTO—Williams & Wilson Strong, Carlisle & Hammond Co. 
MONTREAL—Canadian Fairbanks Morse Co. SEATTLE—Cox & Co. 

Williams & Wilson Foreign 

QUEBEC—Williams & Wilson ENGLAND—Thos. Ashton, Ltd., Sheffield 
DETROIT—Chas. A. Strelinger Co. JAPAN—Fukagawa Shokai, Tokio 
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Declares Supply Houses cAre 
Essential, But Sees a ‘Need 
‘for Some to cAlter Methods 


C. J. SALM 
Vice-President, Dixie Mill Supply Company, 
New Orleans 

With due respect to various publications, we believe 
that eighty per cent of everything written about the 
mill supply house not being essential is newspaper talk. 
The industrial plants in this section could no more exist 
without supply houses than they could operate their steam 

ee , boilers without 
steam. 

I have given 
this question a 
great deal of 
thought, how- 
ever, putting my- 
self in the place 
of the industrial 
buyer, and it is 
no wonder some 
buyers feel they 
should buy di- 
rect, when they 
find jobbers are 
not in a position 
to make deliv- 
ery out of stock. 
In our organiza- 
tion, we do not 
have twelve or- 
ders shipped 
direct to the cus- 
tomer from our manufacturing friends during the course 
of a year. We do not carry everything from “A to Z”; 
we confine ourselves to specialties, and carry a reputable 
stock. When such a plan is followed, distributors will 
find that the industrial plant is not so much interested in 
price as it is in the quickness of delivery. 

Many jobbers and distributors carry everything from 
“soup to nuts,” and half the time they cannot fill an 
order. They try to take this business on factory ship- 
ment, with the result that the industrial buyer feels he 
might as well order direct from the manufacturer. 

Says Too Many Distributors Are Merely Brokers 

In order to represent a manufacturer properly, the 
distributor must carry a good stock of the manufactur- 
er’s products. It is the writer’s belief and experience 
that the manufacturer does not like to handle small drop 
shipments, and the trouble with some distributors is 
that they try to do too much business on that plan. Such 
distributors are not distributors at all; they are merely 
brokers. In fact, all of us are nothing more than re- 
tailers; we have long since ceased to be wholesalers. 

Our company is comparatively small. We do about a 
million dollars’ worth of business a year, and are here 
to sell material out of stock only, and to make a profit. 
We are not in the brokerage business, as are a good 
many of our distributor friends, and we believe that the 
fact that they are brokers is the cause of the troubles 
of the latter. 

I might elaborate on the subject of supply house dis- 
tribution from now until doomsday, discussing the vari- 
ous points that have already been talked and written 
about. However, there is only one thing more I would 














Cc. J. SALM 


like to mention, and that is that we must consider the 
other fellow, whether he be manufacturer or distributor. 
We must confine ourselves to our own territory, and stop 
this territorial jumping. The bigger the concern, the 
farther it jumps, with no thought of the other fellow. 


Literature Mailed by This 
Supply House to Consumers 
cApparently Doing Much Good 


WALTER W. PEACOCK 
Vice-President, E. S. Stacy Supply Company, 
Springfield, Mass. 





During the last two years, we have been mailing out 
literature, such as we have purchased from you, to our 
mailing list, along with other articles. stating the 
value of the distributor to his customer, giving the latter 
all the salient features. 

This, we be- 
lieve, is helping a 
lot in a territory 
where the ten- 
dency always has 
been, when a large 
order was at hand, 
to place same 
with the manu- 
facturer, for as 
you probably 
know, in this ter- 
ritory particular- 
ly, there are a 
considerable num- 
ber of manufac- 
turers to whom 
the larger con- 
sumers have al- 
ways looked for 





+ . « ro, 8) ss + = 
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—- WALTER W. PEACOCK 
We _ personally ; 


believe that it is merely a matter of effort on our 
part to point out to these consumers just what our pol- 
icies really are, and that it has been our fault entirely 
that these campaigns were not started earlier. We have 
had some favorable comments on this method of pro- 
cedure. 
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Adds Two New Departments 

William S. Roe. Inc., Newark, N. J., distributor of fac- 
tory, contractors’, plumbing and heating supplies, has 
recently opened two new departments—an iron and steel 
department and a paint and varnish department. These 
departments have been added, according to Mr. Roe, in 
order that the company might have a complete mill sup- 
ply store. 


Changes at Kline & Co. 

H. Merrill Winner has recently purchased a controlling 
interest in Kline & Co., Williamsport, Pa., and is now 
vice-president and general manager of the company. 
Other officers of the company are: J. W. Bowman, presi- 
dent; R. C. Wenck, secretary, and James B. Graham, 
treasurer. Kline & Co. are making several changes on 
the interior of their building. They have put on one new 
traveling man, and expect to increase territory and lines. 
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**PIONEER’”’ Steel 
Hanger costs less to 
stock than any other 
and is now so well in- 
troduced that it almost 
sells itself. Millions in 
actual use. Steady re- 
peat business brings 
sure profits 


NWA! i La 





to work loose. 


New uses are being 
found right along for 
the “UNBRAKO” 
Socket Head Cap 
Screw; the sales, there- 
fore, are increasing,— 
and rapidly. Don’t 
miss this opportunity. 


Pats. Appl. for 





“HALLOWELL” Steel Truck—One of 2745 
standard sizes and styles. Stake pockets and 
similar corner fixtures are all interchangeable. 
The “HALLOWELL” Steel Top is smooth and 
will not splinter, never gets soggy; no screw 
or nail heads to scratch and tear. The 
“HALLOWELL” is easy to push. 


extravagant. 





Pats. Applied for 








*-HALLOWELL” Steel 
Bench Legs have be- 
come very popular be- 
cause they can be 
picked up from stock, 
ready for use. As 
they are rigid as rocks, 
give absolute satisfac- 
tion and cost little, it’s 
no wonder they are 
ready sellers, 


Patd. Pats. Pend 





“HALLOWELL” Steel Truck--Chassis a welded unit, no joints, bolts or nuts 
] Top solid sheet of heavy steel; cost of maintenance practically nil; 
will last for years and years yet the price is so low that by comparison wood seem; 

Repeat orders steadily increasing. 


AVORITES 


These unique specialty lines — widely 
advertised — respond wonderfully, you 
will find, to a little push and pep. 





Paten‘ed 


“HALLOWELL” Steel 
Collars are recognized 
to be the best made. 
Their quality,combined 
with their high polish 
and low price, explains 
their great popularity. 


UNBRAKo" 





“UNBRAKO” Hollow 
Set Screws stand up 
under strains that 
wreck ‘ other screws 
similarly tested. 
and naturally the 
“UNBRAKO” has be- 
come very popular— 
—in other words—it’s 
easy to sell. 






Patd. Pats. Pend. 
‘““HALLOWELL” Steel 
Benches save time and 
money. No Carpenter to 
hire—no lumber to buy. Can't splinter or burn. 
Rugged—built to last for years. Standard 
lengths easily joined for continuous benches. 
Steel Bench Drawers protect tools. Complete 
line of Steel Benches, Steel Tables, Steel Tool 
Stands—all lines in stock ready to ship. 








STANDARD 








PRESSED STEEL CO.| 





BRANCHES 
28 N.Clinton St, 
CHICAGO, ILL. 
800 So. 4th St. 
ST. LOUIS, MO. 

















BOX 519 


JENKINTOWN, PENNA. 


BRANCHES 
944 Harper Ave. 
DETROIT, MICH. 


127 Broad St. 
BOSTON, MASS. 
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The Importance of Advertising 

















by the Mill Supply Distributor 


MAN WHOSE ENTIRE BUSINESS LIFE has been directly or indirectly 
associated with advertising was glancing through the pages of a national 
magazine several years ago. His attention suddenly became riveted upon 
an illustration used in an advertisement of a well-known shaving soap 
manufacturer. The illustration puzzled him for the moment, so he con- 
centrated upon it. When he had satisfied his curiosity, he recalled he 
had not been entirely satisfied with the shaving soap he had been using, 
so he decided to try some of that manufactured by the company whose advertising 
he had been studying. He has been using that particular brand of shaving soap 
practically continuously since that day. 

The man who decided to try out the shaving soap advertised knows, because 
he is “advertising-minded,” that that advertisement caused him to buy. Un- 
fortunately, however, for those who derive their living from advertising work, and 
also for business houses which pay for advertising, people who are influenced by 
an advertisement, or by several advertisements, often do not realize the fact, or at 
least do not so inform the advertiser. 


The Value of Advertising Is Generally Recognized by Business Men 

Nevertheless, the value of advertising is recognized by business men gen- 
erally, although they often cannot directly trace the results of their publicity ef- 
forts. The progressive manufacturer in the mill supply field realizes the value 
of advertising. He advertises to distributors to secure supply house representa- 
tion, or, in case he has sufficient representation for the time being, he advertises 
to keep the name of his company and its products constantly before distribu- 
tors and their salesmen, or to show them the kind of consumer advertising he is 
doing in order that they may effectively tie in their efforts with his. Very often 
he advertises in publications reaching industries using his products. He also sends 
out direct-mail literature and follow-up letters. 

Now, if the manufacturer of products carried by supply houses finds the use 
of advertising necessary and valuable, it is equally true that advertising is neces- 
sary and valuable for the distributor who hopes to move along with the times. 
Does the advertising a manufacturer directs to various industries benefit the dis- 
tributors handling his line? It does if the prospective buyers of the manufac- 
turer’s products know who his local representative is, and realize the fact that 
the representative carries a complete stock and provides the right kind of service. 
True, the distributor can do a great deal to spread this information through the 
personal contacts made by his sales force, but in many cases this is not enough. 


Industrial Buyers Must Be Sold on Lines and Service 


The distributor of mill supplies and allied lines has two things to advertise— 
the lines he carries and the service he renders. Industrial buyers in his territory 
should be so thoroughly familiar with his house that they can immediately asso- 
ciate any of the principal lines he handles with the house itself. They must also 
realize his house renders efficient service. Those who are already customers know 
this from experience, but the others must be sold on it, and advertising helps to 
sell them. 

What forms supply house publicity should take depends largely upon the con- 
ditions under which a company operates. In some territories, newspaper adver- 
tising might be very effective. Some houses have found house organs valuable. 
Certain it is, however, that the catalogue, well arranged and properly placed, 
direct-mail literature and follow-up letters can be used effectively by all distributors. 

It is up to the individual distributor to decide upon the forms his publicity 
efforts shall assume, possibly with the advice of men experienced in advertising. 
The point is that the distributor should make effective use of publicity, partic- 
ularly since he has such a worthwhile case to present in opposition to direct sell- 
ing and other forms of competition. Give the distributor good lines, let him pro- 
vide A. No. 1 service and exert the proper sales efforts, and back all this with effec- 
tive publicity, and.he will not only maintain the success he has already attained, 
but will build for bigger business in the future. 
















































108 "May, 1929 


\AM 


Faith Justified ' 














The policy of marketing the Universal 
Giant Line of Power Transmission Machinery 


through Distributors was established by this 














Company many years ago and continuously 


adhered to ever since. 


Our faith in the policy of distribution 
through the Mill Supply Jobber has been more 
than justified by the results. By no other 


method could we have attained our present 





standing as the manufacturers of America’s 
foremost line of Power Transmission Ma- 


chinery. 


Too, there are many distributors of the first 
rank who owe their leadership in their respec- 
tive territories to their wholehearted support 

of this Company and manufacturers of other 

products who had the foresight to inaugurate 

a policy of marketing through the Mill Supply 
Distributor, and the faith to follow it through. 


Again we say, ‘our faith has been justified 


by the results.”’ 


T.B.Woods Sons (o., 


Chambersburg, Pa. 
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By Results 
The Woes Line 








POWER TRANSMISSION 
MACHINERY 
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STANDARD —Portable Electric Drills, 
Grinding, Polishing and Buffing Machines 











STANDARD % AND 5,16 IN. HEAVY 
DUTY DRILLS 

General Electric Universal Motors used 

The motors used in Standard Drills are 

manufactured by the G. E. Co. and are 

superior in power to any drill on ti 





market of the same weight. All arma 

ture spindles mounted on Ball Bearings = : : 2 
encased in dust proof chambers. Gears STANDARD %, % AND %& IN. 
made of chrome nickel steel and run in DRILLS 

grease, Motors operate on D. @, or A 


General Electric Universal Motor. 
( 60 eyvele or less Housing of motors Ss Cn y full Bearings. 


made of aluminun 





STANDARD %, %. 1 AND 14% INCH 
HEAVY DUTY DRILLS 

General Electric Universal Motors. Built 

for Hard, Continuous Duty. Have a 

Surplus of Power 





TOOL POST OR CENTER 





GRINDERS 
BALL BEARING BENCH GRINDERS For grinding centers. cut s q 
For grinding small tools, castings, ete. re yee Boy P GE use = ol “3 AERIAL GRINDERS 
Manufactured in % H. P., 6 in. w is, : Manufactured in %, 1, 2 and 3 H. P. sizes 
1 > 8 vheels > 16 . 4 
bs ; 9 uP. 12 ia = = s wl This tool especially designed for and 


adapted to surfacing rough castings, and 
cleaning castings of all descriptions. Can 
be suspended from traveler or counter- 
balanced on pulley. 





HEAVY DUTY GRINDERS 





G. bk. 40° Motor and Push Button Con BALL BEARING GRINDERS 
trol Four 8 K. F jall Bearings. Made in 3 and 5 H. P. sizes G. 
Nickel Steel Armature Shaft. Made in Kk. 40 Motor and Push Button 
5, Tt. and 10 H. P. sizes. Control. 
Write for Late Catalog. BALL BEARING BUFFING AND 
POLISHING LATHES 
i iti : G. E. 40° ) rst Push Button Con- 
Special Proposition to Jobbers. — Your Territory may be trol, Armature shaft fitted with 48. K 
: . . 3: earings. Made i 3, 5 and 7% 
open —We sell to only One Jobber in Territory. ae 














THE STANDARD ELECTRICAL TOOL CO. 


GEO. H. FELTES, PRES’T & TREAS. Established 1912 CINCINNATI, OHIO 
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Bs Design and Quali ~ — 


Vogt Drop Forged Steel Valves and Fit- 
tings are always up to the minute for all 
extreme service requirements. 


Their development keeps pace 
with increasing pressures and 
temperatures. 


HENRY VOGT MACHINE CO. D ro p g 
INCORPORATED 
LOUISVILLE, KY. VAI VES & 
New York Chicago Philadelphia Cleveland Dallas 
Manufacturers of: Oil Refinery Equipment, Drop Forged Steel 
Valves and Fittings, Water Tube and Horizontal Return Tub- F ' : 
ular Boilers, Ice Making and Refrigerating Machinery. i A Rl G Ss 
_e—< 
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SHERMAN | 


The Hose Clamp 
That Cannot Rust 





HEAVY WROUGHT BRASS 


Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in a 
vice and drawn tremendously tight. 


Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of hose 
clamps in the world, which insures 
prompt deliveries. 


DEALERS—Send for sample and 
attractive selling booklet. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


Largest Manufacturers of Brass Pipe Fittings in the World. 


A complete Flat Bead line from new pat- 
terns available for immediate shipment. 
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Countless Uses 
bring those EXTRA Sales 


Gold Medal’ 


SAFETY 
Platform Ladder 








Broad enclosed platform 
steady as the floor. Aero- 
plane spruce steel rein- 
forced. Hardwood top 
forms handy tool rack. 
Rungs at rear. Ten sizes. 
Listed as s tandard by 
le ers’ Labo ie 
Underwriters’ Laborator _. The “Gold, , 
Decide now how many of your cus- | a a ~<A ma 
tomers can use this general utility, || Trestles, Feather- 
specially useful ladder. Most of them? Racers eee: 
Of course, for it does more than any step |} er” Step ladder, 
: | “Standard” — Ex- 
ladder can do, with a greater degree Guta Nadie. 
of safety, efficiency and convenience. bio okies Pent 
Perhaps your territory is open. Write us. Tones Gas ae | 
The Patent Scaffolding Company —~ others 
Cuicaco New Yor«t ATLANTA, SAN Franc isco, 
1550 Dayton St. 3821 Sherman St., 44 Haynes St., 270 13th St. 
L. I. City N.W. PirrsBURGH, 


PHILADELPHIA Boston, Sr. Louts, 518 Foreland St., 
2835 Bridge St. 49 Ellery St. 6168 Bartmer Ave. N.S. 


The Safety Line 
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BUCKEYE 


Cored and Solid Bronze Bars 





“BUCKEYE” is the only line of Bronze Bars made in 
three grades. All grades in a complete range of sizes 
from #-inch and up in 12-inch or 18-inch lengths. The 
smallest hole in 18-inch bars is 14-inch. 


“Commercial” 
High grade phosphor bronze bear- 
ing metal used for all general 
bearing purposes. 


6 - 99 6 ” 
Lubrico Hy-Speed 
High leaded, perfectly alloyed, Government gun metal bronze, 
anti-friction bronze, non-scoring used where severe strain or exces- 
and non-seizing under faulty lubri- sive speed is required. 


cation. 


Territorial Rights 


We are allowing Mill Supply Distributors terri- 
torial rights as part of an exclusive sales proposi- 
tion. <A distributor may have his name stenciled 
on each bar. Imprinted weight charts to be dis- 
tributed among your trade are furnished — also 
attractive display boards—FREE. 


The Buckeye Brass & Mfg. Co. 


“THE HOME OF QUALITY BRONZES SINCE 1900” 
6410 Hawthorne Avenue, Cleveland, Ohio 
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He Never Thought It Was Possible 


OR more than twenty years he ran his shop— 
successfully and profitably, too — and took it 
for granted that all twist drills were exactly alike. 
It never occurred to him that any one outstanding 
drill might possess astonishing qualities. ““They’re 
all the same,” he said. “‘One’s as good as another.” 

Then, one day, his eyes were opened! 

He sat at his desk reading Digest No. 56. It told 
him of an actual case wherein 6 ““CLE-FORGE” 
High Speed Drills jumped production from 850 to 
2600 pieces per day; where direct drilling cost was 
reduced from $12.54 to $3.56 per 1000 pieces 
drilled—a 71.6% reduction; where the net annual 


saving resulting from the use of CLE-FORGE Drills 
amounted to $1167.50! 


He never thought it was possible! 


How about your plant? Have you ever thought of twist 
drills as profit-making tools? Have you read Digest 
No. 56? Why not ask for a copy? It may help you. 





NEW YORK-CHICAGO-LONDON 
TRADE MARK REG. U. S. PAT. OFF, AND FOREIGN COUNTRIES SAN FRANCISCO 
Manufacturers of Carbon and Cle-Forge High Speed Drills for every purpose: 
**Mezzo” Super-Carbon Drills; Hand, Jobbers’ and Shell Reamers; ‘‘Peerless”’ 
High Speed Reamers; “Paradox”’ Adjustable Reamers; ‘“‘Quick-Set’’ Reamers; 
**Spirex’’ Machine Taper Pin Reamers; Chuckine Reamers for Turret Lathes; 
Counterbores; Countersinks; Sockets; End Mills; and the 
“*Ezy-Out’’ Screw Extractor. 
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Do Manufacturers Believe in the Distributor ? 
(Continued from Page 69) 
ing campaigns for a number of years back have relig- 
iously supported the jobber and mill supply house and 
urged the consumer to buy through these channels, due 
to their ability to give prompt and efficient service. 





Mill Supply Distributor 
Indispensable from This 
Manufacturer’s Viewpoint 


JOSEPH M. HOTTEL 
Vice-President, Delta File Works, 


Philadelphia 

There is no question in my mind that mill supply dis- 
tributors are fundamentally essential to sound economic 
distribution. From our viewpoint, they are indispens- 
able. The necessity for sufficient stock to be carried 
by the distributor, to carry over the valleys between the 
peaks of produC- jqaa=eeeeeeee — 
tion of the manu- 
facturer, espe- 
cially in lines of 
so varied and ex- 
tensive a_char- 
acter as files, if 





there were no 
other reason, 
would make it 


mandatory on the 
manufacturer’s 
part to have this 
co-operation. 

No manufac- 
turer who makes 
every type of sev- 
eral hundred 
kinds of articles, 
such as files, pro- 
duces each type 
every day. We 
have a system of 
control, that covers three months’ stock, in preparation, 
in process, and finished. These conditions are checked 
every week, as against incoming orders, and each de- 
partment is either stepped up or down to meet the cur- 
rent situation. It would, therefore, be impossible for 
any factory of this kind to manufacture economically 
and at a price consistent with the market if we did not 
have the mill supply house’s assistance in keeping a 
sufficient and varied line of each type to meet the de- 
mands of the user. 

It is a well known fact that most users, small as well 
as large, want immediate service when an order is 
placed, and it can be very readily seen that without the 
stock of the mill supply house available, the general in- 
dustries of the country would be forced to carry several 
months’ stock ahead, to insure economic production of 
the goods they manufacture. The consuming indus- 
tries would therefore be compelled to carry a very much 
larger inventory of all types of tools, which would neces- 
sarily have to be figured in the cost of overhead and 
would militate against economical production. Then, 





JOSEPH M. 


HOTTEL 


too, the application of tools may change suddenly, and 
the user might find himself with dead stocks without 
current value. 

The thorough and efficient mill supply man studies 


the requirements of his customers, has an intelligent idea 
of what they want, and carries stock to give this service. 

There naturally is and always will be the attitude of 
the large consumer who feels he should buy at factory 
prices because he is a large purchaser, and yet he is not 
a large purchaser in the eyes of the manufacturer be- 
cause he is usually interested in just certain types. His 
orders look large to him, but in the aggregate are mod- 
erate compared with the general volume of even these 
types, when one considers the orders flowing through 
mill supply houses from the hundreds of smaller con- 
sumers of similar types. 

In a plant as large as ours, we find it desirable to 
patronize our local supply houses for the hundreds of 
small tools and other requirements that enter into our 
manufacturing activities, and would consider it a tre- 
mendous handicap if we had no supply houses to draw 
on from time to time, and were compelled to invest con- 
siderable money in stocks in anticipation of our needs. 

Delays in securing requirements from factories scat- 
tered all over the country would also mean considerable 
handicap to industrial consumers in production. Prob- 
ably eighty percent of these necessities are wanted in 
such a hurry that time lost under such conditions adds 
to the cost. 

There will always be a place for the high class mill 
supply house, an organization that studies and knows 
the situation in the territory it serves, and its life 
naturally depends upon its intelligent and efficient under- 
standing of these conditions. 

The policy of this organization, of selecting outstand- 
ing representative members of the Delta fraternity in 
each center of distribution, whereby they can give 
thorough consideration to our product and maintain an 
adequate stock, with a full understanding that they are 
protected in their territory, assures stability, and the 
consuming industries are guaranteed prompt and effi- 
cient service. The consumer is thus convinced beyond 
doubt of the economic value of the mill supply dis- 
tributor. 

In closing, I would like to say we are so convinced of 
the absolute necessity of the mill supply distributor that 
we work very closely, through our: engineers and sales 
force, with the distributor who has the Delta franchise, 
that he may get the natural increment from all the 
effort that he and we exert. This solves the question of 
distribution to our mutual satisfaction, practically one 
hundred percent. 


Expresses cAppreciation of 
Distributors’ Service and 


Gives ‘Reasons for so “Doing 


R. McPEAKE 


Assistant Sales Manager, The Diamond Rubber Co., Inc., 
Akron Ohio. 





From the very beginning of our history, it has been 
our desire and ambition to market our line of rubber 
belting, hose and packing through the mill supply dis- 
tributor, just as far as possible. Although we maintain 
stocks at eleven different points scattered from coast to 
coast, we have never enlarged our sales organization to 
the point where it would be possible to solicit the trade 
direct. 

We appreciate the service rendered to us by our dis- 
tributor friends, because 

1. They relieve us from the necessity of training 
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Copyright 1929, by The Goodyear Tire & Rubber Co., Inc. 


dustrial use, Molded Goods, and Packing. 


Each item that bears the name Goodyear is 
made on scientific specifications, to meet 
the particular requirements of the duty it 
is expected to perform. It includes the 
highest grade materials and represents 


In all lines of industry where mechanical 
rubber goods are used, you will find Good- 
year Mechanical Rubber Goods have an 
extremely high reputation for quality, effi- 
ciency and economy. 


They help importantly to make Goodyear, 





‘The Greatest Name in Rubber.”’ 


These products include a complete 
line of Conveyor Belts, Elevator Belts, 
Transmission Belts, Hose for every in- 


skilled workmanship. 

When you offer Goodyear Mechanical 
Rubber Goods you offer every value that 
goes with an established reputation for 
making ‘‘the right goods for the job.’’ 





Write to your jobber for information on Good- 
year Mechanical Rubber Goods, or direct to 
Goodyear, Akron, Ohio, or Los Angeles,California 


The Greatest Name in Rubber 





When writing to 
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and managing a large sales organization. and convenient for the ultimate consumer. On items 


bo 


They afford a contact with the consuming trade 
more personal and more conversant with local 
conditions than our own organization. 

3. They are of great assistance in servicing the 
trade on small orders and on emergency 
quirements. 

4. Their intimate knowledge of the small user’s 
credit standing is a great advantage in serv- 
icing accounts of this character. 

5. They enable us to work out many economies in 
production, through the placing of volume or- 
ders, instead of many small individual orders. 
An idea that we believe is going to work out to the 

great advantage of the distributor is the simplification 
programme that is being promoted by the government, 
with which we are heartily in accord, but which has not 
as yet gained, with mill supply distributors, the wide 
acceptance which it merits. 

The distributor should welcome the simplification idea, 
because his profits are eaten up by a tremendous amount 
of detail work, by stocks that are too large, by lines that 
are too complicated, including too many different con- 
structions and sizes for the same service. The only prac- 
tical remedy for these difficulties lies in the simplifica- 
tion programme of the department of commerce, which 
is working out so successfully in many other lines of 
industry and trade. 

For many months we have been working at the task 
of simplifying our line, so that Diamond distributors 
may be able to service their trade effectively, with a care- 
fully limited stock of belting, hose and packing. This is 
a problem requiring long experience in the application 
of mechanical rubber goods, intimate knowledge of in- 
dustrial needs in our line, and records covering the actual 
consumption of a great number of items over a period 
of years. 

Great care is necessary in order that the distributor 
may not be restricted in his ability to supply the needs 
of his territory, but with the proper ground work of 
knowledge assured, there is promise of relief from 
burdens of overhead, with increased speed and com- 
pleteness of turn-over, elimination of dead items in the 
inventory, better service, and better profits all around. 

As to our co-operation with mill supply distributors, 
this includes a mention of our distributors in practically 
all of our trade paper advertisements, and the referring 
to each distributor of all inquiries received from his ter- 
ritory. Also, we frequently circularize the trade in be- 
half of a particular distributor, with the definite object 
of securing inquiries which will be mailed direct to him. 

Among our distributors are firms which have handled 
our line for many years. Several of the owners of these 
houses became thoroughly sold on the line while han- 
dling it for employers, afterward went into business for 
themselves, and continued to sell it. We only wish we 
might have the good fortune to: make more connections 
with more good distributors. 


re 





Company ‘feels Its “Business 
Should Go Thorough ‘Dealers 
When Trade Is Well Covered 


R. D. BALDWIN 


Advertising Manager, Simonds Saw and Steel Co., 
itchburg, Mass. 


When considering systems of distribution, the chief 
item to consider is what method will be most satisfactory 


made by the Simonds Saw and Steel Company, such 
as files, hack saw blades, standard size small circular 
Saws, Cross-CUt pee — . ———— 





saws, and tool 
holder bits, the 
consumer wants 


these goods with- 
out delay and 
wants the source 
of supply nearby. 
Naturally, the 
mill supply house 
can meet these 
demands and can 
Save consumers 
time and trouble. 
For that reason 
this company 
feels that wher- 
ever mill supply 
houses will and 
do properly cover 
the trade, all of 
this business 
should go through 
that channel of distribution. 

Every effort is made for full and complete co-operation 
with dealers who have accurate information about the 
sizes used in their territories, who have the capital and 
organization which permits them to carry a stock of such 
sizes, and who have the energy and ability to forward the 
sale of these articles in a way that will give greatest 
profit to themselves as well as to the manufacturer. 


finds Mill Supply Houses 
Very Important from Both 
Buying and Selling Angles 


H. F. SEYMOUR 
Vice-President, The Columbian Vise and Mfg. Co., Cleveland 


We buy through the supply house. Why? Because it 
means something to be within twenty-four hours of your 
supply. You may be next 
door to a belting manu- 
facturer who could ren- 
der splendid service on 
that one item, but at 
the same time you would 
be two weeks away from 
a source of supply on 
twist drills, grinding 
wheels, chucks or vises. 

Immediate service, 
reasonable prices, and 
your distributor’s  ex- 
perience in the selection 
of satisfactory products 
are of vital importance. 
It is obviously unfair to 
expect a distributor to 
sell you your rush or 
small orders at a low 
‘price, and then go 
around him for your 






-R. D. BALDWIN 











H. F. SEYMOUR 


large orders. 
In the long run, your average prices will be lower by 
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Here’s Real Profit for You.... 
sell INDUSTRIAL GLAZING CEMENT 




















rex 





The best to use, the easiest to sell... 


7 “WHEN YOU THINK OF GLAZING THINK OF 
/ | | j 4 


THE NAME"McCALLUM’ GUARANTEES ITS QUALITY 









r .PUTTIUM ‘8 


(GH GRADE GLAZING CEMENT 















OR years PUTTIUM has met the needs of greenhouse 
operators throughout America, where the most exacting 
conditions must be met by a glazing cement, withstanding as 
it must all extremes of temperature both inside and out. S» 
thousands of gallons annually have been sold by The McCallum 
Co., who now offer PUTTIUM to industrial users everywhere. 

Mill supply houses are invited to write at once for our interesting 
profit-bringing proposition on this McCallum-guaranteed glazing 
product—now, in time for Spring profits! 


The Only Glazing Cement of International Fame 


Throughout Europe, too, PUTTIUM has created an enviable reputation, being used 
continually in railroad shops, industrial plants and greenhouses. 

PUTTIUM is guaranteed not to chip, crack or break and to expand or contract with 
all extremes of temperature. It never becomes brittle, is easy to remove and lasts indef- 
initely. It adheres to metal, glass or wood. 


‘*MALCO”’ 


Roof Cement 
A rubber-like 


that 


composition 





BLACK PUTTIUM GRAY PUTTIUM 


will not sag, chip, crack or peel 


is recommended for all patch work and where is ideal for strictly bedding work and for sealing and that makes all roofs leak- 

appearance is not an important factor and where purposes, and to give the best effect, as it can be proof and safe against the ele- ue 

painting is not necessary. painted over. Slightly higher in cost. ments. Can be applied to metal, » 49 
wood, concrete or composition ae 0 














PUTTIUM comes in 38 or 60 gallon drums with handy PUTTIUM glazing gun free. Orin roofs. Adheres and lasts rd 
smaller 10 or 20 gallon pails or 1 or 5 gallon cans. Mail the coupon for prices today! indefinitely. Another ° 
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giving all your supply business to your distributor. 

Believing all this to be true, it is only natural and 
consistent that we market our own products through the 
distributor, and protect him. 


Mill Supply House Holds a 
Very Definite Place in the 
Distribution of Their “Product 


S. P. BROWNING 


President, The Ohio Valley Pulley Works, 
Maysville, Ky. 





We have always believed firmly that the mill supply 
house occupies a very definite place as a means of 
distribution for our product. No matter what our own 
thought or preference might be, we fully realize that it 
is an impractical proposition for the ultimate user to 
order pulleys di- {game 
rectly from _ fac- 
tory, because most 
of them are at such 
a distance’ that 
serious and expen- 
sive delays inevi- 
tably result. 

The mill supply 
house carries 
stocks of standard 
sizes, gives imme- 
diate deliveries, 
and renders. ex- 
ceedingly worth 
while assistance, 
not only to the 
manufacturer in 
making his prod- 
ucts immediately 
available to the ul- 
timate user, but 
also to that user in 
providing merchandise he requires on short notice. 

We have dealt with the supply houses of this country 
for over forty years, and our long experience convinces 
us that, as a class, their officers are very high-grade 
business men, who are fair in their dealings, both with 
their sources of supply and their customers, and that 
our part of the supply industry at least would badly miss 
them if they were not in the field. 

Some consumers, of course, have the idea that they 
can buy to a better advantage from the manufacturer, 
but we believe, generally speaking, they can buy just as 
advantageously, from a price standpoint, from the mill 
supply distributor, and certainly they get service and 
deliveries, which would not otherwise be available. 





S. P. BROWNING 





‘Dealer Holds an Important 
“Position and Can and Will 


Improve It as Time Passes 


F: H. WILLARD 
President, Graton & Knight Co., 
Worcester, Mass. 








Because of his close contact with the field which he 












covers, and the location of his stock, which enables him | 
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Yost Vises 














Yost Manufacturing Co. 
Meadville, Pa. 








These are four 
of the 24 dif- 
ferent styles of 
Yost Vises, that 
cover every pur- 
pose for which 
a vise can be 
used in any 
trade. There are 
109 sizes—vises 
for Machinists, 
Toolmakers, 
Pipe Fitters, 
Coachmakers, 
Woodworkers, 
Patters 
Makers; for 
Manual Train- 
ing Schools, 
Drill Presses, 
Garages, and 
General Utility 
Shops. 


Yost Vises make 
friends for the 
supply house. 
Ask for catalog 
and dis- 


tributors’ terms. 
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ALLIGATO 


TRADE MARK REG.U.S. PAT. OFFICE 


STEEL BELT LACING 


\ 
™~ 


>. 










“JUST A 
HAMMER TO 
APPLY IT” 


Use It Anywhere 






Howdy Men 


Again we extend most cordial greetings to 
our Mill Sucply Jobbers and Fellow Manufacturers. 
The Triple Convention gives us one and all the 

opportunity to renew old acquaintanceshins and to 
establish new connections and friendshins. 









This Annual Meeting of the three Associa- 
tions should and does oromote harmony and co- 
operation in the industry. Let us strive to 
understand and follow the Golden Rule in business 
as in our private life, and by so doing, we will 
solve many of the proolems that come un for gen- 
eral discussion at our meetings from year to year. 













Permit us to exoress our aporeciation for 
the loyalty and support we have had from members 
of the Associations, and to assure you that we 
will by mr efforts, endeavor to merit a contin- 
uance of such whole-hearted co-operation. 











Yours faithfully, 







FLEXIBLE STEEL LACING COUPAN 
4633 Lexington Street. Ohicago, U.S.A. 
In England at 135 Finsbury Pavement, London, E.C.e 


CRLKO14BDS 


Sales Manager 














For Your 
Protection and Ours 


Accept No Substitutes * 
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to make prompt deliveries to the trade, there can be no 
question of the importance of the mill supply jobber in 
the distribution of industrial equipment and supplies. 
He occupies an im- 
portant position in 
the general plan of 
industrial  distribu- 
tion, and he can, and 
undoubtedly will, im- 
prove his position as 
time goes on. 

The progressive mill 
supply jobber has be- 
come keenly alive to 
the great economic 
problems of distribu- 
tion which are facing 
not only the jobber, 
but the manufacturer 
as well, and he is 
actively organizing 
his business to meet 
the new and keener 
competition of the 
present era. 

Since the problem of distribution is common to job- 
bers and manufacturers alike, it is evident that the 
complete solution of the problem can only be accom- 
plished through mutual co-operation. There are several 
means by which the manufacturer might help the jobber, 
but there are two in particular which stand out above all 
others in my mind, after having given considerable seri- 
ous thought to the problem of mill supply distribution, 
especially as to the most effective means by which those 
who are engaged in supplying equipment to industries 


¥. Hi. 


WILLARD 


can render a greater service, and enjoy a greater re- 
ward in return. 
In the first place, the equipment manufacturer can 


help the jobber greatly to reduce overhead expenses in 
practically every department, by so broadening the lines 
which he offers the jobber that the latter can confine his 
purchases to a smaller number of manufacturers. Nat- 
urally, the jobber will select those sources of supply 
which offer him quality products, and which are so or- 
ganized that they can give him the closest co-operation, 
and are generally recognized as thoroughly reputable 
business organizations, upon which he can always depend 
for fair play in any emergency that may arise. It is 
very evident from what is taking place in the business 
world generally that the benefits from centralized buy- 
ing are well known, and many buyers are already enjoy- 
ing the saving resulting from their adoption of this plan. 

The second effective means of helping the jobber has 
to do with the selling end of his business. It is apparent 
that many of the mistakes made in the past by those 
purchasing industrial equipment have been due largely 
to the failure of manufacturers to supply such complete 
and convincing data on actual performance that the buyer 
could make his selection with complete confidence that 
none of his competitors would have more efficient equip- 
ment than his own. The lack of complete, reliable and 
convincing data has resulted in a general tendency to 
place orders on a purely price basis, rather than upon 
the basis of service, which modern industry should de- 
mand. The buyer should insist that generalities be elim- 
inated from sales talk, and facts in regard to perform- 
ance presented, in order that the right equipment may 


be purchased. The results of such procedure will answer 
my 


the manufacturer’s oft repeated question, “Why is 
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C&L 158 


This blow-torch is especially made and priced for the 
man who likes to do odd jobs around the house, or to 


tinker with mechanical things. It 
time if it is not abused. The 
about five dollars. 


IF You COULD TURN 
ACLAYTON & LAMBERT 
INSIDE OUT 


You can’t do it—so your best bet is to talk about 
the inside of a Clayton & Lambert blow- torch. 
For that’s the part—the “blow-torch machinery” 
that makes Clayton & Lamberts better. Here are 
some patented Clayton & Lambert mechanisms 
that make your customers happy by longer and 
better service. 


will last a life- 
usual retail price is 


Tell your customers about the exclusive vein 
system in the vaporizing chamber. It generates 
hotter heat—in less time—at a lower fuel cost. 


That’s a good: Clayton & Lambert feature to bring 
to a customer’s attention. Another is the built-in 
fittings worked into the tank—they will never come 
out or fall in. That makes a Clayton & Lambert 
safe from explosion danger. And it reinforces the 
handles, so that even excessive strains won’t make 


the tank leak. The pump valve has a double 
spring for more positive compression and longer 
life. The patented shut- off valve in Clayton & 


Lambert torch No. 32 prevents the gas orifice from 
being enlarged by ‘a careless twist of the wrist. 
Such a thing ruins an ordinary torch. But it 
can’t be done with No. 32. And in No. 158, which 
is popular with men who tinker around the house, 
there is another type of guard to protect the 
orifice against enlargement. 


When you tell a. customer about those things, 
his satisfaction with his Clayton & Lambert will do 
you some good. For then he'll be able to tell his 
friends why they should specify Clayton & Lam- 
bert. And the secret of volume blow-torch sales 
is many customers—not many sales to one customer. 
Write today for our catalog describing the Clayton 
& Lambert blow- torch and fire-pot lines—the most 
popular of their kind in the world. 


CLAYTON & LAMBERT 


Manufacturing Co., Detroit, Michigan 
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The Modern Mill Supply House is 
the accepted agency for the distribution 
of industrial supplies to consumers. 
Taking the country as a whole, more 
than four thousand manufacturers are 
making use of supply houses to keep 
stocks of their products within easy 
reach of buyers. 


There are several reasons why the 
industries of this section can buy with 
perfect confidence from us. Our busi- 
ness, like your own, is an established 
enterprise, working for the good of our 
community. 


The business we will secure from you 
and other industries in the future de- 
pends upon the service we give you today. 
Therefore we are interested in giving 
every day the best service we know how 
to give. 


We are conveniently located to save 
your time in securing necessary supplies. 
We represent a selected group of manu- 
facturers whose products are reliable 
and suitable for your needs. 


Through our salesmen we keep in 
close touch with our customers. These 
salesmen invite and will respect your 
confidence. 


Distribution involves transportation, 
warehousing and sales service. Through 
purchasing power, we have reduced the 
cost of these essentials to a minimum. 


When you need supplies, tools and 
equipment, give us an opportunity to 
supply them. Your confidence in us will 
not be misplaced. 








This is the tenth in the MILL SUPPLIES series of Distributors’ advertisements. Mill Supply Houses are urged to make use of these advertisements by 
mailing them to their local industries. Reprints will be supplied printed in two colors on India tint enamel stock carrying the name and address of the distributor 


placing the order. The minimum order accepted is for 500 copies. Prices, 


f.o. b. Chicago: 500 reprints, $8.20; 750, $10; 1000, $11.45; 1500, $14.60; 2000, $20.85. 


Address Mill Supplies, 537 South Dearborn St., Chicago. 
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competitor making a satisfactory profit when I cannot?” | 

This is of vital importance to the jobber, because his 
men are calling on industrial buyers daily, and he is 
equally interested with the equipment manufacturer in 
increasing the volume of his business, and by so doing, 
in reducing his selling expense and increasing his profit. 
This can be done if the manufacturer will supply him, 
and through him his salesmen, with enough instances of 
actual performance in which there is such definite proof 
of increased production and substantial saving over a 
reasonable period of time that there can be no doubt in 
the buyer’s mind as to what brand of equipment he 
should buy. 

We are so thoroughly convinced that these two plans 
for building up distributors’ business and our own are 
fundamentally sound, that our company has been directed 
along these lines for the past two years. During that 
time, our line of leather belting and specialties has been 


broadened by the addition of rubber transmission, eleva- | 


tor and conveyor belting, a complete line of mechanical 
goods and a line of woven textile straps. We have also 


been gathering actual performance facts and figures on | 


our products, which will unquestionably be powerful 
factors in building up our distributors’ business as well 
as our own. 

These constitute but two ways in which we are trying 
to help our jobbers exert greater influence upon the trade 
which they serve, and, by so doing, insure their own 
future as well as ours in this very important plan of 
industrial distribution. 





Dealer Distribution Most 
Efficient and Economical 
‘for “Producers and Consumers 


JOSEPH A. SCALLAN 
Sales Manager, The Dayton Safety Ladder Co. 


Cincinnati 

The fact that practically all Dayton safety ladders 
are sold through exclusive distributors, proves 
——_ oes that we thor- 
oughly believe in 
mill supply dis- 
tribution. We be- 
lieve it is the 
most efficient as 
well as the most 
economical 
method of serv- 
ing the consumer, 
as well as_ the 

manufacturer. 
This is of 
course with the 
understand- 
ing that the dis- 
tributor will co- 
operate with the 
manufacturer, 
and carry a suffi- 
cient stock to 






JOSEPH A. SCALLAN give the con- 
sumer prompt 


service—the kind of service for which he expects the 
consumer to pay. 
We help and protect our distributors in every possible 












































It costs no 
more to sell 
a fine belt 


T costs no more to sella 
really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 


We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 
curred. 






Tanners 
Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
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All Loose Countershaft 





Ball Bearing All Loose Countershaft 


lubricant 
power and 


maintenance 
with 


“Chicago Line” 


Ball Bearing Appliances 


with stationary shaft only the pulleys ° . . 

revolve. | Recommen led for use om high Besides these actual savings in dollars 
speec nachines resen equip nen can . . 

be used by re-fitting old counters with and cents, increased production and 


ball bearing pulley outfit 


‘‘Daggett”’ 


Ball Bearing Hanger Box 


economy in manufacturing costs now 
demand a continuously running plant. 
Costly shutdowns and delays from 


burned out bearings are bound to result 
where old, obsolete power transmission 
equipment is being used. 

Chicago Line Ball Bearing equipment 
will eliminate this hazard. 


Send for an illustrated bulletin of the Chicago 
Line. Get the complete facts on its money- 
saving possibilities. 


Chicago Pulley & Shafting Co. 
17 N. Desplaines St., Chicago, Ill. 





Ball Bearing Hanger Box will fit any 
hanger frame in general use. Operates at 
any shaft speed without heating or wear- 
ing the shaft 


‘“Daggett”’ 


Ball Bearing Loose Pulley 




















Style ‘‘O”’ Friction Clutch Pulley 





Ball Bearing Loose Pulleys. For 
Machines, Counters, Mules, Idlers and 
Clutches — in construction and 
accurately machined. Will carry a belt Style **O”’ Friction Clutch Pulley. 
at any working speed without heating Does away with counters—saves belts, 
Needs oiling only 3 or 4 times a year lubricant, time, trouble, and power. 
Drives directly from the line shaft. 


“Chicago Line’ 
Ball Bearing Appliances 
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manner, and are very glad to state that most of them | 
appreciate our sales policy. 











Learned That Supply House 
Could Sell More, and at a 





W. D. HAMERSTADT 


General Manager, The Rockwood Manufacturing Company, 
Indianapodlis 


























If there is any manufacturer who still doubts the | 


value of local supply dealers in the distribution of his 
products, possibly the experience of our company | I Oo mover 
placing its service stocks of pulleys over the country may 
be of interest. 





For the distributor who is analyzing 
; , the items he sells, with a view to 
is essentially finding the best possible makes in 
that of a manu-| _ given fields, we invite a thorough con- 


facturer’s sup- | — sideration of the ATLAS Car Mover. 
plier. We make | 


large quantities 
of pulleys for 
other manufac- | 
turers who then 


Our business | 


On any point—power, ease of opera- 
tion, strength of parts—the ATLAS has 
been specifically designed to take its i 
place at the head of the list—and we 
use them as are prepared to furnish our distributors 
standard equip- with ample proof to substantiate the 
ment on ma- | facts. Official tests and comparisons 
chines they) have furnished statistics with which to 
build. This busi- face the most cautious buyer. 
ness, however, 
carries with it | 


ih ae as a eek oe es ae 
. 
F: 


| These reasons, together with our 
the moral obli- | sound distributor policy, are the basis 
gation that spe- | for our suggesting the ATLAS to you 
cial sizes of our | —s ag the 100% mover. Price is not a 
pulleys must | factor, for with all its superiority in 
also be available principle and construction, it costs no 


to the purchaser more than ordinary movers. 
or distributor of 


such machinery in different parts of the country, to 
permit speed changes and cover replacements occasion- 
ally required. 
Placed Complete Stocks with Distributors 

At the close of the war, in 1919, we could see the in- 
creasing part which service and distribution were be- 
ginning to play in developing new business, so steps | 
were taken to create complete ranges of our more pop- 
ular pulley sizes in varying diameters, face widths and 
shaft sizes, such service stocks to be placed in all of the 
larger industrial centers throughout the country. | 

In placing the first of these stocks we doubted very | APPLETON CAR MOVER co. 
much whether the established supply houses could pos- | Appleton, Wis. 
sibly have the interest which we knew would be neces- 
sary to make our venture a success, so we set up in 
several of the cities our own organizations, with the 
attendant expenditures for publicity, solicitation, billing, 
delivery, etc. However, we found very quickly that | 





ee en are 


W. D. HAMERSTADT 


With all these facts to work on— 
with all the advantages that there are 
in selling a product that can be proved 
better, why shouldn’t YOU be a dis- 
tributor for ATLAS Car Movers? 
Why not make your next order for 
ATLAS. Or if you prefer to have 
more information, write us today. 





Mannnnnennanannd 


y , : —] > y . RRR ro 
while it was possible to sell a satisfactory number of | LE SLES ww? 





pulleys, our organizations would only under the most 
favorable conditions show any profit on the business. 
This led to our consideration of the already existing 
channels of distribution, and we now have between forty 
and fifty complete stocks of pulleys in local supply 
houses. 

Our experience is that, with their broader knowledge 
and more active solicitation of their territories, the local 
supply dealers can, and do, sell more pulleys than the 
skeleton organizations which we could afford to set up. 
In addition, and most important, they can also show a 
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Your staunch ally 
—Jenkins publicity; 


Every month the “guns” of potential valve buyers, it directs 
Jenkins publication advertising them to purchase Jenkins Valves 
fire a broadside that covers the from their local supply house. 
nation. It is a campaign that 
has as its objective greater valve 
sales for the dealer. 


Jenkins publication advertising 
is your staunch ally. Throwing 
its forces into the field every 
Reaching more than 820,000 month, it represents a mighty 
engineers, plant superintendents, factor in increasing your volume 
contractors, architects and other of valve sales. 


JENKINS BROS. 


80 White Street, New York, N.Y. 133 No. Seventh Street, Philadelphia Pa. 
524 Atlantic Avenue, Boston, Mass. 646 Washington Boulevard, Chicago I! 
JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn.; Elizabeth, N.J.; Montreal, Canada 


Jenkins 


VALVES 
Since 1864 
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profit on such business both for themselves and for us, 
due to the fact that their expenses are distributed over 
a great many different lines and a larger total volume of 
business. The dealer handling of our stocks has now 
been in effect several years, and each year the volume 
of sales has shown a substantial increase. 

Methods of Co-Operating with Dealers 

We supply the dealers with suitable printed matter for 
distribution to the trade, and to keep this alive and 
effective we make frequent changes in this literature. 
and supply it in quantities only for immediate use. In 
addition, we have found it advantageous to do both na- 
tional advertising and circularizing, in which we list 
the names of dealers carrying our major stocks, so that 
any of our own factory customers over the country may 
place orders direct with these dealers, and thus get 
quicker service. 

Above all, we have tried to build up in the minds of 
the buyers that our dealer stocks are always complete. 
To that end, we receive daily reports of sales on simple 
forms which we supply, and any items of pulleys sold 
are immediately replaced. 

It is probable that results such as we have obtained 
will not be duplicated by the manufacturer who does not 
adhere to uniform prices, or who does not allow his 
dealers sufficient margin on which to develop the pos- 
sible business in his territory. We know, however, that 
with proper co-operation between the manufacturer and 
the supply deaier a most satisfactory and profitable dis- 
tribution service can be maintained. 





‘Believes Company’s “Product 
Would Cost Consumers More 
Were It ‘Not for the Dealer 


FRANK COLLINS 
President, The Toledo Pipe Threading Machine Co., 


Toledo, Ohio 

It has always been our policy to distribute our mer- 
chandise approximately one hundred percent through the 
accredited distributors in our line. We think it would 
cost the public infinitely more as consumers of our prod- 
uct if we did not have this very able help in serving 
them. There are 
perhaps larger 
manufacturers 
who do not hold 
this view and 
who, due to cir- 
cumstances, can 
distribute their 
lines or product 
by means of 
branch houses. 

We feel, how- 
ever, that there 
is a definite need 
for efficient dis- 
tributors of mer- 
chandise such as 
we manufacture, 
and, to encourage 
them, we in every 
case refer all in- 
quiries that we 
receive to the 
nearest distributor to the person making inquiry. In 


FRANK COLLINS 

























HE only Hack 


Saw Blade with a 


High Speed Steel cutting 
edge that can be 


GUARANTEED 
UNBREAKABLE 







Special Alloy Heat 
Treated Back — for 
greater strength 


Patented 
Electric 
Weld— 

fused 


integral 


Genuine High Speed 

Steel Cutting Edge— 

for greater cutting 
efficiency 


MARVEL 


HIGH SPEED EDGE 
HACK SAW BLADES 


These new blades can be safely recommended for 
any job on any power hack saw. They cut fast, 
straight, hold their edge and will not break—even 
in case of accident. They are fully protected by 
patents, both the blade and the manufacturing 
method. They cost no more than ordinary High 
Speed Steel Blades and will outlast them under all 
working conditions. MARVEL Blades offer an 
unusual opportunity for sales and profits. 


Write for catalog and 


% proposition 
Armstrong-Blum Mfg. Co. 
J ] 3 ‘*The Hack Saw People”’ 


353 N. Francisco Avenue 
CHICAGO, U.S. A. 





our opinion, it would be obviously unfair to our dealers | 
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No subjects to be discussed at the convention™can have greater bearing on 

harmony between Manufacturer and Distributor than 

























Resale Price Observance and 
Selling 100° Through Distributors 


Our own position on resale price and 100°; distribution“through supply houses 
is well known to the supply trade. These basic principles have been the sales 
policy upon which we have built up our bearing metal business, which covers 
every state in the Union. 





Such a policy is recommended to all manufacturers, for we 
believe that the well established supply house is the most 
effective and most profitable agency for the distribution of 
industrial supplies. 
DISTRIBUTORS who are interested are requested 
to write for information on their territory. 


The Monarch Metal Company 
Manufacturers 119 South Lincoln Street Established 
of CHICAGO, ILL. 1895 


MONARCH BALL METAL—the ‘‘Steel Process Babbitt’’ 
QUAKER METAL—the ‘Ladle Bronze’’ 






































the 
Regulator 
to Handle 


Regardless of the pressure of steam 
water, oil, gas, air, vapor, etc., the 
Mason Regulator reduces and main- 
tains an even pressure at all times. 
—-Designed by engineers of over 
40 years experience in pressure 
control problems. 
—Made of highest quality materials 
in all types and varieties. 
—Requires no attention. 


Send for illustrated folder and 
catalog. 


MASON REGULATOR CO. 
‘ The Regulator Folks 
1190 Adams St. 


Boston, Mass. 
Mason Regulator Co., Ltd., 


686 Notre Dame St. West, 
Montreal, Canada 
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if we did not do this. Even during the war we referred 
all government inquiries to our nearest distributor to 
the point where the inquiry originated, and told that 
arm of the federal service that our product was sold for 
sixty or ninety days in advance and that they could ob- 
tain like prices from the dealers in question and much 
more prompt delivery. 

Until there is a great change in distribution, which 
frankly we cannot contemplate as regards our product 
at present, it shall be our desire and effort to force all 
sales of our commodity through accredited distributors 
who carry a commensurate stock of our line, and are so 
ably assisting us in merchandising it. 

ee 
Stage Set for Triple Convention 
(Continued from Page 59) 

“Mr. Edward P. Welles, president of The National 
Supply and Machinery Distributors’ Association, is on a 
Mediterranean cruise. As he will not return until about 
May Ist, I felt it my duty to urge all members of the 
National to attend our convention, at which time we will 
review the work of the past year. 

“Our association has made much progress in the last 
twelve months, our membership has been increased ma- 
terially, interest has been maintained in our activities, 
and a survey has been conducted, which, when thor- 
oughly analyzed, will prove of the utmost benefit to us. 

“At the coming convention, several very interesting 
addresses are scheduled, among them being one by an 
officer of the federal government. No doubt, he will dis- 
cuss at some length the trade practice conferences which 
have been held, as well as outline plans for future meet- 
ings. This is a subject to which we should give careful 
consideration. 

“The various departments of the government have 
shown a willingness to co-operate with those who con- 
duct their business in a safe and sane manner, and we 
should do all within our power to assist them in work- 
ing out ways and means to eliminate unfair trade prac- 
tices. 

“From all reports, the National membership is going 
to be very well represented, and it is hoped that both the 
American and Southern will send large delegations.” 

Entertainment Features of the Convention 

Fine entertainment features have been arranged for 
the convention. Free two-hour chair rides on the board 
walk will be provided for the ladies in attendance on 
Tuesday and Wednesday, tickets for these rides being de- 
livered only upon registration of delegates. On Tuesday 
afternoon at 3 o’clock there will be a card party for the 
ladies, while on Tuesday evening there will be a swim- 
ming exhibition by the Ambassador Girls’ Swimming 
club in the Ambassador Hotel pool. On Wednesday after- 
noon there will be a shopping trip. There will be a ball 
in the Ambassador on Wednesday evening at 9 o’clock, 
formal or informal dress. 

Reduced Rail Rates Secured 

Reduced railroad rates—one and a half fares for a 
round trip ticket—have been granted for those attend- 
ing the convention in all the Passenger Association ter- 
ritories. In the Central, Trunk Line, Southeastern, 
Trans-Continental, Western and New England Passenger 
Association territories, tickets at the reduced rate will 
be on sale from May 3rd to 9th, inclusive. In purchasing 
tickets at the reduced rates, representatives of member 
firms must present the certificates forwarded to them 
by their associations. The return portions of tickets 
must be validated at Atlantic City by agents at the reg- 
ular ticket offices of the lines over which the tickets read 
into Atlantic City, from May 7th to 15th, inclusive. Final 
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limit covering return will be midnight, May 15th, and 
return trip must be made over the going line. In the 
Southwestern Passenger Association territory (the terri- 
tory southwest of St. Louis, including Texas, Arkansas, 
Oklahoma, Missouri, south of the Missouri river, and 
Louisiana, west of the Mississippi river), the dates of 
sale are from May Ist to 7th, inclusive, with return limit 
May 17th, from Oklahoma and Texas, and dates of sale 
from May 2nd to 8th, inclusive, with return limit of May 
16th, from Arkansas, Kansas, Louisiana, Missouri, Mem- 
phis, Tenn., and Natchez, Miss. In addition to the one 
and one-half round-trip rates granted, a rate of one and 
three-fifths fare will be authorized, with a return limit 
of thirty days from sale. 
Ber ee, 


SEVENTY-FIVE YEARS OLD 


Clark Bros. Bolt Company, Milldale, Conn., Started 
Operations "Way Back in the Year 1854 
Clark Bros. Bolt Company, Milldale, Conn., manufac- 
turer of bolts, nuts, screws and kindred products, is this 
year observing the seventy-fifth anniversary of its found- 
ing. 
The bolt and nut industry is said to have been estab- 
—mm=u=memes) lished in America by Messrs. 
Rugg and Barnes in 1837. 
These men manufactured a va- 
riety of bolts which were mar- 
keted under great difficulty, and 
finally, in 1847 the business 
failed, due mainly, according to 
Mr. Barnes, to the financial 
panic and hard times of 1847. 
During those early years Mar- 
tin Barnes, who later was con- 
nected with Clark Bros. Bolt 
Company, invented a number 
of machines and_ processes 
which were instrumental in the 
development of the young 
he & 






EDWIN S. TODD 


bolt and nut industry. 


In 1851 William J. Clark invested his entire capital of 
$600 in a small factory building on the Quinnipiac river 
at Milldale and engaged in the manufacture of cold 
However, the business was hardly estab- 
ee 


pressed nuts. 
lished before a disastrous fire 
broke out in 1852 and wiped out 
the entire plant. The embers 
had scarcely cooled before a 
new and larger building was 
under construction, and in less 
than sixty days the new plant 
was in operation. Washers and 
kettle ears were added to the 
output at that time. 

In 1854 the present firm had 
its inception in the formation 
of a partnership of the three 
Clark brothers, with the firm 
name, William J. Clark & Co. 
New machinery was installed, 
new products were added to the line, and a systematic 
programme gotten under way. The company employed 
good mechanics and encouraged those of an ingenious 
turn to develop new ideas. This resulted in many valu- 
able inventions now connected with the industry having 
their origin in the Clark Bros. plant. 

In 1868 William J. Clark & Co. built new and larger 
factory buildings, which more than doubled their output. 
The products at that time covered a broad range, includ- 
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Friction || quick-aAs-wink 
Unbreakable Hose Couplings 


ry\HEY make tight joints that never leak, but swivel 
freely. Can be connected or disconnected in a second 
but never come apart accidentally. No hammering or 


banging can prevent them from functioning. Mud or ice 
do not destroy their free swiveling action. 





are sold by many supply houses because Every coupling weakness is eliminated. Hose lasts 

they are ty pes that can be sold by dealers about four times as long. Work is speeded up. No delays. 
sa] BN ere ae ee eae Their long life and satisfactory service make them the 

without ape ial « ngineering service from most efficient and economical coupling made. 

the manufacturer. 


Write for Sample and Complete Details 


While we make special clutches for 


vr a . . Quick-As-Wink Hose Couplings make a wonderful jobber sales 
d ifficu It inst a | lat 10ns, Our tw Oo leaders are possibility. They are the most highly endorsed couplings manu- 
al factured. There is a steady demand wherever hose is used. Write for 
descr ibed below ° Be sure to send for sample, complete details and discount. 
) our catalogue. 
| 640 McKinley Ave. SALEM, OHIO 






Interchange—Competi- 





tor Type 





Unexcelled — for 
easy shifting and 
powerful grip- 
: ping. Needs al- 
most no adjust- 
ment or repairs. 
Adaptable to 
| belt, chain and gear drives. 
Split or solid types. 





ESTABLISHED 1874 CLEVELAND, OHIO 


SUPERIOR BRUSH SERVICE 


Fig. C93 


Oil Type Clutch 
One of the simplest and most powerful clutches made. Widely 
used for direct connection with motors and engines. Mechan- 
ism en- 
closed in 
oil case. 
Picks up 
load 
smoothly. 
Also used 
as eou- 
pling. 2to 
200 HP. 





DISTRIBUTORS WANTED 
There are some good territories where we need live 
distributors. If you appreciate a good sales proposition, 
write us. 


KINNEY MANUFACTURING COMPANY 


3529-41 Washington St. BOSTON, MASS. THE HEROLD BROTHERS co. 
New York, Philadelphia, Chicago, Kansas City, Houston, San Francisco 1104 Ww. Ninth St. CLEVELAND, oO. 
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ing nearly every style of bolts, nuts and rivets in use, and 
lag, coach and skein screws. William J. Clark, the 
founder and senior partner, remained with the company 
and aided in the promotion of its steadily increasing 
prosperity until 1871, when he sold his interest to his 
brothers. At this time the firm name was changed to 
Clark Brothers & Company and others were admitted to 
the partnership. 

The co-partnership continued until 1903, when the busi- 
ness was incorporated under the name of Clark Bros. 
Bolt Company, the present name of the company. In 
1911 the company abandoned its buildings and site on 
the Quinnipiac river and erected an entirely new manu- 
facturing plant alongside the railroad in Milldale. 

Charles H. Clark remained the active head of the com- 
pany until a few years ago despite his advanced age. 

The present executives of the company are: Edwin S. 
Todd, president; Oscar G. Knapp, secretary and treas- 
urer; Walter D. Wallace, assistant secretary and treas- 
urer, and Boughton T. Noble, superintendent. 

The company today manufactures nearly all kinds of 
bolts and nuts, including special shapes, as well as rivets 
and screws. 
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NEW OWNERSHIP ANNOUNCED 


S. M. Johnston, P. G. Spilsbury and P. R. Helm 
Purchase the Pratt-Gilbert Hardware Co. 

The Pratt-Gilbert Hardware Co., Phoenix, Ariz., has 
been purchased by a group of Phoenix business men, 
consisting of S. M. Johnston, P. G. Spilsbury and P. R. 
Helm. Charles H. Pratt and Cyril S. Gilbert, who 
founded the company thirty years ago and developed it 
into one of the leading distributing houses of the South- 
west, have disposed of their interests to the new owners. 
Mr. Johnston is the new president of the company, Mr. 
Spilsbury is vice-president, and Mr. Helm continues as 
secretary and manager. 

Mr. Helm is a well known figure in the industrial field 
and a prominent member of The National Supply and 
Machinery Distributors’ Association. He has been asso- 
ciated with the firm for a quarter of a century and has 
been its manager for twenty years. Mr. Johnston is a 
native of Pittsburgh and has been a resident of Phoenix 
for the last two years. He was formerly vice-president 
and general manager of the Pittsburgh Transformer 
Company, and sold his interest in that company to the 
Allis-Chalmers Manufacturing Company in 1927. Prior 
to his connection with the transformer company, Mr. 
Johnston was with the Monongahela National Bank of 
Pittsburgh. Mr. Spilsbury is widely known throughout 
the state as president of the Arizona Industrial Congress 
and as a mining engineer. He has been a resident of 
Phoenix since 1918 and has been prominently identified 
with business and civic affairs and development enter- 
prises. 

“Mr. Johnston, our new president, while yet a young 
man, brings to the organization a broad executive busi- 
ness experience and a record of successful sales develop- 
ment, and will actively organize the sales department of 
this company,” states Mr. Helm. 

“Mr. Spilsbury, our vice-president, a mining engineer 
by training, is nationally known for his success in or- 
ganizing the Arizona Industrial Congress, an organiza- 
tion embracing all Arizona industry and representing 
ninety-five percent of the taxable wealth of the state. 
Mr. Spilsbury will continue as president and executive 
director of the Arizona Industrial Congress, but will 
take an active part in the executive management of this 
company. 
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“This change brings to our organization active and 
aggressive interests, who can command new capital as 
needed to further develop our business and meet the 
needs of this fast growing country.” 

The Pratt-Gilbert Hardware Co. was founded in 1899 
by Messrs. Pratt and Gilbert as an agricultural imple- 
ment store, and continued primarily as an agricultural 
implement house during the development of the Salt 
River valley, until after the completion of the Roosevelt 
dam, but as general construction and the development of 
industries throughout the state progressed, the firm be- 
gan to expand in general hardware, machinery and indus- 
trial supplies and equipment. For the last ten years it 
has served as a statewide distributor of mine and indus- 
trial machinery, equipment and supplies, iron and steel 
and heavy hardware, maintaining one of the largest 
stocks in the Southwest and extending its operations to 
parts of California, New Mexico and Mexico. 


<4—4—» 
-<cr 


An Article on Republic 

An interesting article on The Republic Rubber Com- 
pany, Youngstown, Ohio, appeared in a recent issue of 
the Youngstown Telegram, in the feature, “Around Town 
with Esther Hamilton.” Miss Hamilton (we assume she’s 
“Miss”’) tells about the products of the company and its 
personnel, mentioning among other things the fact that 
during the month of March Republic had the biggest 
month’s business ever recorded by it. 


+—o—» 
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Occupies Its Own Building 
Graft-Pelle Co., Louisville, distributor of mill supplies, 
has recently moved into its own building at 116 North 
Third street, where it has larger quarters. The company 
has installed improved equipment in its office and store. 








Statement of ‘the ownership, management, "circulation, etc., “required ‘by 
the Act of Congress of August 24, 1912, of MILL SUPPLIES, published 
monthly at Chicago, Illinois, for April, 1929. State of Illinois, County 
of Cook—ss. 

Before me, a notary public in and for the State and county aforesaid, 


personally appeared Clay C. Cooper, who, having been duly sworn according 
to law, deposes and says that he is the General Manager of MILL 
SUPPLIES and that the following is, to the best of his knowledge and 
belief, a true statement of the ownership, management (and if a daily 
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shown in the above caption, required by the Act of August 24, 1912, 
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reverse of this form, to wit: 
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] : editor, 
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managing 
The Crawford Publishing 
Editor, Clay C. Cooper, 537 South 


None; General Manager, Clay C. 
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2. That the owner is: (If owned by a 
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as those of each individual member, must be given.) The ‘Crawford 
Publishing Co., Chicago; B. H. Crawford McNash, Wheeling, W. Va.; 
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list of stockholders and security holders as they appear upon the books 
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EDGEMONT EXPANDING TYPE B CLUTCH 


SIMPLE AND EFFICIENT 


The “Type B” Clutch is extremely simple, having but 
three main parts besides the operating cam. It is powerful 
and efficient and has ample adjustment for wear. Low in 
first cost and upkeep with a large field of application to recom- 
mend it to the jobber. 





Quick shipments assured from a large stock. 


The Edgemont Machine Co. °onio™ 


J—-IMICO UNIONS— 


(Note the Brass Ring) 














: Made of refined malleable iron with brass seat inserted 


in place by powerful pressure so that it cannot become 
detached. 


Approved by Underwriters Laboratories 


ILLINOIS MALLEABLE IRON CO. 


CHICAGO, ILL. 
Manufacturers Full Line Iron Pipe Fittings 
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REVERS X | SHUR-GRIP 
The Valve with the Reversible Disc & Seat Sell Them by the Dozen 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
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side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 


But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO:—Bronze body for 
200 lbs. pressure. Total tempera- 
ture 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tempera- 
ture 450 deg. F 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 





Many shops that use files buy Shur-Grip 
File Handles by the dozen, and larger 
industrials buy them by the gross. They 
become a profitable specialty for any dealer 
who will introduce them. The hardened 


steel die cuts its own thread on the tang of 


the file, as shown in the cross-section view 
above. The handle cannot crack or split 
and will not come off unless unscrewed. 
SALESMEN—Carry a SHUR-GRIP 
in your pocket. It’s easy to dem- 
onstrate and easier to sell. 


HYRO MFG. CO., INC., 205 Varick St., NEW YORK 


(Also Manufacturers of SHUR-GRIP Solder Iron Handle) 
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Inverted Bucket Steam Trap 

The Strong, Carlisle & Hammond Co., 
1392-1394 West Third street, Cleveland, 
has brought out the inverted bucket or 
No. 20 series of the Strong steam trap. 
This trap is featured by the absence 
of moving parts, pins and _ intricate 
mechanism. All operating parts are 





made of my ila: Met, = with the excep- 
tion of the bucket, which is made of 
spun copper and is properly weighted 
with an iron weight to obtain maximum 
pull on the valve mechanism. When the 
body of the trap is entirely filled with 
water and the bucket with steam and 
air, the bucket is buoyant and the valve 
closed. As steam and air pass through 
the small vent hole in the bucket, the 
steam is condensed and the air passes 
up around the valve and seat. In time 
the steam in the bucket is replaced by 
water, then the bucket loses its buoy- 
ancy, and sinks, opening the valve. The 
trap continues to discharge automati- 
cally as long as water enters the inlet. 
As soon as steam enters the inlet, it 
forces the water from the bucket, which 
becomes buoyant, closing the valve. The 
20 Series Strong trap is suitable for all 
operating pressures in semi-steel bod- 
ies up to 225 pounds pressure, and the 
manufacturer expects to introduce com- 
plete forged steel units for high pres- 
sures and temperatures in the near fu- 
ture. 
Valve and Cotter Pin Tool 

The Billings & Spencer Co., Park & 
Laurel streets, Hartford, Conn., has 
developed the “B & S” valve and cotter 
pin tool for inserting, spreading and 





pulling cotter pins. 


The jaws hold the 
cotter pin for inserting; the flat bev- 
elled extremity of the handle (left side 
in illustration) spreads the pin, and 
the hooked extremity on the right pulls 


the pin out. The jaws are also suit- 


able for valve work. It is said they 
will slip in washers where .ordinary 
pliers won’t reach. The tool is of forged 
steel, 9144 inches in length, with black 
lacquer finish. 
New Portable Electric Saws 

The Black & Decker Mfg. Co., Tow- 
son, Md., announces as an addition to 
its line three portable electric saws—6- 
inch, 8-inch and 10-inch. The saw blades 
are enclosed in telescopic guards. As 
the saw progresses in the work, the 
guard automatically telescopes, and 





when the cut is finished it swings back 


over the blade. The tools are full ball 
bearing and have chrome nickel gears 
and shafts throughout. They are 
equipped with a shoe, adjustable from 
zero to 45 degrees, notched for follow- 
ing pencil line on work. Motors are 
universal, operating on direct or alter- 
nating current. All three saws are 
controlled by the Black & Decker “pis- 
tol grip and trigger switch.” 
Buffing and Polishing Machine 

The Hisey-Wolf Machine Co., Camp 
Washington, Cincinnati, has brought 
out a new Tex Rope buffing and polish- 
ing machine which has a safety wheel 
nut made of Tobin bronze, protecting 
threads; flat-top threads; flange flatted 
for wrench grip; an oiling system in 
which oil chambers are filled through 
conveniently located cups, gauges insur- 

















ing the escape of excess oil through the 
overflow vent and at the same time auto- 
matically indicating the oil level, and a 
flushing plug at the bottom of the hous- 
ing permitting quick flushing of bear- 
ings; extra large,one-piece spindle made 
of nickel steel; removable pulley hood, 
made of cast iron, and dust-proof; rigid 
base, gooseneck design, a one-piece cast- 
ing with bulk of weight at base. A key 
along the entire base of the bearing 
housing slides into the keyway on the 





top of the column, providing rigidity 
of spindle and accuracy in alignment. 
The motor is mounted on a flat cast iron 
base, securely attached to the frame. 
The base has planed ways on which the 
motor slides, the motor moving forward 
or backward on the ways to secure the 
proper belt tension. The machine has 
flex-steel conduits and fittings. 
New Cutting-off Machine 

The Oster Mfg. Co., 2066 East 61st 
place, Cleveland, has recently placed on 
the market a new revolving head, blade 
type cutting-off machine. The capacity 
of the machine is %-inch to 2 inches 
solid stock and %4-inch to 14-inch pipe 
or tubing. The machine is powered 
with a universal motor operating on 
110 volts, single-phase, or any cycles 
from 25 to 60, or 110 volts direct cur- 

















The motor 
start and stop trigger switch into which 


rent. is provided with a 
is built a circuit breaker. The drive is 
from the motor through a silent chain 
to a jackshaft mounted in Timken roller 
bearings. The jackshaft carries the 
speed clutches and drives the spindle. 
The cutter head is provided with two 
cut-off slides mounted opposite each 
other in adjustable gibs in the head and 
protected from undue wear by felt wip- 
ers. These slides are operated radially 
by a scroll cam mounted on the head 
and driven by the jackshaft. In the 
slides are mounted, and held by the 
gibs, the cutting tools, one ground with 
U. S. S. form and the other flat. The 
direct lever-operated feature of the 
chuck provides for release or gripping 
by the movement of the chuck lever 
through an arc of not more than thirty 
degrees. 
New Automobile Hoist 

Globe Machinery and Supply Co., 205- 
211 West Court avenue, Des Moines, is 
now manufacturing the Globe hoist for 
hoisting automobiles at filling stations 
and garages, which incorporates the 
Globe Hi Preg (cup leather) principle 
which has been used successfully in 
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The KELLERFLEX 


“A flexible shaft machine of 100 uses”’ 


BK-1 is here 
Equipped with 14 H. P. Ball Bearing 
Four speeds 875-3500 R.P.M. 
with simple pulley adjustment; 10,500 
R.P.M. with high speed attachment. 
head, 


Type 


motor. 


Universal Swivel 
shaft and handpiece. 


Successfully used for grinding, rotary 
filing, sanding, buffing, polishing and 
other operations in many industries 


the world over. 
The KELLERFLEX 


is also supplied in 
several other _ sizes, 
multiple oar 
single speed, bench, 


suspended and _ roller 
floor types. Its com- 
plete line of accesso- 
ries means continuous 
business for the dis- 
tributor. 


Be prepared to quote 
on KELLERFLEX 
equipment. Write for 
catalog, price book, and 
discounts. 


KELLER MECHANICAL 
ENGINEERING CORP. 
66 Front St. 
Brooklyn, N. Y. 
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PIPE TOOLS 





THESE SPECIAL 
Colored Folders, 
Wall Cards, Sales- 
men’s Sheets, Cuts 
and Handy Catalogs 
are sent without 
cost to Live Dealers 
in Mill Supplies. 


The ARMSTRONG Mfg Co. 
of BRIDGEPORT, CONN. 


FOUNDED 1869 


MAIL THE COUPON 
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| ARMSTRONG MFG. CO. 

» 321 Knowlton St., Bridgeport, Conn. 

' Please send us set of Sales Helps and Free Dealer Help Plan. 
’ Check here if interested in imprinted copies. 

a 

4 

y Company 

8 

s Individual 

a 

bd Address 

t 

ad City, State 

° M.S.-5 

a 








Quick-As-Wink Buffing Wheels 
An Amazing New Development 
ECHANICAL inefficiency of rag-buffing has been 


completely overcome by this marvelous new develop- 
ment. The Quick-As-Wink Buffing Wheel is guaranteed 
to be absolutely safe at the highest speed. It uses the 
complete buffing surface making the entire operation 
smooth and continuous. The special feature of the 
patented metal clip which holds the ends of the abrasive 
strips together, permitting replacements in 30 seconds, has 
eliminated lost motion and has cut buffing time and 
material costs in half. 


Write for Complete Details 


This proposition is open to jo>bers. It offers a splendid sales 
opportunity. The demand is increasing, as this new development 
becomes known, by leaps and bounds. Write for detailed descrip- 
tion, prices and proposition aow. 


C. B. HUNT & SON 
640 McKinley Ave. Salem, Ohio 














ONE MAN can easily 


lift 2000 Ibs. with 
this general utility 
hand winch. 
gear reduction 


Write for 
sizes and 
prices 


Worm 

makes 
mechanism self - lock- 
ing and absolutely safe; 
ove merbebelel arts ae) om 


Stephens - Adamson Mfg. Co. 


121 Ridgeway, - AURORA, ILLINOIS 
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building grain elevator dumps by the 
Globe company. The Globe hoist is 
raised or lowered within the cylinder 
by oil in contact with the lower end 
of the piston, the oil being controlled 
by air pressure. The necessary seal is 
maintained by a leather ring, or cup, 
at the lower end of the piston, which 
eliminates the packing gland. As the 
oil is forced by air pressure against 
the piston, the leather is hydraulically 
held against the honed inner surface 
of the cylinder, leaving no escape for 
the oil. The cup leather holds tight 
and the lifting piston is always dry, it 
is claimed. 
Light Duty Flexible Coupling 

Ajax Flexible Coupling Co., West- 
field, N. Y., has recently designed a 
new, light duty flexible coupling, in- 
tended primarily for manufacturers of 
machinery who use a great number of 
fractional and small horse power cou- 
plings. This Type “C” Ajax coupling 
is made of two die cast flanges of iden- 
tical diameter, with wide faces and with 
the surfaces made true to the bore. The 
flanges are connected by means of four 
set screws, two in each flange, screwed 
through the flanges and into four nuts 
which are permanently molded into a 
rubber center piece. This rubber disc 
acts as the shock absorbing medium. 
The coupling is made in bores from 
14-inch to 1%4 inches and is designed 
to correct slight misalignment and ab- 
sorb the shocks of starting and stop- 
ping. 











{ Trade Literatusetl 











National Twist Drill & Tool Co., 6522 
Brush street, Detroit, has issued a new 
circular on its deep counterbore shell 
end mills. The circular is illustrated 
and contains specifications. 

National Tube Company, Frick 
Building, Pittsburgh, has issued a new 
bulletin, No. 11, on copper bearing steel 
pipe. This bulletin discusses the re- 
sults of various tests, contains statisti- 
cal tables and is illustrated with pho- 
tographs. 

Weller Manufacturing Company, 
1820-1856 North Kostner avenue, Chi- 
cago, has issued a new spiral conveyor 
catalogue, No. 36-D. This booklet, 
which has 80 pages and cover, covers 
the company’s line of spiral conveyors. 
There are many convenient price and 
specification tables. The catalogue also 
contains brief descriptions and is very 
well illustrated. 

The Ferry Cap & Set Screw Co., 2151 
Seranton road, Cleveland, has issued 
Catalogue No. 29 on Ferry process 
screws and other products of the com- 
pany. This is a very handily arranged 
and attractive booklet. It contains 60 
pages and cover, and a convenient fea- 
ture is the thumb index. The catalogue 
is replete with handy price, specifica- 
tion and general information tables, is 
well illustrated and contains brief de- 


scriptions. Particularly interesting 
among the illustrations are several 
magnified views showing the structure 
of the material used in various types 
of cap screws. 

Joseph Dixon Crucible Co., Jersey 
City, N. J., Department 71, now has 
available for distribution three new 
color cards showing the company’s 
complete lines of paints. The color card 
for Dixon’s Industrial Paints shows the 
entire line of 14 colors, which includes 
four new colors, as well as bright alu- 
minum and standard red oxide paints. 
This line was formerly known as 
Dixon’s Silica-Graphite Paints. This 
color range is designed to meet com- 
pletely all standard color requirements 
for metal and wood protective coatings. 
The color card for Dixon’s Utility 
Paints, a new addition to the com- 
pany’s line of paints, shows the four 
standard colors in which this paint is 
made. Three of these colors are graph- 
ite-pigmented, the fourth oxide of iron. 
These paints are designed for use on 
general run of work. The color card 
for Dixon’s Maintenance Floor Paints, 
another addition to the line, shows the 
eight colors of this line. This paint 
has been developed for the protection 
of wood, composition, linoleum, concrete 


and cement floors. 
J. W. Jones, president and treasurer 


J. W. Jones 

of the Mohr-Jones Hardware Co., Ra- 
cine, Wis., distributor of hardware, 
mill, machine shop and contractors’ 
supplies, died Sunday morning, March 
3lst (Easter Sunday) at St. Peters- 
He had 

years and 
was finally 
| stricken 
| about two 
| 
| 
| 
| 








burg, Fla., from heart trouble. 
well for 


not been several 


hours prior 
to his death. 

Mr. Jones 
was born 
December 
21st, 1862, 
in Racine. 
Descended 
from a sea- 
faring fam- 
ily, he left 
home at the 
age of four- 
teen to sail 
on the 
Great Lakes with his father, a ship 
owner. For ten years he continued in 
this activity, finally becoming an officer 
on one of his father’s ships. He then 
served a few years with H. Channon 
Company, Chicago, ship chandlers, as 
well as distributors of mill supplies and 
other lines. Following this, he returned 
to Racine and obtained work on the 
Goodrich Transit Company docks. He 
went to the Dakotas for a time, but re- 
turned again to Racine and obtained a 
position in Jacob Mohr’s hardware 





J. W. JONES 


store. After he had 
firm’s finances for eight years, the 
Mohr-Jones Hardware Company was 
formed, in 1899. Mr. Mohr died in 
1909, and his interest was taken over 
by Mr. Jones and Griffth Jones, the 
latter an old employe of Mr. Mohr, but 
not a relative of J. W. Jones. 

J. W. Jones served as a member of 
the board of aldermen.of Racine for six 
years and as president of the council, 
and later was for twelve years a mem- 
ber of the school board, and for one 
term president of the board. He was 
a man of broad vision and was in- 
strumental in advancing the interests 
of Racine in all his public activities. 
He was also prominently identified with 
activities of those of Welsh descent in 
Racine, and assisted in the organiza- 
tion of the Kymric club, a Welsh or- 
ganization. 

Mr. Mohr served as president of the 
Wisconsin Retail Hardware Dealers’ 
Association for one year and was a di- 
rector in the Hardware Dealers Mutual 
Fire Insurance Company for fifteen 
years. 

He was a member of the Association 
of Commerce, Masons, Knights of 
Pythias, Elks and other organizations. 
Deceased is survived by his widow. 


supervised the 


Charles E. Carpenter 

Charles E. Carpenter, president of 
E. F. Houghton & Co., Philadelphia, 
died at Miami Beach, Fla., April 6th, 
in his sixty-seventh year. He joined 
the Houghton company in 1880, and his 
work with that organization included 
the editing of The Houghton Line. His 
writings there attracted wide atten- 
tion, and he was often called upon as a 
speaker and lecturer. Mr. Carpenter 
also wrote the book, “Dollars and 
Sense.” He was active in the political 
life of Philadelphia and in national 
Republican polities. He was a member 
of numerous organizations, including 
the Poor Richard club of Philadelphia. 


John H. Casanave 

John H. Casanave, founder and pres- 
ident of the Casanave Supply Company, 
Philadelphia, died Monday, April 8th, 
in Merion, Pa. Mr. Casanave was born 
in Altoona, Pa., October 31st, 1873. 
He had been connected with the mill 
supply business almost continuously 
during the last twenty-seven years. He 
was for twenty years with the Stand- 
ard Supply & Equipment Company of 
Philadelphia, which business he sold in 
July, 1919. Four years later he started 
the Casanave Supply Company. He 
also had various coal and lumber inter- 
ests. ee 

H. J. DeLaney 

H. J. DeLaney, better known as 
“Duke,” a salesman for The Republic 
Rubber Comjany, residing in San An- 
tonio, Texas, died Saturday, April 6th, 
following an illness of less than a 
week’s duration. Mr. DeLaney had been 
long and favorably known in the me- 
chanical rubber field in the South. He 
is survived by his widow and two 
daughters. 














_MLL QUPPLIES casa 














BUY CHAIN 
FROM 


STOCK 


(Pound - Machine - Coil) 


PROMPT 
SHIPMENTS 


CO 


QUALITY 
APPROVED 





Ask for catalogue 


S.G. Taylor Chain Co. 
P.O. Box LI17-A 


Hammond, Ind. 














WOOD WORKING 
MACHINES 


Crescent quality does not 
just happen. It is based on 
correct design, first quality 
materials and most excel- 
lent workmanship. Cres- 
cent Wood Working Ma- 
chines build a satisfactory 
business for dealers because 
they make big profits for 
users. 











Dealers can afford to put 
their best efforts on the 
Crescent line. Crescent 
quality justifies it. 


_———— 


The CRESCENT MACHINE Co. 
96 COLUMBIA ST. LEETONIA, OHIO 
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"SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. 


Montreal, Can. 



































1--Group or Individual Drives 
2—-Mechanical or Direct Electrical Driven 
3—Belt, Rope, Chains or Gears 


Every Industrial Engineer, Machine Builder and I 
Designer must decide these questions for every _ || 
drive in the plant. 

The many advantages of using reliable 

Friction Clutches are well known. 

Moore & White engineers have kept abreast of _ || 
the times by manufacturing a complete line of _ jj 
Friction Clutches for every type of power trans- i 
mission application being used today. I 
Friction Clutches—light or heavy loads. \ 
Cutoff Couplings—high or low speed | 
Friction Clutch Pulleys—frequent starting and 


stopping machinery : | 
Friction Clutches for hard-to-start machines. 


THE MOORE & WHITE CO. © 
Philadelphia, Pa. | 


“Friction Clutch Manufacturers for 44 Years’’ i} 
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Tue Mitt Suppry SatesMaN Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 


Distribution of Mill Supplies. 








Weave the Word “Welcome’ on the Mat 


The Salesman’s Manner and Methods Exert a Potent Influence 
on the Attitude of the Buyer in Receiving Him 


Every experienced salesman real- 
izes that a good many of those buyers 
who are strong on passing out the 
“applesauce” to salesmen mean 
nothing by it. Sometimes such buy- 
ers turn out to be interested in treat- 
ing salesmen cordially only because, 
as members of the local chamber of 
commerce, they want to send every- 
one away feeling that the town 
treats strangers right. 

But, whatever the reason for the 
welcome, the salesman would rather 
take his chances with a welcome than 
with the chilly greeting he receives 
from one of those human frigidaires 
whose head seems to be filled with 
mental ice cubes and whose hand 
has the cordial clasp of a glove full 
of wet sand. He has a stout heart, 
even for a successful salesman, who 
‘an feel perfectly comfortable while 
facing the fishy gaze of a buyer 
whose attitude plainly says, “I am 
suspicious of all salesmen and if I 
listen to what you have to say, it will 
be with one lobe of my brain think- 
ing you’re a liar and the other lobe 
trying to figure out the quickest way 
to get rid of you.”” No man can be 
entirely unaffected by plain evidence 
that he is unwelcome, let him be as 
certain as he may of the righteous- 
ness of his cause. 

The Door Always Open to Evans 

Every salesman hopes for a wel- 
come, but not every salesman real- 
izes to what an extent he can himself 
put “Welcome” on the mat. In my 
experience in buying from traveling 
salesmen I think I have come in con- 
tact with nearly all kinds, and one 
of the most welcome of the lot was 


FRANK FARRINGTON 
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Johnson Evans, who never called on 
me that he did not do me some good, 
whether he sold me merchandise or 
not. 

Hvans was not extreme in any 
way. He did not belong to the class 
of men who like to think of them- 
selves as “rough diamonds,” and 
pride themselves on their blunt man- 
ner and outspoken words. Nor was 
he a gentle little sissy with society 
manners, and a mustache like two 
one-half cent stamps, apologetic in 
every word and move. 

He was a regular fellow. His 
greeting was backed by a smile. He 
brought a good feeling with him and 
you felt it when he came in. He 
Was tactful enough not to crowd 


his cheerfulness upon the buyer. He 
knew there are men who habitually 





wear a chip on the shoulder, who 
resent robust health and cheerful- 
ness on the part of others as much 
as they resent a gloomy countenance. 
He found out which way a buyer’s 
fur lay and he rubbed it the right 
Way. 

If business was undergoing a 
slump, you never got any informa- 
tion along that line from Johnson 
Evans. He did not foolishly protest, 
in the face of known upset condi- 
tions, that business was fine and 
that all talk to the contrary was 
bunk. He did not go to that extreme, 
but he always gave the impression 
that business was good with him and 
that he found it: good with most of 
his customers. He made you feel 
that there was nothing to be con- 
cerned about and that you could get 
business by going after it. 

Would Discuss Favorable Symptoms 

Start talk to Evans about business 
depression, and, without intimating 
you were wrong, he would soon be 
discussing the favorable symptoms 
and reminding you that, no matter 
what the business conditions, there 
are always plenty of men who are 
increasing their business, building 
right along just as if everything 
were favorable. If you were down- 
cast about your own business out- 
look, Evans could be sympathetic, 
but somehow he was sympathetic in 
a way that brought you around to 
the feeling that everything was go- 
ing to be all right. It was difficult 
for a man to continue feeling sorry 
for himself when he talked with 
Evans. 

No doubt Evans had his pessimis- 
tic moments; he was human enough 
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for that. But he never mixed them 
with business. You never caught 
him under the influence of discour- 
agement. He always seemed to be 
riding on the crest of the wave. 

Doubtless, every buyer of mill 
supplies has enough troubles of his 
own without having to listen to tales 
about those of other fellows. The 
traveling salesman who sandwiches 
in hard luck talk between selling dis- 
cussions soon has the buyer looking 
for an excuse to escape him. No 
one would suggest that salesmen 
have no right to be worried or to 
have troubles of their own, but it is 
wise for them to keep such things 
out of their conversations with buy- 
ers. Buyers are no more selfish than 
other men. None of us enjoy hear- 
ing about the other fellow’s troubles. 
We would rather be talking about 
our own. But the buyer has the 
advantage of being in a_ position 
where he can send away the sales- 
man whose talk he does not like. The 
buyer can make his relations with 
salesmen strictly business relations 
and escape any criticism for that 
attitude. He does not have to listen 
if he does not want to, and he knows 
it and governs himself accordingly. 

If I am a buyer, busy in my office, 
I may or I may not be harassed by 
troubles of my own, but in either 
case I do not care to be upset by 
those of somebody else. What | 
want is cheerful human contacts, 
whether business or social. The 
salesman who has the power to make 
me feel cheerful is going to find him- 
self welcome in my presence, and 
when he comes again there will be 
for him “Welcome” on the mat. The 
important thing is for him to ex- 
ude some of that cheerfulness at 
the outset, giving it a chance to take 
effect before | make up my mind 
to turn him away, or set my stakes 
so I will stubbornly refuse to change 
my attitude. 

Not only do some salesmen allow 
their personal hard luck to show on 
their faces; they also allow them- 
selves to broadcast business hard 
luck talk, based on gossip they have 
heard on their rounds. Most of us 
like to tell news that is sensational, 
and if we can put over a sensation, 
we are not always careful! to be ac- 
curate and truthful, nor are we 
mindful of what influence our re- 
marks may have upon _ business. 
There is more kick to be secured out 
of telling of a great business failure 
than out of telling that business is 
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good. It would be hard for us to 
refrain from telling buyers of some 
big change in sight, of which we had 
advance information, even though 
we knew such news would have a 
tendency to depress trade. It some- 
times seems as if a salesman’s en- 
thusiasm for a sensation is greater 
than his interest in sales. 

It may be true that a buyer will 
welcome the salesman who habitually 
has some sensational news to im- 
part, but it may also be believed that 
gaining a welcome in that manner is 
gaining in welcome and losing in 
business. Any news that is big 
enough to arouse great interest on 
the buyer’s part is big enough to get 
his mind off buying, to make him 
want to talk about something else. 
The salesman wants to be welcomed, 
but he wants to be welcomed as a 
business man with something to sell, 
not merely as a visitor with some- 
thing to tell. 

Johnson Evans never had any hard 
luck stories to tell about anything 
or about anybody. If anything was 
the matter with business, he did not 
mention the fact. Nothing was ever 


the matter with his business, so far 
as could be determined from his 
words or actions. Everything was 
always fine with him, looking better 
all the time. He never tried to sell 
a man a lot of stuff on the basis of a 
big boom coming, but it was obvious 
that he was positive there would be 
plenty of business for you if you 
were a good business man. 

You would not call Evans a con- 
firmed optimist, certainly not one of 
the silly kind of optimists who go 
about proclaiming that everything 
is all right when obviously much is 
wrong, but he was optimistic. He 
was an apostle of cheerfulness if not 
an evangel of optimism. I know of 
no buyer who did not welcome him 
on his repeat calls, and, as a matter 
of fact, I don’t believe I ever knew 
of any buyer failing to appear glad 
he had come, after his initial call. 

There is such a thing as putting 
your own “Welcome” on the mat, and 
Johnson Evans was one of those men 
who could do that nine times in ten, 
and I would make it ten times in 
ten save that it seems almost too 
much to claim that he never failed. 


Productive of Results 


Regularly Conducted Meetings of a Firm’s Sales Force 
Bring Many and Diverse Benefits 


RUSSELL J. WALDO 


A salesman traveling out of Cleve- 
land is responsible for the follow- 
ing statement: “One of the greatest 
benefits of our Saturday morning 
sales conference is the discussion of 
new lines. No six salesmen travel- 
ing and meeting buyers for five days 
in the week can get together and pick 
a new article to pieces and thor- 
oughly analyze it without producing 
an unusual amount of real sales 
argument. These men might know 
nothing of the new line prior to the 
meeting except what they have read 
in advertising. Yet, knowing their 
field as they do, they can bring out 
many points. 

“T recall when, about three years 
ago, we added a new steam valve to 
our line. Every one of us knew con- 
siderable about the valves we had 
been handling, and this new child 
seemed to bring out new ideas in 
handling an old job. We fellows 
seated about that table that morning 
certainly had a most interesting and 


instructive discussion pertaining to 
the new product before us, and, be- 
lieve me, we gave each other some 
very helpful sales pointers concern- 
ing the advantages of the valve.” 
Manufacturers’ Representatives Help 
A sales manager in Detroit 
brought out another side of the plan 
of instructing salesmen in new lines. 
“T never allow a manufacturer’s 
representative to be in our house 
without making it a point that he 
discuss the merits of his line with 
our salesmen and answer all manner 
of questions asked him,” this sales 
manager said. “He is the right man 
to instruct our salesmen in the line. 
He is associated with the manufac- 
turer of the line, and knows the de- 
signer’s motives in designing the 
company’s products as he has. Being 
adequately armed in that manner, he 
would be a mighty poor manufac- 
turer’s sales representative if he 
could not dissect the entire subject, 
(Continued on Page 140) 
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With a Salesman in the Alabama Flood 


A Representative of The Mechanical Rubber Co., Who Aided in Rescue 
Work, Tells a Vivid Story of the Disaster 


ADRIAN A. RINGLAND 


A Southern Representative of The Mechanical Rubber Co., Cleveland 


URING the flood in southern 

Alabama in March, I was ma- 

rooned with a good many 
other traveling salesmen in Dothan, 
Ala. 

The rain started on Monday night, 
March 11th, and did not stop until 
Friday noon of the same week. I 
understand that seventeen inches of 
rain fell in that length of time. It 
was without a doubt as hard a rain 
as I have ever witnessed. 

A message was gotten through 
from Geneva, a small town about 
forty-five miles distant, late Friday 
afternoon, that help was needed at 
once as the water had flooded the 
whole town and was still rising, and 
that if they did not get help at once 
a number of lives would no doubt 
be lost. Geneva is between two riv- 
ers and a large creek. These three 
streams had risen all in a rush. A 
large power dam on one of the rivers 
had given away and the water 
washed everything away in its path. 

When the message was received, 
three other salesmen and I were 
among the volunteers who responded. 
There was gathered together quickly 
clothing of all kinds, blankets, 
canned goods, milk, meats, bread, 
coffee, sugar, fruits and medicines, 
all donated by -Dothan merchants. 
Trucks hurriedly gathered this all 
together in addition to four out- 
board Johnson motors, six small boats 
and one large one. This was all 
loaded on the trucks and cars, and 
the caravan started through the mud 
on its journey. 

Loaded Supplies Onto Boats 

We got as far as a small creek 
about five or six miles from Geneva, 
that had risen to river proportions. 
Here we had to unload all material 
from the trucks and reload it into 
the boats to cross the stream. A 
truck had been marooned between 
this creek and the river, so we used 
it to carry everything from that 
point to the edge of the river. It 
took about eight or ten loads to do 
this. 

Daylight found us waiting on the 
banks of the river, a stream normally 
a couple of hundred feet across, but 


now about five or six miles from edge 
to edge, and with a current so swift 
that we were afraid to start across 
its rushing debris-laden waters in 
the darkness. However, everything 
was in readiness to start with the 
first crack of down. 

An eerie sound as we waited was 
the striking by the town clock of the 


night hours, which, surprisingly, 
could be heard across that vast 
stretch of rushing water. The peo- 





AN ACT OF HEROISM 


Mr. Ringland, the writer 
of the accompanying article, 
treats very lightly of his own 
part in the drama of the 
town of Geneva, Ala., say- 
ing but little of the hard- 
ships he and his com- 
panions in the rescue party 
underwent or the dangers 
they faced. Nevertheless, it 
is easy to imagine what they 
went through, and salesmen 
and sales representatives 
generally will feel proud of 
this act of humanitarian- 
ism, yes, heroism of four of 
their number. Every reader 
will get a thrill from reading 
this first-hand account of 
the plight of the flood 
stricken town and its un- 
fortunate people, and of the 
work of the rescue party. 











ple in Geneva could in turn hear our 
motors when first we started them 
and raised a great cheer. 

Just as day began to break we 
started in a boat with two small 
Johnson motors on the rear end, in 
company with two other boats, and 
after a long, hard fight with the 
rushing current we arrived at the 
town. 

Our first view was a scene that I 
hope I will never again have to wit- 
ness—a town under twenty-five feet 
of water, with its citizens atop the 
roofs of houses and two-story build- 
ings. Nearly all of the one-story 
buildings were covered with water. 
Here and there a few animals were 


lodged, these adding their frightened 
cries to the uproar. On the roof of 
the school building a small stove had 
been set up and meals were cooked 
for the few people gathered there, 
not much, it is true, but something 
hot to warm the wet, shivering adults 
and crying children. 

Saw Life Savings Washed Away 

The water commenced attacking 
the town on Thursday, and when the 
warning came of the heavy flood 
sweeping down on them, as many of 
the people as could left for Samson, 
a nearby town not flooded but soon 
isolated, and with sanitary conditions 
in an awful state. Those left in Ge- 
neva did not believe conditions would 
be as bad as reported, and then had 
to climb to the tops of houses and 
buildings and sit in the rain for 
hours and watch their life savings 
washed away by the waters, with 
hopes of rescue very small, as there 
was no way to get a message out for 
help until one man crossed the river 
in a small boat and got through. The 
crest of the flood was reached about 
four o’clock Saturday morning. 

Once across, the big job was to get 
everybody back again to the other 
side, where a camp had been hastily 
set up and where food, dry clothing 
and medical aid were provided. 

On the first return trip a boat 
with a large motor attached, capsized 
and sank. Fortunately its passen- 
gers lodged in a tree top sticking 
out of the water, where they clung 
for their lives. It so happened that 
our boat, with another, came along 
right behind them, but as the cur- 
rent was very strong, we could not 
stop. We would have capsized our- 
selves, had we done so. Ropes were 
tied around the waists of rescuers 
and the other ends tied to the boat. 
We jumped overboard, so that we 
would also be washed into the tree. 
Each of us caught hold of one per- 
son and then we were towed to the 
shore. One of the rescued was an 
old lady about seventy years old. She 
was as plucky and calm as anybody 
you ever saw. The difficulty lay in 
trying to dodge the floating logs and 
debris as we were towed in. One 
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man sustained a bruised leg and in- 
jured hip, while all were pretty much 
played out from their fight with the 
current. 

Considering the hardships the peo- 
ple went through, they were, as a 
whole, very calm and collected in 
their actions. 

The National Guard arrived and 
took charge Saturday at noon. Army 
planes from Montgomery, Birming- 
ham, Pensacola and Langley Field, 
Va., working out of Montgomery as 
a base, dropped all kinds of supplies 
upon the roofs of buildings in all 
towns in south Alabama where peo- 
ple were marooned. Of course much 
was wasted by falling into the water, 
but the aviators sure did a fine job 
and deserve a lot of credit. 





“The Mill Supply Salesman”’ Section 


Business conditions in the devas- 
tated sections were of course at a 
standstill at this writing. Little fed- 
eral assistance is expected in reha- 
bilitation work, but a wonderful re- 
sponse was made to appeals sent out 
for funds over two Birmingham ra- 
dio stations, which will help some. It 
is thought that within a period of 
about ninety days, conditions will be- 
gin to work back to normal. Of 
course the cotton crop will be greatly 
curtailed unless hot weather sets in 
at once to dry the ground. As cot- 
ton is the mainstay of this section, 
its people will be hard hit indeed if 
the crop fails. Lumber mills were 
also hard hit, and a large loss was 
also suffered by the lumber mill in- 
dustry. 


e a - 
A Beneficial Sales Meeting 
Alamo Iron Works Salesmen, Department Heads and 
Executives in Session at Corpus Christi 


The accompanying picture was 
taken at the annual meeting of the 
sales force, department heads and 
executives of the Alamo Iron Works, 
San Antonio, Texas, which was held 
recently at the company’s branch in 
Corpus Christi. Thirty men from 
the company’s establishments at San 
Antonio, Corpus Christi, Brownsville 
and Houston, after inspecting the 
firm’s offices, warehouses and shops 
in Corpus Christi, were conducted 
on a tour of the turning basin and 
docks of the port. They were then 
taken to the Corpus Christi Golf and 
Country Club, where they were 
served luncheon. 

At the meeting which followed the 
luncheon, Raymond Ford of the 
Williamsport Wire Rope Co. gave an 
interesting talk on his company’s 
product, as did E. R. Clark of the 


Wheeling Corrugating Co. There 
were also talks by department heads, 
and discussions of important prob- 
lems affecting business conditions 
and policies of the firm, all of which 
stimulated enthusiasm on the part 
of those attending to better serve 
the trade to which the company 
caters. 

The Corpus Christi plant has been 
operated by the Alamo Iron Works 
for a little more than a year, and 
officials are well pleased with the se- 
lection of that city for the branch. 
The meeting was held in Corpus 
Christi because of the importance of 
the port shipping facilities and in 
order to better acquaint the firm’s 
representatives with them, that they 
might better use them in serving 
their customers. During the first 
year the firm shipped approximately 








The Alamo Iron Works 
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10,000 tons of merchandise into and 
through this port, this merchandise 
including mill supplies, machinery, 
building iron and steel. 

Those in the group picture are as 
follows: Front row (seated), left to 
right—B. L. Billingsley, Jr., sales- 
man, Corpus Christi; Lee Craig, re- 
inforcing steel sales, San Antonio; 
T. M. Brown, salesman, San Anto- 
nio; M. G. Voigt, manager machin- 
ery sales, San Antonio and branches; 
M. E. Mayer, city sales, San Anto- 
nio; P. C. Hoyer, salesman, San An- 
tonio; second row, left to right— 
E. R. Clark, Wheeling Corrugating 
Co.; J. H. Mueller, assistant man- 
ager, Corpus Christi; E. A. Holm- 
green, Jr., San Antonio; R. O. 
Thuem, machinery sales, San Anto- 
nio; F. S. Robie, assistant treasurer 
and credit manager; A. S. Bennett, 
manager building steel sales; M. E. 
Robertson, correspondence sales, San 
Antonio; A. E. Marschall, machinery 
sales, San Antonio; E. W. Matthies- 
sen, assistant manager mill supply 
department, San Antonio; A. M. 
McKay, city sales, San Antonio; 
H. A. Karbach, salesman, Corpus 
Christi; A. L. Coreth, salesman, San 
Antonio; third row, left to right— 
Melrose Holmgreen, secretary-treas- 
urer and general manager; T. W. 
Allee, salesman, San Antonio; J. W. 
Allen, manager Brownsville branch; 
C. A. Anderson, manager Corpus 
Christi branch; A. G. Dietel, assis- 
tant manager Brownsville branch; 
Raymond Ford, Williamsport Wire 
Rope Co.; P. Pfeiffer and L. Drewry, 
salesmen, Corpus Christi; J. H. 
Weder, city salesman, San Antonio; 
F. T. Leary, salesman, Brownsville; 
J. C. Cowan, manager mill supply 
department. 


Productive of Results 
(Continued from Page 138) 
turn it inside out and give our men 
something which would actually help 
them sell. 

“Often I have taken the buyer’s 
position and made the manufactur- 
er’s salesman sell me on a new prod- 
uct before my men. This practical 
demonstration certainly arms the 
listening salesmen for meeting the 
buyers with whom they come in con- 
tact in the field. It has always 
proved intensely interesting to me 
to note the interest created among 
my salesmen during these sessions. 
Once our dialogue is over, they come 
back at the manufacturer’s repre- 
sentative with objections which they 
might encounter in the field.” 
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Still another angle on the sales 
conference was secured from a Cin- 
cinnati distributor as follows: 

“Every salesman has experiences 
which, if discussed with other sales- 
men, would really benefit everyone 
present. These conferences are good 
schools for salesmen, and every dis- 
cussion does more to benefit them 
than is often realized.” 

“Airs” Most Questions 

One of the Buffalo sales managers 
commented: “The sales conference 
is one of the most essential items 
upon the distributor’s programme. 
Salesmen must be given a fixed time 
to voice their difficulties and to seek 
instruction from their superiors. If 
it were not for this set conference 
time, they would be coming in the 
office at any and all times and pri- 
vately discussing questions which 
could be profitably discussed before 
all the field men. There are, of 
course, questions which every sales- 
man wishes to discuss with me alone. 
These opportunities are always 
granted, although every question of 
sufficient value, and not too personal, 
is discussed before the salesmen. 

“Often a question comes up in a 
conversation between one salesman 


“The Mill Supply Salesman” Section 


and myself. This is carefully noted 
and later discussed before the sales- 
men’s meeting, although the name of 
the salesman involved in the matter 
is not revealed. Such questions are 
discussed simply to acquaint sales- 
men with the policy of the company, 
and often a policy is changed or 
made as a result of these discussions. 

“Discussions at our sales meetings 
have brought changes in methods of 
dealing with buyers. Many heads 
are better than one, and surely the 
man meeting buyers personally can 
gather some ideas which will be of 
real worth in formulating or chang- 
ing policies or methods. Questions 
of credit have been discussed very 
carefully at our conferences, and the 
salesmen have been taught tact in 
handling orders in cases where the 
credit position of the prospective 
buyer is shaky. This has assisted 
some of the salesmen to make col- 
lections when taking orders, and at 
the same time retain the buyer’s 
good will. 

“It often occurs that a customer 
arrives at a new and unusual use of 
some item of our line. The man call- 
ing upon him naturally hears of it, 
and tells the other salesmen at one of 


our meetings. A good many sales 
have been made simply because the 
men who heard of new uses of items 
passed the information along for the 
benefit of the other salesmen and the 
latter used that information to ad- 
vantage.” 

Calls for Knowledge of Territory 

The sales manager of a Philadel- 
phia house passed along this help- 
ful idea: 

“One of our salesmen is asked to 
prepare a discussion of his territory 
for every meeting, telling about the 
lines of buyers he calls upon, and 
discussing any peculiarities he finds 
existing on his ‘beat.’ As the terri- 
tory which we cover embraces much 
of the great manufacturing dis- 
trict of New Jersey, there are a 
large variety of industries called 
upon by our salesmen. These dis- 
cussions by individual salesmen not 
only help other salesmen, but re- 
quire that the man preparing a dis- 
cussion observe his territory very 
closely. Often the man’s effort to 
pass along something new makes 
him more observing of the possibil- 
ities in his territory.” 





this possible. 





Selling Fans 


in the Mill Supply House 


Fans and Blowers are not too techni- 
cal a line for the average mill supply 
house to sel! profitably. 
able for the distributor and his sales- 
men to have a working knowledge of 
the equipment, and our complete co- 
operation with our distributors makes 


Write us and let us tell you more 
about what we have to offer you. 


Garden City 


McCormick Bldg., Chicago 
Eastern Office: 55 W. 42nd St., New York 


‘‘A Fan or Blower for Every Purpose’’ 


It is advis- 


Fan Co. 


cotton, 


We make Pressure Blowers and Fans for Heating, 
Ventilating, Drying and Unit Heaters. Fans and 
Exhausters for handling materials of all kinds, Dust 
Collectors, Disc Ventilating Fans, Pressure Blowers. 





PATENT NO. 869001 


Garden City 


Hi-Static Slow Speed Cycloidal Fans 


are designed for use in connection with Exhaust Systems 
for sawdust, shavings, grinding and buffing dust, sand 
blast exhaust, 
materials and refuse of every description, including 
wool, 
cement, pulverized fuel, etc. 


hair, 


and the collecting and conveying of 


feathers, shoddy, paper, grains, 
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All Capacities 


— Hand or Power — 


| 





Fig. 4500 


ROTARY 


RAHERK PUMPS 


The TRAHERN line of Spiral Gear, direct connected, motor 
driven Rotary Gear Pumps is complete, with a wide range of 
capacity from 1 to 250 gallons per minute. Spiral Gear design 
makes for a compact and simple pump and eliminates the use 
of reducing gears, chains, belts, clutches, etc., permitting pump 
to run at same speed as motor. This design also eliminates 
noise and vibration and gives better efficiency and longer life 
under adverse working conditions. 


GEO. D. ROPER CORP. fretTnors 


PUMPS FOR PERMANENCE 











RASS, 
et) VAD 


Bolts - Nuts - Washers 


W E concentrate only on_ bolts, 


nuts, studs, screws, washers, etc., in 


the non-ferrous metals—brass, bronze 
and copper. A separate department 
specializes in the economical and fast 


production of small special orders. 


Compete stock of 
brass cap screws and ma- 
chine bolts, brass and 
bronze hexagon nuts, both U.S.S. and 
S.A.E., brass cap nuts, plain and nickel 
plated, and brass washers. 


OCMC 


SA 
H.M.Harper Company 
2622 Sletcher Street 


CHICAGO 
NEWYORK - 


ILLINOIS 
ST.LOUIS - LOS ANGELES 


All Steel 
Benches and Tables 


To fit your requirements. Single 
or continuous. With drawers and 


shelves or without. Pollard steel 
benches and tables will not 
shrink, warp, splinter or become 
oil soaked. Get our latest cata- 
log giving complete information 
and prices. Also illustrating our 
line of bench legs. stools, bar 
stock racks, trucks, stands and 
other steel factory furniture. 


POLLARD BROS. MFG. CO. 
4037 N. Tripp Ave. 33 Chicago, III. 














SAGINAW 


STAMPING & TOOL CO. 


Saginaw Mich. 





Representatives in all Principal Cities 
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C. W. Titgemeyer has been elected 
vice-president in charge of brush 
division sales of The Osborn Manu- 
facturing Company, Cleveland. Mr. 
Titgemeyer stone have under his di- 








C. Ww. TITGE MEYER 


rection the branch offices of the com- 
pany at New York, Detroit, Chicago, 
Los Angeles and San Francisco. Hé 
started with the Osborn company in 
1907 as an office clerk. In 1909 he 
was made a member of the sales or- 
ganization, and has been sales man- 
ager since 1924. W. A. Rowe and 
Philip F. Smith were elected direc- 
tors of the company at the annual 
meeting, to fill vacancies on the 
board. R. W. Hisey was appointed 
secretary and factory manager of 
the machine division, and Ralph B. 
Jones was made assistant sales man- 
ager of the brush division. 


T. J. Neilan, president of Neilan, 
Schumacher & Co., Los Angeles, 
manufacturer of sensitive regulating 
devices and automatic control equip- 
ment, is at present traveling in the 
mid-western section of the country. 
The expansion of factory facilities 
and addition of further improved 
automatic tool equipment has made 


it possible to widen the present sales 
distribution network. Mr. Neilan 
will visit the present representatives 
in Tulsa and Houston, as well as 
make arrangements for wider dis- 
tribution. He is also demonstrating 
the recently patented Neilan Para- 
bolic Gradual Opening Valve—the 
latest contribution of Neilan, Schu- 
macher & Co. to the oil industry in 
improved regulating equipment. Dur- 
ing his trip, Mr. Neilan will visit 
the mid-western oil fields, St. Louis, 
Chicago and Cincinnati. 

H. S. Merrill has been added to 
the sales force of the Boston Woven 
Hose & Rubber Co., Boston, and will 
immediately take over the Denver 
territory. Mr. Merrill was for eight 
and a half years with the Boston 
Belting Company in the southwest 
territory and has had an extensive 
experience in the oil fields, as well 
as in mechanical rubber goods gen- 
erally. Previous to his association 
with the Boston Belting Company he 
was with the B. F. Goodrich Rubber 
Company, Akron, for six years. C. 
W. Stanton, who has ably repre- 
sented the Boston Woven Hose & 
Rubber Company in the Denver ter- 
ritory, moves to greater responsibili- 
ties in the Ohio territory, with head- 
quarters at Cincinnati. L. P. Mc- 
Goff, who represented this company 
for several years in Cincinnati, has 
been transferred back to New Eng- 
land, and will devote his time to a 
special type of field work in the New 
England States. 

Robert D. Black, advertising man- 
ager and W. A. Rowe, production 
manager of The Black & Decker Mfg. 
Co., Towson, Maryland, have just re- 
turned from Europe where they 
spent several months at the factory 
of Black & Decker, Ltd., Slough, 
Bucks, England, and in visiting 
many of the European markets. They 
included in their trip a visit to the 
Leipzig Fair at which The Black & 
Decker Mfg. Company had an exhibit 
of its portable electric tools. 

Charles P. Rogers, vice-president, 
secretary and treasurer of Beals, 
McCarthy & Rogers, Inc., Buffalo, 


distributors of industrial supplies, 
has been elected president succeed- 
ing the late Eugene J. McCarthy. 
Mr. Rogers has been associated with 
the company since 1880. 


A. J. Gates has recently been 
elected vice-president of The Baker- 
Raulang Company, Cleveland. His 











A, J. GATES 


promotion follows closely his ap- 
pointment as director of sales of the 
industrial truck division of the com- 
pany. After graduation from the 
electrical engineering school of Pur- 
due University, Mr. Gates spent nine 
years with The General Electric 
Company as a sales engineer. It 
was following that experience that 
he joined the Baker organization and 
for eleven years represented the 
company in the Cleveland and De- 
troit territory. His wide experience 
in the sale and application of time 
and labor saving equipment to indus- 
trial plants has made Mr. Gates 
widely acquainted in this field. 


E. P. Boyer, for ten years asso- 
ciated with The Alexander Milburn 
Co., Baltimore, manufacturer of 
acetylene welding apparatus, has 
been elected vice-president of the 
company. Mr. Boyer’s first position 
with the Milburn company was as 
Philadelphia district sales manager. 
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To Get the Right Start—Equip with »M4EDART>: 


= Get the 


»>MEDARTE 
Wood Split 


PULLEY 
from Stock! 


{What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 
{Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

"You can always get them from stock and for a fair 
price, at ““Medart’s”’. 

MR. SUPPLY DEALER—We have been engaged in the Pulley 
business for 45 years, and we know a great deal more about making 
good puileys than many other concerns. 

{OUR POLICY in building Wood Split Pulleys is: Cheapness 
is suicidal: products must be the best in their class. We wouldn't 
think of running the slightest risk of impairing the value of our 
most valued asset-—Our Good Will. 


Get the ““MEDART” WOOD SPLIT PULLEY from 
stock! 





HOVHUAVUIMUTAUO ONIN 








THE MEDART COMPANY | 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse: CINCINNATI = 


Offices 
CHICAGO, PHILADEPHIA, NEW YORK, SEATTLE, PITTSBURGH 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, Friction 
= Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprockets, Chain, Rope 
= Sheaves, Rope Drives, Beit Tighteners, etc. 
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MYERS system 

Systems 
When you think of water, think of 
Myers Self-Oiling Power Pumps and 
Water Systems. New styles, new 
features, new standards of water 
service—the Myers Line brings 
them all to you at lower prices 

























Unsurpassed for dependability, 
designed for maximum service at 
lowest possible cost, made in styles 
and sizes for water 
needs up to ten thou- 
sand gallons per hour. 
Myers Self-Oiling 
Power Pumps and 
Water Systems sim- 
plify water problems 
in all fields of human 
endeavor. 


If interested in 
power water facilities 
for any purpose— 
home, farm,summer cot- 
tage, hotel. park, golf 
course, mi!l, 
mine or factory 

- write our 
Engineering 
Department 
for catalog and 
complete in 
formation. 


+ 


The F.E.Myers & Bro. Co., Ashland, Ohio 


Pumps - Water Systems - Hay Tools - Door Hangers 




















Shall we send / 


Let the seaabi of the 


Wolves of Lenox add 
Profit to your ledger 


Jobbers and dealers everywhere are placing plaid 
boxes in stock —plaid boxes that hold these packs 
of Lenox Wolves, famous for uniform speed 
and strength. 

Quality as fine as money can buy —Lenox hack 
saw blades are attractively packaged —well 
advertised—backed by a sales plan that builds 
new trade—brings added profits to dealers. 


“The Sooty in Lhe Plaid Bor” 








AMERICAN SAW & MFG. COMPANY 
Springfield, Mass. 




















able Blower 





OVER 4000 IN USE 


rr 
No Stock to ee eee 3 Dealers’ Discount 
of ~S > # Every In- 
) a dustrial 
ae Be Plant Isa 
: high Good Pros- 
. : pect for 
} This Port- 
Think of the manufacturing plants you are calling on larl 
motors, generators, switchboards, wood-working yee >» —— aang 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 
(iio RA RR RRR mea eRaRICRRS 


The “‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use “‘The Marvel.” It will keep your cus- 
tomers’ machinery free from dust. Manu- 
facturers immediately Tecognize the value 
of this equipment. It is easy to sell for we 
will ship a “‘“Marvel” Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 





Write at Once for Discount 
This isa SELLING Proposition, NOT an 
ORDER taking one. YOU won’t get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up .o the 
plant superintendent. 


ELECTRIC BLOWER CO. 


352 Atlantic Avenue 
Boston 9, Mass., U.S. A. 


Fastest selling portable blower 


and the Fire Hazard. 


When writing to Advertisers please mention Mizz Suppvirs 
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In 1926 he established the Milburn 
Sales Co., taking charge of the Phila- 
delphia territory and later New York 
and Chicago. In 1928 he was elected 
vice-president of the Milburn Sales 
Corp., and the Milburn Paint Spray 
Corp. 


George A. Terhune, who has been 
with the Chicago Pneumatic Tool 
Co., Chicago, for seven years, was 
recently made advertising manager 
of the C. J. Tagliabue Mfg. Co., 
Brooklyn, N. Y., manufacturer of 
indicating, recording and controlling 
instruments. He succeeds Capt. M. 
F. Behar, who left the Tagliabue 
company to become advertising man- 
ager of the Quigley Furnace Spe- 
cialties, Inc., New York. 

James H. Whitaker, for a number 
of vears associated with the Brown 
& Sharpe Mfg. Co., Providence, R. L., 
the Pratt & Whitney Co., Hartford, 
Conn., and the Davenport Machine 
Tool Co., Rochester, N. Y., was re- 
cently made superintendent of the 
Cincinnati Planer Co., Cincinnati. 

George H. Niekamp, vice-president 
of the Beck & Corbitt Co., St. Louis, 
has been elected president of the St. 
Louis Radio Trades Association. 

J. F. Shea, formerly of the Phila- 
delphia sales office of the Trumbull 
Steel Co., has become affiliated with 
the sales office of the A. M. Byers 
Co., Morris building, Philadelphia. 

Charles Strom, who was formerly 
with the Fisk Tire and Rubber 
Company has recently joined the ex- 
port sales department of The Black 
& Decker Mfg. Co., and after a short 
stay at the factory in Towson, will 
represent this company in foreign 
markets. 

Ralph Koeneke has recently been 
appointed a sales representative for 
The Western Iron Stores Co., Mil- 
waukee. 


Frederick Marton of the Holyoke 
Valve & Hydrant Co., Holyoke, 
Mass., was recently elected secretary 
of the Purchasing Agents’ associa- 
tion of Western Massachusetts. 

Charles H. Kerr has been ap- 
pointed vice-president and general 
manager of The Brown Instrument 
Co., Philadelphia. George W. Keller 
was appointed vice-president and 
general sales manager. 

David D. Lupton, formerly senior 
vice-president of David Lupton’s 
Sons Co., Philadelphia, was elected 
president by the board of directors. 
He succeeds Edward Lupton who 
died February 21. 


Stanley De Long has been named 


president of the reorganized Pierce, 
Butler & Pierce Mfg. Corporation, 
New York, succeeding Roger Mor- 
ton. He has been identified with 
this company as manager of the 
Syracuse plant for about a year. 
Hurlburt W. Smith was made vice- 
president and Irving N. Breeler con- 
tinues as chairman of the board of 
directors. 

J. D. Crawford, formerly a repre- 
sentative of the Western Cartridge 
Co., has become affiliated with the 
Scovill Mfg. Co., Waterbury, Conn., 
and will cover the Cincinnati terri- 
tory. 

Addison McGarrett, formerly with 
the Niles Tool Works Co., Hamilton, 
Ohio, has become affiliated with the 
Pratt & Whitney Company, Hart- 
ford, Conn., as manager of the new 
agency sales department. Mr. Mc- 
Garrett has been associated with the 
Niles company for more than twenty- 
five years, of which time he spent 
over fifteen years traveling in New 
England, New York and Ohio, and 
five years as manager of the Ro- 
chester branch office. Robert P. 
Brinkman, who assisted Mr. McGar- 
rett at Hamilton, is with him at 
Hartford. 

Everett G. Fenn has been made 
district manager of the branch office 
recently opened at 80 Boylston street, 
Boston, by S. 8. Fretz, Jr., & Co. 

Car! S. Neumann has recently been 
elected president of the Union Mfg. 
Co., New Britain, Conn., succeed- 
ing Albert F. Corbin, who has re- 
signed after being associated with 
this company for twenty-one years. 

R. A. Silbauer, for several years 
assistant advertising manager of the 
Chain Belt Co., Milwaukee, has re- 
cently been promoted to advertising 
manager. Mr. Silbauer has been in 
the employ of this company since 
1920. 


Tyler W. Carlisle, vice-president, 
of The Strong, Carlisle & Hammond 
Co., Cleveland, has been elected a di- 
rector of the Cleveland Chamber of 
Commerce for a two-year period. 

Howard Coonley, president of the 
Walworth Company, Boston, ad- 
dressed the Boston Chapter of the 
National Association of Cost Ac- 
countants, on operating aspects of 
budgetary control, at the Boston 
Chamber of Commerce, April 11th. 


EK. A. Pinchin, secretary and treas- 
urer of the Wolverine Co., Inc., New 
York City, for the last twenty years, 
recently sold his interest in that con- 
cern to the Wolverine Brass Works 
of Grand Rapids, Mich., and has re- 


tired from active management of 
the company. J. C. Kettels, who has 
been sales representative for several 
years for the Wolverine Brass 
Works, has been appointed manager 
of the Wolverine Co., Inc. 


H. R. Slater was recently made 
sales manager of the Cohoes Rolling 
Mill Co., Cohoes, N. Y. Before join- 
ing this company five years ago as 
traffic manager and assistant sales 
manager, Mr. Slater was supervisor 
of traffic for the Delaware & Hudson 
Railroad for ten years. 





Field Notes 





Exclusive sales rights for Strong 
steam traps and other steam special- 
ties manufactured by The Strong, 
Carlisle & Hammond Co., Cleveland, 
have been granted by the manufac- 
turer to the following new agents: 
Moore-Handley Hardware Company, 
3irmingham, Ala.; Bright & Co., 
Reading, Pa.; The Mason Equipment 
Company, Toledo, Ohio; Industrial 
Supplies, Inc., Memphis, Tenn., and 
Nashville Machine & Supply Co., 
Nashville, Tenn. F. L. O’Neil has 
been appointed sales engineer over 
the South Eastern territory. T. W. 
Clark, after a brief visit in Cleve- 
land, has returned to the Pacific 
Coast. A. L. Gleason is taking over 
the territory formerly covered by 
John Bishop, the latter having been 
called to the general offices in Cleve- 
land, and is engaged in special sales 
work. 

Arthur H. Rahmann, president of 
Geo. Rahmann'& Co., New York, 
manufacturer of leather belting, has 
purchased the seven story store and 
office building on the northeast cor- 
ner of William and Spruce streets, 
known as 182 William street and 
23-25 Spruce street, New York. 
Part of the premises will probably 
be occupied by the purchaser for his 
leather business. 


The Vincent Steel Process Co., De- 
troit, Michigan, manufacturer of 
Huntington emery wheel dressers 
and cutters and hardened high speed 
tool bits, has purchased a new and 
larger factory at 2434 Bellevue ave- 
nut, Detroit. The building is of steel 
and brick, 155 feet long and 60 feet 
wide, on a site 110 feet by 165 feet, 
which allows for further expansion. 
The heat-treating department is now 
in full operation in the new factory, 
while the moving of the grinding 
Wheel dresser and cutter division will 
occur about May Ist. New equip- 
ment will be installed in each depart- 
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ment, including a car type furnace, 
14 feet long by 6 feet wide, which 
will allow this company to handle ap- 
proximately twenty-five tons of tool 
hardening, heat-treating and anneal- 
ing a day. The Vincent Steel Proc- 
ess Co. is one of the first commercial 
heat-treating companies organized, 
having been incorporated in 1909. 


Petty & Wherry, with offices and 
warehouses in New York City and 
Brooklyn, have just purchased the 
business, stock, good will, etc., of 
The Coleman Power Transmission 
Company, Brooklyn. Petty & Wherry 
are transmission specialists. They 
also represent some of the largest 
transmission manufacturers in the 
country, including Dodge Mfg. Co., 
Mishawaka, Ind., and Chain Belt 
Company, Milwaukee. Mr. W. E. 
Petty, president, states it is their 
intention to continue operating the 
Coleman Power Transmission Co. 
with even greater intensity than it 
was operated in the past. 

Dayton-Dowd Company, Quincy, 
Ill., manufacturer of centrifugal 
pumps, announced the appointment 
of the Corken Pump & Machinery 
Company, of Oklahoma City and 
Tulsa, as its Oklahoma district rep- 
resentatives. The Oklahoma City 
office will be in charge of O. K. 
Corken and C. M. Corken, and the 
Tulsa office will be in charge of W. 
H. Gransden. 

Gears and Forgings, Inc., Cleve- 
land, announces the addition to its 
sales force in the Buffalo office of 
Frank R. Williams. Mr. Williams 
will devote considerable time to the 
handling of the company’s speed re- 
ducer line. He is well qualified to 
handle this, having spent many years 
in the power transmission field. 


Cleveland Wheelbarrow & Mfg. 
Co., Cleveland, has bought the for- 
mer plant of the Bedford China Co., 
Bedford, Ohio. The tract contains 
six acres and the plant 45,000 square 
feet of floor space. 

The name of The Henry Lindahl 
Machine Co., 5900 Ogden Avenue, 
Chicago, has been changed to the 
Henry Lindahl Foundry & Machine 
Co. This company manufactures 
castings and various power trans- 
mission appliances. 

Operations have started on the 
construction of a new abrasive crush- 
ing mill and an addition to the grain 
storage building, at the Norton Com- 
pany plant in Worcester. The new 
building will greatly enlarge the ca- 
pacity of the concern for crushing, 


preparing and_ storing abrasive 
grain. It is planned to have the 
work completed by July 1st. Both 
the new buildings will be of fireproof 
construction throughout and of brick 
and steel. The crushing mill will be 
five stories, 140x60 feet, and the ad- 
dition to the present grain storage 
building will be three stories, 117x 
54 feet. 

The Beaton & Cadwell Mfg. Co., 
New Britain, Conn., has moved its 
Philadelphia offices from 421 Schaff 
building to the Guaranty Industrial 
building, 2401 Chestnut street. J. 
U. Farr and William W. Farr repre- 
sent this company in that territory. 


W. S. Casanave has been elected 
president of the Casanave Supply 
Company, Philadelphia, to succeed 
John H. Casanave, who passed away 
on April 8th. 


The National-Acme Co., Cleveland, 
recently moved its Detroit office and 
stockroom to a ground floor section 
at 2826 East Grand Boulevard. The 
office is in charge of A. O. Brede- 
mere. 


B. F. Sturtevant Co., Hyde Park, 
Boston, has established a new branch 
office at Denver, to handle sales in 
Montana, Utah, Wyoming, Colorado 
and New Mexico, which is in charge 
of John McCracken, who formerly 
was head of the order department at 
the western plant located at Sturte- 
vant, Wis. 

Goulds Pumps, Inc., Seneca Falls, 
N. Y., recently established a sales 
office in the Union Trust building, 
Cleveland, in charge of T. S. Ireland. 


The Vlichek Tool Co., Cleveland, 
manufacturer of small tools, has 
made eight additions to its plant in 
the past eight years. 





New Factories and Additions 





Thomas Flexible Coupling Co., 
Warren, Pa., has awarded general 
contract for three one-story units, 
60x200 feet, 40x100 feet, and 40x60 


feet, to cost about $65,000 with 
equipment. 

Atlas Iron Co., Eastern and Ran- 
dolph avenues, Los Angeles, has 
awarded contract for a one-story 
unit, 60x180 feet, to cost about 
$27,000. 


Kinner Airplane & Motor Co., Los 
Angeles, Calif., is arranging for ex- 
pansion to cost about $50,000. Ad- 
ditional machine tools and other 
equipment will be installed. 


Willard Storage Battery Co., East 


131st street and St. Clair avenue, 
Cleveland, has taken option on a 10- 
acre tract near Los Angeles as site 
for a new plant, to cost about 
$450,000. 

Pacific Electric Mfg. Co., 5815 
Third street, San Francisco, manu- 
facturer of high-tension switches 
and kindred electrical equipment, has 
awarded contract for a one-story ad- 
dition to branch plant at Gary, which 
will cost about $55,000 with equip- 
ment. 


Ritefit Mfg. Co., 11 Second street, 
S. E., Minneapolis, Minn., manufac- 
turer of pistons and kindred prod- 
ucts, has awarded general contract 
for a one-story addition, 42x175 feet, 
to cost about $45,000 with equip- 
ment. 


Blue Valley Foundry Co., 7019 
Twelfth street, Kansas City, Mo., has 
filed plans for a one-story foundry, 
50x70 feet, to cost about $18,000 
with equipment. 


D. R. Campbell Machine Co., Mil- 
dred avenue, Dorchester district, 
Boston, has awarded a contract for 
a one-story shop, 40x60 feet. 


Richard Brothers Die Works, 4646 
Lawton avenue, Detroit, has awarded 
contract for a one-story unit, 100x 
205 feet, to cost about $100,000 with 
machinery. 


Marvel Carburetor Co., Flint, 
Mich., will build a one-story addi- 
tion, to cost about $50,000 with 
equipment. 


Parker Brothers Iron Co., 123 Ter- 
race street, Boston, will build an ad- 
dition, to cost about $10,000. 


King Union Co. (Hillgrove), War- 
wick, R. I., manufacturer of pipe fit- 
tings, is building a one-story addi- 
tion, 33x75 feet. 


Scott & Williams, Inc., Union ave- 
nue, Laconia, N. H., manufacturer of 
knitting machines and parts, plans 
to build a four-story addition, 60x 
180 feet, to cost about $130,000 with 
equipment. 


United Illuminating Co., New 
Haven, Conn., has awarded contract 
for a four-story addition to steam- 
operated electric generating plant at 
Steel Point, 150x165 feet, to cost 
about $900,000 with equipment. 


Standard Oil Co., Columbia, S. C., 
has authorized construction of new 
storage and distributing plant at 
Williams and Senate streets, to cost 
about $185,000 with equipment. 


Reynolds Engineering Co., Fifth 
avenue and Thirty-eighth street, 
Rock Island, Ill., is completing an ad- 





148 KILL QUPPUUES May, 1929 


LIMESTONE Tanners of 


Wood Split Pulleys Mechanical Leathers 














Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
Prompt Shipment Always, from Maysville in Butts and Sides 
Stock 





Krome-Retan Hydraulic Butts 








For Forty Y ears—the Best 





, THE CHICAGO RAWHIDE MFG. CO. 
i (aaa 1285 Elston Avenue, CHICAGO 
Maysville, Ky. ; U. Ss. A. 109 Broad St., New York 209 Broad St., Boston 


66 N. 4th St., Philadelphia 530 W. Congress St., Detroit 

















Sales Policies 
You'll 
Approve 


The Dayton Safety Ladder is 
a profit-maker for distributors 
not only because of its many 
strong selling points, but be- 
cause the following sales poli- 











LIBBEY 


High Pressure Gauge Glass 
High Pressure Red Line Gauge Glass 








Standard Pressure Gauge Glass cies are behind it: 
Lubricator Glasses 1. Complete Protection for Distrib- 
Oil Cup Glasses ae. : —— 
2. Maintenance of price which gives 
a fair profit. 
AMERICA’S STANDARD 3. Sales Cooperation. 
and 4. Steady advertising. 


Made in U. S. A. 


Some good territory for distributors 
still open 


Write for booklet 


The Libbey Glass Mfg. Co. DAYTON 


Mfrs. of Railroad and Industrial Glassware Safety Ladder 


Toledo, Ohio (Patented) 


The Dayton Safety Ladder Co. 
= AY S 121-123 W. Third St. Cincinnati, O. 


When writing to Advertisers please mention Mitt Suprties 























May, 1929 


149 





dition to its plant, 50x106 feet, which 
will double present capacity. This 
company manufactures tools and jigs 
and does general machinery work. 

Johnston & Jennings Co., North 
Solvay avenue, Detroit, manufactur- 
ers of rolling mill machinery, forg- 
ings, etc., will build a one-story ad- 
dition, to cost about $65,000 with 
equipment. 


Detroit Lead Pipe Works, Inc., 600 
West Larned street, Detroit, has 
awarded contract for a one-story ad- 
dition, which will cost about 
$100,000 with equipment. 

Union Cap Screw Co., Union ave- 
nue, Cleveland, will enlarge its plant 
by an addition providing 12,000 
square feet of floor space. 

American Fork & Hoe Co., B. F. 
Keith building, Cleveland, will build 
a two-story addition to factory at 
Geneva, Ohio, 45x200 feet, to cost 
about $75,000. 


Hamilton Mfg. Co., Two Rivers, 
Wis., manufacturer of steel and 
wood equipment for printing plants 
and dental and optical office fixtures, 
will build a three-story extension, 
60x150 feet. 


Joslyn Mfg. & Supply Co., 120 
South La Salle street, Chicago, man- 
ufacturer of bolts, insulators and 
kindred products, will erect a one- 
story plant at Franklin Park, IIl., to 
cost approximately $80,000 with 
equipment. 


J. F. Decker & Sons, Inc., Mason 
City, Iowa, will build a four-story 
addition, 137x206 feet, to cost about 
$350,000 with equipment. 


Acme Aluminum Foundry Co., 814 
West Seventy-fifth street, Chicago, 
is considering the erection of a two- 
story and basement addition, 50x125 
feet, to cost about $45,000 with 
equipment. 


Lindberg Steel Treating Co., 221 
Union Park court, Chicago, plans to 
build a two-story addition which will 
cost approximately $45,000 with 
equipment. 

Pioneer Gravel Equipment Co., 
2505 University avenue, S. E., Min- 
neapolis, Minn., has superstructure 
under way for a one-story plant, 180 
x200 feet, to cost about $65,000. 


Milwaukee Forge & Machine Co., 
340 Oklahoma avenue, Milwaukee, 
has started work on an addition, 75x 
180 feet, and is making alterations 
in existing buildings to increase ca- 
pacity. 

American Steel Foundries Co., 410 
North Michigan avenue, Chicago, is 


planning an expansion program at 
branch plant at Alliance, Ohio, and 
will install additional equipment for 
production of steel car wheels. 
Funds of about $500,000 have been 
arranged for the work. 

Quality Hardware & Machine Co., 
5845 Ravenswood avenue, Chicago, 
will build a one-story shop, 75x100 
feet, to cost $20,000. 

Wahl Clipper Corporation, East 
Third street, Sterling, IIl., will build 
a two-story factory, lower floor to be 
used as a machine shop. 


Electro Chemical Pattern & Mfg. 
Co., 3975 Beaufait avenue, Detroit, 
will erect a one-story addition, 30x70 
feet, to increase its electrolytic cop- 
per plating facilities. 


General Fire Extinguisher Co., 
248 North Highland avenue, Atlanta, 
plans to build an addition to local 
factory branch, storage and distrib- 
uting plant, to cost over $75,000 with 
equipment. 


Cincinnati Milling Machine Co., 
Cincinnati, is adding a one-story as- 
sembly and shipping building, 140x 
250 feet, to its Oakley, Ohio, plant, 
to cost $125,000. 


Timken Steel & Tube Co., Canton, 
Ohio, a subsidiary of Timken Roller 
Bearing Co., has awarded contract 
for the first unit of mill for produc- 
tion of steel tubing, to cost about 
$500,000 with equipment. 


Muskegon Piston Ring Co., Mus- 
kegon, Mich., will build a one-story 
addition, which will cost more than 
$150,000 with equipment. 


Allen Mfg. Co., Inc., Nashville, 
Tenn., has arranged for stock issue 
to total $1,680,000, part of which will 
be used for expansion. 


Wright Aeronautical Corporation, 
Lewis street, Paterson, N. J., manu- 
facturer of aircraft engines, has 
awarded contract for an additional 
one-story unit, to cost about $80,000 
with equipment. 


Avon Sheet Metal Works, 361 
Jeliff avenue, Newark, has awarded 
contract for a one-story plant, 55x 
100 feet, at Irvington, N. J., to cost 
about $25,000. 


Judson L. Thomson Mfg. Co., Wal- 
tham, Mass., manufacturer of rivets, 
bolts, etc., will build a one-story 
plant, 96x200 feet. 


Arrow Electric Co., 
street, Hartford, Conn., manufac- 
turer of electric wiring devices, 
switches, etc., has awarded contract 
for a second story addition to re- 


Hawthorn 


cently erected unit, to cost about 


$35,000 with equipment. 


North Shore Cutting & Die Co., 
Broad street, Lynn, Mass., has 
awarded general contract to B. E. 
Porter, 73 Tremont street, Boston, 
for a one-story addition to cost about 
$20,000. 


B. F. Goodrich Rubber Co., Akron, 
Ohio, will build an addition to mill 
at Thomaston, Ga., including three- 
story unit, 130x100 feet; two-story 
building, 120x450 feet; two-story 
boiler plant, 40x70 feet, and other 
structures, to cost more than $1,000,- 
000 with equipment. 


American Gear Co., Inc., 944 At- 
lantic avenue, Brooklyn, has _ pur- 
chased property at 972 Atlantic ave- 
nue, and will remodel for expansion, 
to cost more than $40,000. 


Segal Lock & Hardware Co., 155 
Leonard street, New York, plans to 
build a one-story addition to plant 
at 55 Ferris street, Brooklyn, to be 
equipped largely as foundry, to cost 
over $50,000. 


Beaver Mfg. Co., 625 North Third 
street, Newark, manufacturer of 
electrical wiring devices and equip- 
ment, has plans for a two-story ad- 
dition, to cost about $40,000 with 
equipment. 


Indianapolis Drop Forge Co., 1300 
Madison avenue, Indianapolis, has 
taken out permit for a one-story ad- 
dition, 60x135 feet, to cost approxi- 
mately $25,000 with equipment. 


Southern Textile Machinery Co., 
Norton and Second streets, Paducah, 
Ky., is reported planning to erect a 
new branch at Nashville, Tenn., to 
manufacture textile mill machinery, 
to cost about $500,000. 


Spang, Chalfant & Co., Inc., Clark 
building, Pittsburgh, has awarded 
contract for a one-story branch and 
distributing plant, 105x160 feet, at 
Memphis, to cost about $90,000. 


J. D. Johnson Co., Park avenue 
and 176th street, New York, plumb- 
ing equipment and supplies, plans to 
build a three-story plant, 50x115 
feet, at Brooklyn, which will cost 
about $75,000 with equipment. 


Campbell Mfg. Co., Freehold, 
N. J., contemplates enlargement of 
plant for manufacture of other spe- 
cialties and installation of additional 
equipment. 


Shell Western Petroleum Products 
Co., New York, is reported planning 
to build an oil storage and distribut- 
ing plant at Sewaren, N. J., to cost 
more than $100,000 with equipment. 
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American Electric Fusion Co., 
2610 Diversey avenue, Chicago, has 
awarded contract for a two-story ad- 
dition to welding works, 44x130 feet, 
which will cost about $30,000 with 
equipment. 

McQuay Radiator Co., 1600 Broad- 
way, N. E., Minneapolis, is planning 
to build a two-story addition to cost 
more than $40,000. 

Universal Stamping & Mfg. Co., 
2829 North Webster avenue, Chi- 
cago, will build a factory, 75x125 
feet, to cost $14,000. 

Columbia Machine Tool Co., Mid- 
dletown Pike, Hamilton, Ohio, will 
build a one-story addition, 60x100 
feet, to cost about $22,000 with 
equipment. 

Wackman Welded Ware Co., 2412 
South Seventh street, St. Louis, will 
build a one-story branch factory, 50x 
200 feet, at Sand Springs, Okla., to 
manufacture steel barrels, to cost 
about $65,000. 
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Classified Line Advertisements under 
heads of Wanted, For Sale, etc., will be 
published in this Department at a rate of 
20 cents a line, each insertion. Count six 
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SITUATIONS WANTED 





Industrial Supply salesman with fif- 
teen years successful traveling experi- 
ence; energetic, good health and per- 
sonality, wants position with manufac- 


turer selling through mill supply 
houses. Address No. 982, care MILL 
SUPPLIES, 537 South Dearborn 


Street, Chicago. 


Mill Supply man with fifteen years’ 
traveling experience and good sales rec- 
ord, industrious, good health and per- 
sonality and thorough knowledge of 
industrial supply business, wants posi- 
tion with live house in Ohio, Michigan 
or Indiana. Address No. 981, care MILL 
SUPPLIES, 537 South Dearborn 
Street, Chicago. 


Mill Supply Executive, with experi- 
ence in management, sales, purchasing 
and advertising, would like to become 
associated with a mill supply house 
where part of his salary could be taken 
out in payment for stock or an interest 
in the business. If you can use a live, 
energetic, trustworthy and experienced 
man, communicate with No. 976, care 
of MILL SUPPLIES, 537 South Dear- 
born Street, Chicago, Illinois. 


Have you proper representation in 
Chicago and environs? Have been with 
my present employer four years, sell- 
ing the factory or industrial trade. 
Well acquainted, aggressive and reli- 
able. Age 42 years. Have a car. Ad- 
dress No. 974, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 
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Man with thirty years mill supply 
experience, ten years on road, twenty 
years manager of mill supply houses, 
wants position as manager or buyer, or 
a traveling position with manufac- 
turers making mill supply lines. Pref- 
erably Southern territory. Best refer- 
ences gladly furnished. Address No. 
973, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 





Sales Manager with 20 years’ ex- 
perience handling sales, purchasing and 
store management, desires to make a 
change. If you need a live, honest 
and experienced man with these quali- 
fications address No. 978, care of 
MILL SUPPLIES, 537 S. Dearborn St., 
Chicago, Il. 





Well informed mill, factory and con- 
tractors’ supply executive with broad 
knowledge of the business and familiar 
with all working details, particularly 
experienced in buying and sales man- 
agement, wishes to make connection 
where his services can be used to best 
advantage. Address No. 970, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 





Sales Manager, American, speaks 
Spanish and Portuguese, with twelve 
years’ experience in domestic and for- 
eign markets. Thorough knowledge of 
hardware, mill supply, automotive and 
industrial field. Prefers connection with 
manufacturer. Opportunity as im- 
portant as salary. Address No. 963, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Mill Supply Man, with 25 years’ ex- 
perience in sales, purchasing and man- 
agement desires to become associated 
with manufacturer selling his product 
through Mill Supply Houses. Address 
No. 977, care of MILL Suppiies, 537 
So. Dearborn St., Chicago, Illinois. 





Wanted additional good line to sell 
to mill, oil and plumbing supply houses, 
also hardware jobbers in Texas, Okla- 
homa, Louisiana and Arkansas, by a 
well acquainted, aggressive salesman 
who has been traveling territory men- 
tioned for the past fifteen years. Ad- 
dress No. 979, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 





St. Louis representative, successful 
record, technical education and expe- 
rience and long established, wishes ex- 
clusive representation of major adver- 
tised quality product on commission 
basis in this district. Address P. O. 
Box 1491, St. Louis. 








Experienced Belting Salesman for 
Chicago and Middle West territory to 
represent large manufacturer of tex- 
tile belts. Prefer salesmen who have 
sold rubber belting. Excellent oppor- 
tunity for advancement. Give full par- 
ticulars. Replies treated confidentially. 
Address No. 980, care MILL SUPPLIES, 
537 South Dearborn Street, Chicago. 


Salesman for complete line of ball 
bearings—radial, thrust and transmis- 
sion. Also line of roller bearings. Sell 
to bearing users in every industry. Re- 
plies confidential. Fisher Bearing Cor- 
poration of America, 1901 Avenue F, 
Birmingham, Ala. 





Wanted—Salesmen to sell brushes to 
industrial plants, jobbers, dealers, etc. 
Exclusive or as side line. Good propo- 
sition. The Toledo Brush Co., Toledo, 
Ohio. 


FOR SALE 


We have on hand a quantity of 
round, flat and fillister head iron ma- 
chine screws which we wish to dispose 
of, and will offer them at a discount of 
33 1/3 percent on the present mar- 
ket price. Columbus Belting & Supply 
Co., 197 East Long street, Columbus, 
Ohio. 








ADLETS 





CLANCY “SURE GRIP" Steel Hose Clamps— 
Complete line, 94 sizes. for garden, hydrant and 
steam hose. Send for list of sizes, prices. and 
distributors’ discouuts.—.J. RR. CLANCY, INC.. 


Syracuse, N.Y. 





MARTIN PORTABLE VISE STAND and Pipe 


Bender — For cutting 
threading and _ bending 
pipe. Portable, with 
no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with capacity up 
to 4%” pipe. H. : 
MARTIN & SONS, 625 E. 


2nd St... Owensbere, Ky 





“SMOKELESS”? ASPHALT HEATERS, Lead Melt- 
ing Furnaces, Portable Oil Burners, Paving Tool 
Heaters, Asphalt Spray Outfits, Weed Burners and 
Large Kerosene Torches. Over 10,000 Aeroil Heat- 
ers in use. Send for Bulletin No. 70-M, giving 
prices and full information. AEROIL BURNER 
COMPANY, Ine., Chicago, Il., and West New 
York, N. J. 





PORTABLE WHITNEY LEVER METAL 

< _ PUNCHES — Widest 
: known. Most universally 
used on market. Elght 
sizes and types. Over 
40.000 in use. Write for 
circulars and jobbing quetations. W. A. WHI?- 
NEY MFG. CO., 636 Race St., Rockford, Il. 





SALESMEN WANTED 





We have an opening for a high 
grade leather belting salesman in the 
New York State territory between Al- 
bany and/ Buffalo. Good salary with 
traveling expenses and commission. 
Write us in confidence, giving previous 
experience, age and name of last em- 
ployer. Chas. A. Schieren Company, 
30 Ferry street, New York, N. Y. 


“AIR SPRING’ COMPRESSED 
AIK GREASE CUPS—Automatically 
maintain film of grease on  bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
‘and polished steel. We alse make 
the ‘‘Shurflo'’ wick feed oil cup. 
Folder on request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 








JOSLIN STEEL STAMPS AND DIES—Any ae 
sign or type of characters accurately carried 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG. Co., 123 Arthur St., Manistee, Mich. 
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for the 
SWITCH ENGINE 


Use a 


WELLER CAR PULLER 


SIZES TO MOVE FROM 1 TO 30 CARS 
Send for Circular No. 1028 


WE ALSO MAKE 


MALLEABLE CHAIN 
STEE!L. CHAIN 
SPROCKETS 


BELT CONVEYORS 
CHAIN CONVEYORS 
SPIRAL CONVEYORS 
BUCKET ELEVATORS GEARS 
ELEVATOR BUCKETS SKIP HOISTS 
POWER TRANSMITTING MACHINERY 


WELLER MFG. CO. 
1820 N. Kostner Ave. 
CHICAGO, ILL. 








ing. 
dreds of uses. 


for 10 DAYS~ 


CLEMENT 
CADILLAC 
BLOWER_ 


Keeps motors and other machinery free from destructive 
dust and dirt. Pays for itself quickly in increased efh- 
ciency of electrical and mechanical equipment of all kinds 

Delivers absolutely dry air with force sufficient to 
clean thoroughly, yet without injury to windings or 
any other delicate or intricate equipment. Prevents 
shut-down losses due to shorts and burnouts in 
electric motors. Reduces fire risk. 


Instantly convertible for suction clean- 
Special attachment for spraying. Hun- 


A rapid seller with liberal dis 
counts. Market hasn't been 
scratched. Live dealers wanted for 
territories not already covered. 


Write for descriptive literature and for 
details of this trial offer 


Clements Mfg. Co. “Chicsso’m. 


Oldest and Largest Manufacturers of Portable 


Electric Blowers 











Built to Serve 


Viewed from the standpoint of sery- 
ice, it costs less to buy and use WALL 
Superior Products. Instead of being 
soft soldered, WALL “Everlasting”’ 













Oilers and “Dread- 

naught’’ Blow 

“ver. Torches and Fur- 

lasting” naces are BRAZED 

Brased with hard brass 

Oilers spelter. They are 

built to give utmost 

— service with safety, 

**Dread- which accounts for 

naught” their popularity 

Blow throughout in- 

Torches dustry “‘since 1864.” 

and 

Furnaces 





Write for catalog and discount. 


WALL apNAUCH T 


Service with Safet y 


DR Blow TORCHES 















AND FURNACES 














American Swiss 


files of precision 





Tools and 
Knurls 


We also maintain a 
separate department 
for the manufacture 
of quality knurls and 
high grade mechanics’ 
hand tools. Write for 
Catalog. 


A selection of 2400 different 
sizes, shapes and cuts to 
choose from, gives file users 
of American Swiss Files of 
Precision a wide range of 
selection ... while the qual- 
ity standards of American 
Swiss Files assures high 
grade filing results. Write 
for file hand book contain- 
ing valuable file data. 


American Swiss File & 
Tool Company 
410-416 Trumbull St.,Elizabeth,N. J. 


Leu wat 
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ABRASIVES 
Abrasive Company 
ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co 
ARBORS 
Morse Twist Drill & Machine Co. 
BABBITT METALS 
Dodge Manufacturing Corp. 
Frictionless Metal Company 
The Medart Company 
Monarch Metal Co. 
BABBIT RETAINER 
Products Mfg. Co. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BARROWS 
The Fairbanks Company 
BEARINGS, BALL AND ROLLeR 
SKF Industries, Incorporated. 
BEARINGS, BRONZE 
American Non-Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co 
BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 
BEARINGS, SHAFT, OIL FILM 
Hill-Clutch Machine & Foundry Co. 
BEARINGS, — OILLESS 
Arguto Oilless Bearing C 
RINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated. 
BELT DRESSING 
Ek. C. Atkins & Co. 
Atlantic Manufacturing Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Victor Balata & Textile Belting Co 
BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer yaaa 
Flexible Steel Lacing 
ELT L ACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
“Cocheco’’—I. B. Williams & Sons 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Flexible Steel ovine Co. 
The Bristol Cane 
BELT SHIFTERS 
T. B. Wood’s Sons Co. 
BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
The Mechanical Rubber Co. 
Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 
Boston Woven Hose Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Coodyear Tire & Rubber Co., Inc. 
traton & Knight Co, 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Victor Balata & Textile aapee Co. 
Whitehead Bros. Rubbe 
BELTING, COTTON, "soLID WOVEN 
Victor Balata & Textile Relting Co. 
BELTING, LEATHER 
Chieago Rawhide Mfg. Co. 
Graton & Knight Co, 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
“Sterling’’—Chas. Bond & Co., Philadelphia 
I. B. Williams & Sons 


BELTING, LINK 
Chas. A. Schieren Co. 

BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co, 
Geo. Rahmann & Co. 
Chas, A. Schieren > cd 
I. B. Williams & S 

EL’ TING, RUBBER 
Boston Woven Hose & Rubber Co 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co, 

The Mechanical Rubber Co. 

Quaker City Rubber Co. 

The Republic Rubber ool 

Whitehead Bros. Rubber Co. 
BELTING, THRESHER 

Boston Woven Hose & Rubber Co. 

Graton & Knight Co. 

The Mechanical Rubber Co. 

Geo. Rahmann & Co. 

The Republic Rubber Co. 

TI. B. Williams & Sons 

Victor Balata & Textile Belting Co 

UTING, TRACTOR 

Craton & Knight Co. 

Victor Balata & Textile Belting Co 
BELTING, TWISTED 

Graton & Knight Co, 

Victor Balata & Textile Belting Co. 

BELTING, “Vv” 

L. H. Gilmer Company 
Graton & Knight Co. 

BELTING, WATERPROOF 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co, 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
TI. B. Williams & Sons 
Victor Balata & Textile Belting Co. 

BELTS, WELL DRILLING 
Victor Balata & Textile Belting Co. 

BENCHES (WORK), JEWELERS’ 
Leiman Bros. 
BENCHES, STEEL 
Pollard Bros. Mfg. Co., Inc. 
Standard Pressed Steel Co. 
BENCH LEGS 
The Hill Clutch — & Foundry Co. 
Pollard Bros. Mfg. 
ENDERS, TUBE 
The Parker Appliance Co. 
BITS, TOOL HOLDER 

Simonds Saw & Steel Co. 
The Vincent Steel Process Co. 
J. H. Williams & Co. 

BLOCKS, CHAIN 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 

BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Lge oot | aga 
T. B. Wood's Sons C 

BLOCKS, TACKLE 
Williamsport Wire Rope Co. 

BLOWERS. FORGE 

Champion Blower & Forge Co. 
Electric Blower Company 
Lovejoy Tool Works 
BLOWERS, GAS AND OIL COMBUSTION 
Electric Blower Company 
Garden City Fan Co. 
Leiman Bros. 

BLOWERS, PORTABLE, ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 

BLOWERS, — PRESSURE 
Garden City Fan Co. 

BLOWERS, SANDBLAST 

Leiman Bros. 

BOILER TUBES 
National Tube Company. 

BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co. 
5s =o CARRIAGE 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell. Burdsall & Ward Bolt & Nut Co 
BOLTS, EYE. HOOK, RING AND LAG 
Clark Bros. Bolt Co. 
H. M. Harper Co. 
J. H. Williams & Co. 

BOLTS, MACHINE 
Clark Bros. Bolt Co. 

Foster Bolt & Nut Mfg. Co. 


H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
BOLTS, MACHINE eg SET-UP 

a ay Shop Equipment Cc 

OLTS, ge —— AND PLOW 
clark Bros. Bolt 
Foster Bolt & Nut Mtg. Co, 
Russell, Burdsall & Ward Bolt & Nut Co. 

OLTS, STUD 
The Cleveland Cap Screw Co. 
RACKETS, SCAFFOLD 
Patent Scaffolding Co. 
RACKETS, WALL 

Bond Foundry & Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Co 
The Medart Sg ey 
T. B. Wood’s Sons C 

BRASS GOODS, PLUMBING 


Grabler = Co. 
RASS GOODS, STEAM 
American pore Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
BRONZE BARS, CORED AND SOLID 
American Non-Gran Bronze Corp. 


‘Buckeye Brass & Mfg. Co. 


The Bunting Brass & Bronze Co. 
Arthur Harris & Co 
BROOMS, FACTORY, WAREHOUSE 
AND RAILROAD 
The Herold Bros. Co. 
Indianapolis Brush & a ae Co. 
The Osborn Manufacturing C 
BRUSHES, BENCH, FLOOR, ETC, 
The Herold Bros. Co. 
Indianapolis Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co. 
Worcester Brush & Scraper Co. 
BRUSHES, PAINT AND VARNISH 
The Osborn Mfg. Co. 
The Herold Bros. Co 
BRUSHES, WIRE, FLUE, ETC. 
The Herold Bros. Co. 
The Osborn Mfg. Co. 
Worcester Brush & Scraper Co. 
BRUSHES, WIRE WHEEL 
The Herold Bros. Co. 
The Osborn Mfg. Co. 
BUCKETS, — 
Illinois Malleable Iron Co. 
Weller Mfg. Co. 
BUFFERS, a 
Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Keller Mechanical Engineering Corp. 
Marathon Electric Mfg. Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
BURNERS, GASOLINE AND KEROSENE 
Aeroil Burner Co., Inc. (kerosene) 
Clayton & Lambert Mfg. Co. 
BUSHINGS, BRONZE 
American Non-Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 
Bunting Brass & — Co. 
Arthur Harris & 
BUSHINGS, PNEU MATIC HAMMER 
The Cleveland Wrought Products Co. 
CANS, “gn WASTE 
Geo. W. Diener Mfg. 
CANS, SAPETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
horned 


The Fairbanks Compan 
= ~ NG, WELL 
National Tube C 


CASTERS, TRUCK 
The Bassick Company 
Rond Foundry & Machine Co. 
Saginaw Stamping & Tool Co. 
ASTINGS, BRONZE 
Arthur Harris & Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 

CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
Hill Clutch Machine & Foundry Co. 
CATALOGS, SUPPLY HOUSE 
R. R. Donnelley & Sons Co. 

CEMENT, GLAZING AND ROOFING 
The McCallum Co. 

CEMENT, a BELT 
Chicago Rawhide 
Cocheco+I. B. Willlanas = Sons 
Craton & Knight Co. 
Chas. A. Schieren Co. 
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CEMENT, hy Som JOINT 
Joseph Dixon Crucible Co. 
HAIN 
The Columbus McKinnon Chain Co. 
S. G. Taylor Chain Company. 
CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 
CHISEL BLANKS 
The Cleveland Wrought Products Co. 
CHISELS, COLD 
Stanley Rule & Level Plant 
CHUCKS, DRILL AND TAP 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Union Manufacturing Co. 
CHUCKS, LATHE 
Cushman Chuck Co. 
Union Manufacturing Co. 
CHUCKS, PLANER 
Union Manufacturing Co. 
CL. — BAR 
Adjustable Clamp C 
CLAMPS, BELT 
T. B. Wood's Sons Co. 
CLAMPS, “C” 
Adjustable Clamp Co. 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
Craton & Knight Co. 
J. H. Williams & Co. 
CLAMPS, HOSE, BRASS 
If. B. Sherman Mfg. Co. 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co. 
CLE ANERS, FLUE 
Worcester Brush & Scraper Co. 
CLIPPERS, BOLT 
H. Kk. Porter, Ine. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Conway Clutch Co. 
Dodge Manufacturing ~< “eee 
Edgemont Machine Co., 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
COCKS, —_ AND DRAIN 
American Injector C=: 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, BALL 
Detroit Lubricator — 
Kieley & Mueller, In 
he CORPORATION 
Grabler Mfg. Co. 
The Wm, Powell Co. 
COCKS, GAGE 
American Injector Co, 
Jenkins Bros. 
The Wm. Powell Co 
The D. T. Williams Valv e Co 
COCKS, RU BBER PACKED 
Arthur Harris & Co 
COCKS, STEAM AND SERVICE 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
COCKS, STOP 
Grabler Mfg. Co. 
COILS AND BENDS, COPPER AND BRASS 
Arthur Harris & Co 
COLLARS, SHAFT 
American Pulley Company 
Bund Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
CcoLL ECTORS, DUST 
Garden City Fan Co. 
COLUMNS, WATER 
Nason Manufacturing Co. 
COMPOUND, — JOINT 
Joseph Dixon Crucible 
COMPRESSORS, AIR 
Curtis Pneumatic Machinery Co. 
Kellogg Mfg. Co. 
Worthington Pump & Machinery Corp. 
CONTACTORS, BELT 
T. B. Wood's Sons Co. 
CONTROLLERS, BOILER PRESSURE 
Mason Regulator Co. 
COPPERSMITHS 
Arthur Harris & Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co 
COUNTERSHAFTS, SMALL 
Birkle Machine — 
N. A. Strand & C 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Frederick Iron & Steel Co. 
The Hill Clutch Machine & Foundry Co. 
Lovejoy Tool Works 
‘The Medart by ey 
T. B. Wood's Sons 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Dodge Mfg. Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
COUPLINGS, —ees, * eens 
Bond Foundry & Ma 
COVE RING. ‘PULLEY 
Chicago Pulley & Shafting Co. 
CRANES, HAND — 
Chisholm-Moore Hoist Cor 
CRANES, OVERHEAD. * TRAVELING 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
The Yale & Towne Mfg. Co 
CRAYONS, ‘LUMBER 
Joseph Dixon Crucible Co. 
CUPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
CUPS, OIL AND GREASE 
American Injector Co. 
Detroit Lubricator Co. 
Hunter Pressed Steel Co. 
Penberthy Injector Co. 
The Wm. Powell Co 
eA ped Valve Co. 
CUTTERS, BOLT, WIRE, ETC. 
H{. K. Porter, Inc. 
CUTTERS, BELT 
Clipper Belt Lacer Company 
UTTERS, EMERY a DRESSER 
The Vincent Steel Process Co. 
UTTERS, GAGE GLASS 
Worcester Brush & Scraper Co. 
CUTTERS, GLASS 
American Saw & Mfg. Co. 
CUTTERS, MILLING 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
cu ETERS, PIPE 
Armstrong Bros. Tool 
Armstrong Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIAPHRAGMS 
Whitehead Bros. Rubber Co. 
DIES, THREADING 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Morse Twist Drill & Machine Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 


DuwS, LATHE 
practi Bros. by oO. 
H. Williams & C 
DRESSERS, GRINDING WHEEL 
Lovejoy Tool Works 
Scandinavian Western Importing Co., Ltd. 
The Standard Tool Co. 
The Vincent Steel Process Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co 
Stanley Rule & Level Plant 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
RILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Morse Twist Dril) & Machine Co. 
The Standard Tool Co. 
Whitman & Barnes, Inc. 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
NATORS, OIL 
vhe D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
ENGINES, GAS AND OIL 
Worthington Pump & Machinery Corp. 
EXHAUSTERS, CYCLOIDAL 
Garden City Fan Co. 
EXPANDERS, BOILER TUBE 
Lovejoy Tool Works 
EXPELLERS, OIL AND MOISTURE 
he V. D. Anderson Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 


Jenkins Bros. 


FANS, VENTILATING, ELECTRIC 
Slectric Blower Company 
Garden City Fan Co, 
Marathon Electric e Mtg. 
FASTE) NERS. °*BELT 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 
FAUCETS, BRASS 
Grabler Mfg. Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 
FEEDER VALVES, STEAM HEATING 
OILER 


Nason Manufacturing Co. 


ES 
American Swiss File & Tool Co. 
Delta File Works 
Grobet File Corporation of America 
Scandinavian Western ©. asa Co., Ltd. 
Simonds 5 s Steel C 
E EXTINGUISHERS 
Geo. W. wuenae Mfg. C 
Pyrene Mfg. Co. 
FIRE PREVENTING EQUIPMENT 
Geo. W. Diener Lt 3 Co. 
FITTINGS, a 
Ss. G. Taylor Chain Compan 
—— DRAINAGE 
Grabler Mfg. 


Co. 
Illinois Malleable Iron Co. 


Boston Woven Hose & Rubber Co. 
Illinois Malleable Iron Co. 
H. B. Sherman Mfg. Co. 
FITTINGS, HYDRAULIC 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 
Walworth Co. 
FITTINGS, PIPE, BRASS 
Grabler Mfg. Co. 
Tilinois Malleable Iron Co. 
H. B. Sherman Mfg. Co. 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
Stockham Pipe & Fittings Co. 

FITTINGS, PIPE, MALLEABLE 

Grabler Mfg. Co. 
Illinois Malleable Iron Co. 

Stockham Pipe & Fittings Co. 
Walworth Company 
FITTINGS, PIPE, STEEL 

Bonney Forge & Tool Works 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 

FITTINGS, TUBING 
The Parker Appliance Co. 

FLEXIBLE SHAFT EQUIPMENT 
Keller Mechanical Engineering Corp. 
Stow Manufacturing Co., Inc. 

N. A. Strand & Co. 
FLOATS, ALOND SERRE LEAD COATED 


Arthur Harris & C 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Doege Manufacturing Corporation 
The Hill Clutch Foundry & Mazhine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
rT. me i s Sons 
ACES, INDUSTRIAL 
The Strong. ‘Cantiale < Hammond Co. 
FURNACES, LEAD MELTING 
Aeroil ee a In 
FU ACES, "SOLDERING 
Clayton & Tee Mf = 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 
Yost Manufacturing Co. 
GAGES, IRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co 
GAGES, MACHINISTS’ 
Brown & Sharpe Mfg. 
GAGES, WATER 
American Injector Co. 
Detroit Lubricator Co. 
Nason Manufacturing Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 


GASKETS 
The Cincinnati Rubber Mfg. Co. 
Graton & Knight Co. 
Jenkins Bros. 
GEARS 


Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Rawhide Mfg. Co. 

Dodge Manufacturing Corporation 
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BarRNES Rep Arrow V3 


Victor Balata 
HIGH SPEED STEEL HACK SAW BLADES 


Belt 
»>—> 


Ampere 
MANUFACTURED BY Ask for Prices 


CANVAS STITCHED 
BELTING 
W. 0. BARNES CO., INC. Victor Balata & Textile Belting Co. 
1297 Terminal Ave. DETROIT, MICH. Main Sales Office, 38 Murray St., New York 


Chicago Wareh : 345 W. Austin Ave. Factories: Easton, Pa. 


ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 














Sold Extensively by 
Mill Supply Houses 


























A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 


















setup appliances 


Why force your men to waste time on 
machine tool table set-ups when CAD 
ized appliances will convert 
this non-productive time into pro- 
ductive labor? 

STANDARD SHOP 

EQUIPMENT CO., Inc. 
Set-up appliances for 


pimple x) * é “es CAD ec 
CLEW,JaCKS /2 22k: 


Sell on Sight! 





Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal Sim plex Lever Jacks, 


Pi Push 
Templeton, Kenly & Co. and Treat Siaaen 


BST. 1602 have been famous 
Chicago, IIll.,U.S.A. ee Pe 


cieenccepiiidittien diaiaencinnniaeaa a 


YOU can make real profits 


by selling ALTA Electric Handsaws, Mortisers 
and Planers. If you don’t have full information, 
write now. 
Please send more details 
| VAPPAT NNN oo a a Da cee a ie ececann a ee tren ea AST 
7524 Meade Street Company Seay ae ney ye Wniore = itis mss anes tatie Se 
PITTSBURGH, PA. City 


machine tools 


8135 Tinicum Ave., Phila., Pa, 


























When writing to Advertisers please mention Mitt Suppiies 





: 
: 
: 
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The Hill Clutch — & Foundry Co. 
The Medart Comp 
GENERATORS, ~’ “he 
The Imperial Brass Mfg. 
GLASSES, GAGE 
Jenkins Bros., hg eal 
The Libbey Glass Mfg 
GLAZING CEMENT AND GUNS 
The McCallum Co. 
GOVERNORS, PUMP SPEED 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong”’ 
GRAPHITE — ¥ = L PURPOSES 
Joseph Dixon Crucib 
GREASE, LUBRICATING 


Bond Foundry & Machine Co., “Bondeline”’ 


Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co 
GRINDERS, BELT, ROPE AND MOTOR 
DRIVEN 
Stow Manufacturing Co., Inc. 
GRINDERS, BENCH AND FLOOK 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Pulley & Shafting Co. 
Hisey-Wolf Machine Co. 
Keller Mechanical Engineering Corp. 
Marathon Electric Mfg. Co. 
Royersford Foundry & Machine Co. 
Standard Electrical Tool Co. 
Stanley Rule & Level Plant 
GRINDERS, DISC 
The Crescent a Co. 
NDERS, ELECTRIC 
The Black 4 Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
GRINDERS, VALVE 
The Black & Decker Co 
GUARDS, EL ECTRIC LAMP 
Flexivle Steel Lacing Co 
GUARDS, CABLE, HIGHWAY 
Williamsport Wire Rope Co. 
GUNS, GLAZING CEMENT 
The McCallum Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HAMMERS 
Stanley Rule & Level Plant 
HANDLES, FILE AND SOLDER IRON 
Hyro Mfg. Co., Inc. 
HAND SCREWS 
Adjustable Clamp Co. 
HANGERS, BALL BEARING 
Catcage Pulley & Shafting Co. 
S K F Industries, Incorporated. 
T. B. Wood's Sons Co. 
HANGERS, DOOR 
F. E. Myers & Bro. Co 
HANGERS, PIPE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 
HEADS, EXHAUST 
The Swartwout Company 
HEATERS, — AND ASPHALT 
Aeroil Burner Co. 
HEATERS, CONDUCTION, ELECTRIC 
Russell Electric Co. 
HEATERS, FEED WATER 
Arthur Harris & Co. 
The Swartwout Company 
Worthington Pump & Machinery Corp. 
HEATERS, GLUE, ELECTRIC 
Black & Decker Mfg. Co. 
Russell Electric Co 
HEATERS, IMMERSION, ELECTRIC 
Russell Electric Co. 
HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co. 
HEATERS. SPACE, ELECTRIC 
Russell Electric Co. 
HEATERS, UNIT 
Garden City As... Co, 
a. WATER 
Aeroil . Co 
HIGH PRESSU RE “TU BE FITTINGS 
The Parker Appliance Co. 
HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Union Manufacturing Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. ‘*» 
HOISTS tAND 
Chisholm-Moore Heist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, PNEUMATIC 
Curtis Pneumatic Machinery Co. 
HOLDERS, BAG 
Weller Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 


HOOKS, BELT 
The Bristol a 
Flexible Steel Lacing 
HO KS. CORNICE 
Patent Scaffolding Co. 
HOOKS, HOIST 
J. H. Williams & Co. 
ORSES, MASONS’ 
Patent Scaffolding C 
HOSE, * COTTON 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
INJECTORS 
American Injector Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
IRONS, BRANDING 
Patent Scaffolding Co. 
JACKS, HYDRAULIC 
Blackhawk Mfg. Co. 
JOINTERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co. 
KETTLES, STEAM JACKETED 
Arthur Harris & Co 
KNIVES, MACHINE 
FE. C. Atkins & Co. 
Simonds Saw & Steel Co. 
KNURLS 
American Swiss File & Tool Co. 
JACERS, BELT 
Clipper Belt Lacer Co. 
LADDERS, SAFETY 
Dayton Safety Ladder Co. 
Patent Scaffolding Co. 
LADDERS, STEP 
Patent Scaffolding Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, BUFFING AND POLISHING 
Rrown & Sharpe Mfg. Co. 
Standard Electrical Tool Co. 
LATHES, ir a mage ELECTRIC 
Marathon Electric Mfg. Co. 
LATHES, WOODWORKING 
J. DB bebo o & Co. 
LEATHER SPECIALTIES 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
LEGS, BENCH, STEEL 
Standard Pressed Steel Co. 
LEVELS 
Stanley Rule & Level Plant 
LIGHTS, “REELITE” 
Appleton Electrie Co, 
LOCKS, + sat aaa 
The Yale & Towne Mfg. Co. 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
LUBRICATORS 
American Injector Co. 
etroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
MACHINE TOOLS 
Brown & Sharpe Mfg. Co. 
The Crescent Machine Co. 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
MACHINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
MACHINES, GRINDING AND POLISHING 
Bond Foundry & Machine cv. 
Brown & Sharpe Mfg. Co. 
Hisey-Wolf Machine Co. 
Keller Mechanical Engineering Corp. 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Inc. 


0. 
MACHINES, — SAW 
Armstrong-Blum Mfg. 
E. C. Atkins & Co. 
The Henry G. Thompson & Son Co. 


MACHINERY, ICE — REFRIGERATION 
Henry Vogt Machine 
ow PIPE, CUTTING AND 
HREADING 


Armstrong Mtg. Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING a SHEARING 
Royersford Foundry & Mac e Co. 
: ACHINERY, WOODWORKING 
E. C. Atkins & Co. 
The Crescent Machine Co. 
J. D. Wallace & Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago a Mfg. Co. 
NDRELS 
Morse Twist Drill & Machine Co. 
Hyro Mfg. Co., Inc. (hollow bench type) 
MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich aan Co. 
The Mechanical Rubber 
MERCHANDISE. CONVEYORS 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Bunting Brass & Bronze Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co. 
METERS, WATER AND OIL 
Worthington Pump & Machinery Corp. 
LL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MONORAIL SWITCHES AND 
tata gg 
The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
Wappat Gear Works, Inc. 
MOTORS, pnerenc 
Marathon Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co 
NUTS, LOCK 
The Cleveland Wrought Products Co. 
NUTS, a naa SCREW 
Clark Bros. Bolt Co. 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co 
NU _ WING 
Clark Bros. Bolt Co. 
OIL WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, HAND 
P. Wall Mfg. Supply Co. 
OILERS, PULLEY 
Standard Pressed Steel Co. 
OILING DEVICES 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
PACKING, HYDRAULIC 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc 
Goodyear Tire & Rubber Co., Inc. 
Craton & Knight Co. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Whitehead Bros. Rubber Ca 
ACKING, PISTON 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, SHEET 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber (Co., Ine 
Goodyear ‘Tire & Rubber Co., Inc. 
The B. F. Goodrich Rubber Co 
“Jenkins '96'’—Jenkins Bros. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
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KIELEY SPECIALTIES 


For fifty years these products have found favor with 


engineers because they are constructed without com- 
plicated parts. 













The Kieley catalogue of 250 pages illustrates 
a complete line of steam, water and air spe- 
cialties and should be in your file. 


Kieley & Mueller, Inc. 


34 WEST 13TH ST., N. Y. CITY 


S| —_SCHULIZ—__ 
Sea o owe cuttmc | ERECTION CLUTCHES 



































or a sl ng oe ae Stock Clutches for use with pulleys, sheaves 
° and gears; Cut-Off Couplings and Friction 
Real Profit — Clutch Pulleys. Special Clutches for any 
33 1 / 3 % on Selling Price unusual service. 31 years clutch exper- 
Every user of coal in — lots is a prospec- ience. Ask for catalogue. 
tive purchaser. 
SAFETY WRENCH & APPLIANCE CO. ALSCHULIZ & SON, 











Springfield, Massachusetts 





POWER TRANSMISSION APPLIANCES 


mn Y hy 
DELTA 
GS You can’t Judge a File by its Looks. 
RY 
































Test a Delta! 


N HONS DELTA FILE WorKS 


BRIDESBURG PHILADELPHIA 
Union Manufacturing Co. New Britain, Conn. U.S.A. 


MOTOR PULLEYS || Use-Ew-Up 


Ba 3 be SLEEVES 
PAPER AND IRON 


One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will 

















Prompt shipments are made from drive a twist rit only ~ long oe the om hee . 
our large stock of Paper and Iron tang. ee ee Cae On Cr Ce See 
° breaks, the drill it th di 
Motor Pulleys, Flexible Motor cou a a oo a a 
Couplings and Adjustable Motor BUT—grind a flat (time 3 ~~" on the 
Rails. Let us fill your motor broken drill, slip it into a “Use-Em-Up” 
requirements. Socket, and it’s as good as a new drill. 





Furnished in Sleeve or Socket Type. Specials 
made to order. 


= BinxieMacnine“Wonss Write for Jobber’s proposition. 


oa = nor inc & LOVEJOY TOOL WORKS 


456 N. Union Ave., Chicago 328 W. OHIO STREET ‘CHICAGO 
































When writing to Advertisers please mention Mitt Suppries 
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PACKING, VALVE STEM 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Greene, Tweed & Co 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
DLOCKS 
The Yale & Towne Mfe. Co 
PAINT SPRAYERS 
Curtis Pneumatic Machinery Co. 
(compressors) 
Kellogg Mfg. Co. 
PAINTS, INDUSTRIAL 
Toseph Dixon Crucible Co. 
PANS, VACUUM 
ee Harris & Co 
EGS OR PINS, = LACINY 
¢ ae. Rawhide Mfg. 
Clipper Beit Lacer Co. 
Flexible Steel Lacing Co. 
2INS OR PLUGS, DRIFT 
The Cieveland Wrought Products Co. 
PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
Toledo Pipe Threading Machine Co. 
PIPE, STEEL 
National Tube Co. 
PLANERS, ~~ tama 
The Crescent wy Co 
J. D. Wallace & 
PLANES, HAND, , 
Wappat Gear Works, In 
PLATE FLOOR “« CEILING 
Grabler Mfg. Co. 


Illinois Malleable Iron Co. 
PLIERS 
eee Forge & Tool Work 
LUGS, BRASS AND FUSIBLE 
ae... Injector Co. 
The D. T. be Scag Co. 
The Wm. Powell 
POLISHING GRAIN 
Abrasive Compa 
POLISHING M. Ac HINES, PORT: — E 
Keller Mechanical Engineering Cor 
POTS, GLUE, AUTOMATIC ELECTRIC 
Russell Electric Co. 
POWER TRANSMISSION APPLIANCES 
Aierican Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., e 
The Hill Clutch Machine & Foundry Co 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
S K F Industries, Incorporated 
Weller Mfg. Co, 
T. B. Wood's Sons Co. 
PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PRIMING CUPS 
Detroit Lubricator Co. 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PULLERS, CAR 
Weller Mfg. Co. 
PULLEYS, BALL BEARING 
S K F Industries, Incorporated 
Chicago Pulley & Shafting Co. 
Hill Clutch Machine & Foundry Co. 
T. B. Wood's Sons Co. 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Weller Mfg. Co. 
T. B. Wood's Sons Co 
PULLEYS, CONVEYOR 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
T. B. Wood's Sons Co. 
Use ere, Soa INSERT 
American Pulley C 
PULLEYS, FLANGE 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
A. L. Schultz & Son 
SKF Industries, Incorporated 
T. B. Wood's Sons Co. 
PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
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PULLEYS, LOOSE 
‘mericey Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


The Hill Clutch — & Foundry Co. 


The Medart Compan 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Ss F Industries, Incorporated 
T. B. Wood's Sons Co. 

PULLEYS, MOTOn 
American Pulley Company 
Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Ca 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Rockwood Mfg. Co. 
T. B. Wood's Sons Co. 

—— PAPER 
Birkle Machine Wo 
The Ohio Valley Pulley Works, Inc. 
ss Mfg. Co 

ULLEYS, ROLLER BEARING 

Dodge "Seacisetien Corporation 
Hill Clutch Machine & Foundry Co. 
The Medart see eg 
Skayef Ball Bearing Co. 

PULLEYS, STEEL 
American Puiley Company 
Dodge on Corporation 

PUL asin’ ® nteae RIM 

The Medart San 


PULLEYS, STEP "AND TAPER CONE 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, WOOD 
Chicago Pulley & Shafting Co. 
Dodge em tenn Corporation 
The Medart Compan 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
PUMP JACKS 
Goulds Pumps, Inc. 
E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, AIR 


PUMPS, BOILER TEST 
Lovejoy Tool Works 
PUMPS, CENTRIFUGAL 
Frederick Iron & Steel Co. 
Goulds Pumps, Inc. 
Geo. D. Roper Corp. 
Worthington Pump & Machinery Corp. 
PUMPS, DIAPHRAGM 
Frederick Iron & Steel Co. 
Goulds Pumps, Ine. 
PUMPS, ELECTRIC 
Goulds Pumps, Inc. 
E. Myers & Bro. Co. 
Geo. D. Roper, Corp. 
Worthington Pump & Machinery Corp. 
PUMPS, GAS AND VACUUM 
Kinney Mfg. Co. 
Leiman Bros. 
Worthington Pump & Machinery Corp. 
PUMPS, HAND AND POWER 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, JET 
American Injector Co. 
Roper, Geo. D., Corporation. 
PUMPS, MINE 
Goulds Pumps, Inc, 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUMPS, OIL 
Detroit Lubricator Co. 
Coulds Pumps, Inc. 
Kinney Mfg. Co. 
Leiman Bros. 
Ceo. D. Roper Corp. 
Worthington Pump & Machinery Corp. 
PUMPS, ROTARY 
Goulds Pumps, Ine. 
Kinney Mfg. Co. 
Roper, Ceo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUMPS, SUMP, AUTOMATIC 
Goulds Pumps, Ine. 
The Penberthy Injector Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUMPS, TANK 
Goulds Pumps, Inc, 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUNCHES AND DIES 
Lovejoy Tool Works 
Royersford Foundry & Machine Co. 
Stanley Rule & Level Plant 
PUNCHES, METAL, LEVER 
Hyro Mfg. Co., Inc. 
W. A. Whitney Mfg 
PUTTIUM (GLAZING CEMENT) 
The McCallum Co, 
RACKS, BAR STOCK 
Pollard Bros. Mfg. Co. 
REELS, ELECTRIC CABLE 
Appleton Electric Co. 
REGULATORS, ENGINE BLOWING 
Mason Regulator Co. 
RASPS 
Delta File Works 


Leiman Bro 


Scandinavian Western Importing Co., Ltd. 


RATCHETS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
REAMERS 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Whitman & Barnes, Inc. 
REAMERS, ee 
Black. & ae Mfg 
EDUCERS, ° SPEED 
The Hill cee Machine & Foundry Co. 
REELS, EL ECTRIC CABLE 
Appleton Electric Company 
LATORS, BOILER FEED LINE 
Mason Regulator Co. 
REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co. 
REGULATORS, PRESSURE 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
EGULATORS, STEAM FAN 
Mason Regulator Co 
RES SEATERS, BIBB 
M. B. Skinner Co. 
RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 


VETS 
Russell, Burdsall & Ward Bolt & Nut Co. 
ROPE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co. 
> Bang 
Williamsport Wire 
RUBBER GOODS. “MECHANICAL 
The Cincinnati Rubber Mfg. 
The Diamond Rubber Fo om 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
U 


Brown & Sharpe Mfg. Co. 
Stanley Rule & Level Plant 
SALAMANDERS 
Aeroil Burner Co., - 
Geo. W. Diener Mfg 
SAND BLAST. ‘OUTFITS 


Leiman Bros. 

SAWS, BAND 
Armstrong-Blum Mfg. Co. (Metal). 
American Saw & Mfg. Co. 
rE. C. Atkins & Co. 

W. O. Barnes Co., Inc. 
The Crescent Machine Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
J. D. Wallace & Co. 
SAWS, CIRCULAR 
E. C. Atkins & Co. 
Simonds Saw & eo Co. 
J. D. Wallace & Co. 
AWS, haan 
« & eae Coa.,. In 
AWS, HACK, h eee 
American ae & Mfg 
BE. C. Atkins & Co. 
Arion Steel Co. 
Armstrong-Blum Mfg. Co. 
W. O. Barnes Co., Inc. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
Victor Saw Works, Inc. 
AWS, HAND, ELECTRIC 
J. D. Wallace & Co. 
Wappat Gear Works 
SAWS, RADIAL, ELECTRIC 
J. D. Wallace & Co. 
SAWS, SWING, CUT-OFF 
E. C. Atkins & Co. 
The Crescent Machine Co. 
AFFOLDING 
Patent Scaffolding Co. 
SCALES 
The roe Company. 
REWDRIVERS, — 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co. 
aawaer aes. HAND 
American Saw & Mf 
SCREW * PLATES 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 
The Bristol Company 
Clark Bros. Bolt Co. 
Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Ferry Cap & Set Screw Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammon 
SCREWS, MACHINE, BRASS "AND IRON 
Economy ‘Screw Corporation 
H. M, Harper Co. 


8, MINING 
The Strong, Carlisle & Hammond Co, 
SCREWS, SAFETY SET 

The Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 

SCREWS, THUMB 
Economy Screw Corporation 
J. H. Williams & Co. 

SEPARATORS, OIL AND STEAM 

The Strong, Carlisle & Hammond Co, 
The Swartwout Company 
The D. T. Williams Valve Co. 
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ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 
and cheapest. 


Royersford Fdry. & Mch. Co. 


Royersford, Pa. 












PORTABLE FLEXIBLE 

SHAFT MACHINES 
for Grinding—Polishing— 
Drilling—Buffing—Rotary | 
Filing—Screw Driving — 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 
Chicago 


M6—}4 H. P. Capacity 





“VINCENT”? the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 


IF YOU DO NOT HAVE OUR CATALOG——WRITE US 


THE VINCENT STEEL PROCESS CO. 
ncorporated in 1909 

2519 Bellevue Avenue 
DETROIT, MICH. 


a wy Office 


New York Office 
5 S. Jefferson St. 


41 Murray St. 





THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
— countless other uses in machine shops, 

arages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 


Our ializati in the producti 
of small, high grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 
will be the purchase of a Marathon 
Grinder and Buffer. Write for Bulletin. 





We ully co-operate with mill 
supply houses. 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 





Specify the Genuine— No Substitute Equals the Original 


The Genuine 
" TmADE mann 
mi at Sensen” 

Hand Screws may be identi- 
fied by the registered trade 
mark stamped on every jaw. 
Without that mark they are 
not “JORGENSEN” Peer- 
less. 





Distributors — We have a 
proposition for you. Ask 


PR Bc or for it. 
Non-Adjustable 


ADJUSTABLE CLAMP CO., 413 N. Ashland Ave., Chicago, Ill. 














GUARANTEED 
to contain 
no Rosin 





Not a Single Consumer 
is on Our Books 


That means that our distribution is 100 % 
through the supply trade. We have found 
from many years experience the way to 
create business for our distributors. The 
plan will work as well for you as it has 
for others. 


WIZARD Belt Dressing is an oil com 
pound that preserves belts and gives them 


a soft, clinging surface. Half-pound bars. 
List, $3.00 a dozen. 





Smith-CourtneyCo., 
Richmond, Va., sold 
over $2,000.00 worth 
of WIZARDS in 1928. 





Ask for the selling plan 


RICHMOND BELT DRESSING MFG., CO., Inc. 
Richmond, Va. 














STOW 
Flexible Shafts 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 

Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Agents wanted in every city. 
Write us for proposition with 
printed matter. 

Invented and Built by 


STOW MFG. CO., Inc. 
Binghemton, N. Y. 














When writing to Advertisers please mention Mitt Suppiies 
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SET-UP APPLIANCES 


Standard Shop Equipment Co 
SETS OR SNAPS, RIVET 
The Cleves ms rought Products Co. 
SE ‘TING, FLEXIBLE 


Stow westiastarien Co., Inc. 
N. A. Strand & Co 
SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co 
SHAPERS, WOODWORKING 
The Crescent Machine Co 
SHEARS, WIRE AND BOLT CUTTING 
H. K. Porter, Inc 
SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
T. B. Wood's Sons Co. 
SHOVELS, HAND 
Wood nae: & Tool Co. 
SLEEVES, nee 
Whitehead Bros. Rubber 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 
Morse Twist Drill . raat Co 
The Standard Tool 
SLEEV ES. USE-EM- UP 
Lovejoy Tool Works 
—", .. -aaeeaanas 
Aeroil Burner Co., 
so LDER “DIPPERS 
Paul W. Koch & Co 
SOLDER, BAR a WIRE 
Frictionless Metal Compa 
SOLDER, SELF- FLUXING 
Chicago Solder Co 
SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co. 
Reeves Pulley Co. 
SPRAYERS, PAINT 
Kellogg Mfg. Co. 
SPROCKETS 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
A. L. Schultz & Son 
The Webster Mfg. Co. 
STAMPINGS, BRASS, BRONZE, 
COPPER AND STEEL 
The Cleveland Wrought Products Co. 
PS AND DIES, STEEL 
Joslin Mfg. Co. 


STANDS, DRILL 
Stanley Rule & Level Plant 
STANDS, FLOOR 
Hill-Clutch Machine & Foundry Co. 
STANDS, —" 
Pollard Bros. Mfg. Co., 
TANDS, VISE, PORTABL E 
H. P. Martin & Sons 
J. H. Williams & Co. 
STEELS, PAVING BREAKER 
The ss Wrought Products Co. 
OCKS & DIES 
Armstrong sg Tool Co. 
Armstrong Mfg. Co. 
Toledo Pipe Threading Machine Co. 
OLS, STEEL 
Pollard Bros. Mfg. Co. 
STOPS, ENGINE 
The Strong, Carlisle & Hammond Co. 
STUDS, MILLED 
Cleveland Wrought Products Co. 
TRAINERS 
American Injector Co. 
Kieley & Mueller, inc. 
Kinney Mfg. Co. 
Mason Regulator Company 
The Strong, Carlisle & ~~ paeaaaiae Co. 
The Swartwout Compan 
PS, LEATHER 
Caleage Rawhide Mfg. Co 
Graton & Knight Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
SWAGES, UPSET 
ik. C. Atkins & Co. 
Simonds Saw & Steel Co. 
TABLES, STEAM 
Nason Manufacturing Co. 
TABLES, STEEL 
Pollard Bros. Mfg. Co. 
TANKS, COPPER 
Arthur Harris & Co, 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co 
The B. F. Goodrich Rubber Co. 


AP’ 
Morse Twist Drill & Machine Co 
The Standard Tool Co. 
TOOLS, trae 
Lovejoy Tool Work 
TOOLS, BORING 
Armstrong Bros. Tooi Co. 
J. H. Williams & Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brown & Sharpe Mfg. Co. 
_ File Works 
i. K. Porter, Inc. 
p Bt ot File Corporation of America 
Scandinavian Western Importing Co., Ltd. 
Stanley Rule & Level Plant 
J. H. Williams & Co. 
Whitman & Barnes, Inc. 
TOOLS, MECHANICS’ HAND 
American Swiss File & Tool Co. 
J. H. Williams & Co. 


TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 


Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Toledo Pipe Threading Machine Co. 
Walworth bcm 
J. H. Williams & Co. 
TOOLS, RAILROAD 
Lovejoy Tool Works 
TOOLS, SAW 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
TOOLS, VALVE RESEATING 
The Black & Decker Mfg. Co. 
M. B. Skinner © 
TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co 
P. Wall Mfg. ee a at Co 
TORCHES, THAWING 
Aeroil Burner Co., Inc. 
TORCHES, WELDING AND CUTTING 
The Imperial Brass Mfg. Co 
TRACK SYSTEMS, ‘OVERHEAD 
Chisholm-Moore Hoist Cor. 
The Yale & Towne 
TRACTORS, INDUSTRIAL 
The Yale & Towne Mfg. 
TRAILERS, INDUSTRIAL 
Chase Foundry & Mfg. a 
The Yale & Towne Mfg. 
ag ong ag VARIABLE SPEED 
The Moore & be - “a Co. 
weenie Rpg 
APS. AI AND SEDIMENT 
The V. Te Anderson Co. 
Kieley & Mueller, Inc. 
The a Company 
APS, RADIATOR 
The Strong, Geries & Hammond Co. 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle & Hammond Co. 
ESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 
TROLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Saginaw Stamping & Tool Co. 
Union Manufacturing Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Pollard Bros. Mfg. Co 
Saginaw Stamping & Tool Co. 
Standard Pressed Steel Co. 
UCKS, LIFT 
The Yale & Towne Mfg. Co. 
TUBE COUPLINGS 
The Parker Appliance Co. 
bg no _— 
National Tube Comp 
TUBING, "RUBBER 
Graton & Knight Co. 
Whitehead Bros. Rubber Co. 
TURNBUCKLES 
Brownie Mfg. Co. 
H. M. Harper Co. 
UNIONS, BRASS AND IRON 
The Fair ge Company 
Grabler Mfg. Co. 
{llinois Malleable Iron Co. 
Walworth Company 
VACUUM PANS 
Arthur Harris & Co, 
VALVE LEATHERS 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
VALVE-UNIONS 
Nason Manufacturing Co. 
VALVES, BALANCED, FLOAT 
Arthur Harris & Co, 
Mason Regulator Co. 
VALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Poweil Co. 
The D. T. Williams Valve Co 
Walworth Company. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Parker Appliance Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company. 
VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
VALVES, FLUSH 
Imperial Brass Mfg. Co. 
VALVES, GATE, GLOBE AND ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The Strong, Carlisle & Hammond Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 


Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, NON-RETU RN 
The Strong, Carlisle & Hammond C 
VALVES, POP, SAFETY AND REL IEF 
Detroit Lubricator Co. 
The Wm. Powell _ 
ween Compan 
ES, PRESSURE REDUCING 
G. M. Devie Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
Walworth Company 
VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, eee CHECK, ANGLE, 
EEDLE, ETC, 
The Parker snus Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve 
VISES, BENCH WITH. “CLAMP 
Bonney Forge & Tool Works 
VISES, DRILL PRESS 
The Skinner Chuck Co. 
Yost Manufacturing Co. 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Walworth Company 
Yost Manufacturing Co 
VISES, PATTERN MAKERS’ 
Yost Manufacturing Co. 
VISES, PIPE 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Columbian Vise & Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
Yost Manufacturing Co. 
VISES’ WOODWORKERS’ 
Columbian Vise & oe Co. 
Yost eee 
WA HERS, BRASS 
Economy Screw gon” ion 
WASHERS, BRASS, BRONZE, COPPER 
STEEL, CAST IRON AND GAL VANIZED 
The Cleveland Wrought Products Co. 
H. M. Harper Co. 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
WASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Coodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Republic Rubber Co. 
WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 
WELDING AND gage EQUIPMENT 
The Imperial Brass Mfg. 
WHEELBARROWS 
The Fairbanks Company 
WHEELS, BUFFING 
Cc. B. Hunt & Son. 
WINCHES 
A. L. Schultz & Son 
WHEELS, GRINDING 
Abrasive Company 
kx. C. Atkins & Co. 
WINCHES 
Stephens-Adamson Mfg. Co. 
WIRE ROPE 
Williamsport Wire Rope Co. 
WOODWORKERS, VARIETY 
Crescent Machine Co. 
J. D. Wallace & Co. 
bags oe SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, HOPPER CAR 
Advance Car Mover Co. 
Safety Wrench & Appliance Co. 
WRENCHES, _ END 
Armstrong Bros. Tool 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
J. H. Williams & Co. 
WRENCHES, PIPE 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Walworth Company 
J. Williams & Co. 
RENCHES, SOCKET 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 
Blackhawk Mfg. Co. 
Bonney Forge & = Works 
J. H. Williams & C 
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Specialties for Mill Supply Jobbers 
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New! Workace Radial Saw 


A new directly connected motor 
driven overhead saw. Cuts any 
angle; cross cuts; rips. Dados, 
tenons, routs, bores, sands, anything. 
The handiest tool yet devised for the 
carpenter, mill, maintenance depart- 
ment, lumber yard, shipping room, 
etc. 


FASTEST SELLING WOODWORK- 
ING MACHINE TODAY— 
ATTRACTIVE DEALER 

PROPOSITION 





Made and Guaranteed by 


J. D. WALLACE & CO. 
2801 Wilcox St. Chicago, Ill. 





Rugged Construction 
Means 
Profit for You 


—Because Frederick Dia- 
phragm Pumps last. The 
“slogging” work of Draining 
Quarries, Trenches, Cellars, 
Excavations, Sewers, and 
Ship Holds, is what they’re 
built for. And they’re 
guaranteed. 


Write for Bulletins and 


Prices 


The Frederick Iron & Steel Co. 


Frederick, Maryland 





The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 55 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 














Wire Brushes for every 
Heater or Boiler 
Boiler Tube Cleaners— 


Sectional and House Heating 
Flue Brushes. 


yWORCESTER WN 
* “FLUE-BRUSH 
Ds, 


Write for samples and 
prices on this economical and 
efficient line. 


AVORCESTER BRUSH 
AND SCRAPER CO 


WORCESTER 
BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 








EEC TERINT 


A CO ns 









Jobbers! 





Write us for 
catalog. 


BROWNIE N22 


MADE RIGHT PRICED RIGHT 

CLAMPS—Unbreakable, Nickel Plated, Udylited, Plain. 

Made of tough malleable i iron with steel screws. 

TURNBUCKLES—Udylited, Plain , Strong and Durable, will 
stand a powerful strain. 

BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 





DISTINCTIVE DESIGN 


sets Davis Valve Specialties 
apart from all other automatic 
pressure control equipment. 
Years of performance have 
proven them right. Consumer 
acceptance runs high. 

Most distributors find this 
is a profitable line to handle. 
G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue Chicago, Illinois 






MS 5-Gray 








ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
Pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes 
Also made in brass and bronze. A good seller Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 








GROBET SWISS FILES 
( 


V WI 
For over a hundred years GROBET SWISS FILES have been 


recognized as the best files money can buy. Their fine qualities 
have won them this distinction. 
Cutting faster with more accuracy and precision—they produce 
a better economy. Master Craftsmen recommend these files as 
the best fles for economy and longer life. 





Send for Catalog B 


Grobet File Corporation 


of America 
== 3 Park Place New York City 











When writing to Advertisers please mention Mitt Supp ies 
g I 
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DomMINATE Your Truck MARKET 


| Fea a pressed steel 
Hand Truck you sell is an everlasting 
reminder of the fine quality mer- 
chandise you handle. 


Because the natural and convenient 
source of supply for | , is 
through authorized deal- 
ers, repeat business that the superior 
service of this distinctive track stim- 
ulates « « <. and new business result- 
ing from the largest nation-wide track 
advertising program <x < « must come 
to you. 


It involves little in money and floor 
space to carry the complete 

line. 12 standardized 
models serve practically every hand 
track need. Think it over. 





== PATENTG PENDING 
REG. U. S PATENT OFFICE 


THE AMERICAN PULLEY CO. 


Pressed Steel: 
Pulleys Hangers SEN te Balla <) 
Miscellaneous Stampings 
4200 Wissahickon Ave. Philadelphia 


Company Warehouses: 





New York Boston Chicago San Francisco Seattle 


Buitt ro WEAR Without REPAIR 


When writing to Advertisers please mention Mitt Suppries 




















Compare aFerryMilled 

Stud with any other— 

note its high quality. 
We'll gladly send 


you a sample. 




















THE BEST GOOD-WILL 
builder for your business 
is your product itself. 


If your product isassembled with 

Ferry Cap and Set Screws, Milled 

Studs, and Screw machine parts, 

you can market it with greater con- 
fidence. You can be sure of satisfied users 
—and that’s building business forthe future. 


Ferry process Milled Studs are made with that 
extra care in the selection of materials and in 
manufacture that assures dependable results 
without question. 


Let Ferry serve you with Set Screws, Cap 
Screws, Acorn Nuts, Milled Studs and special 
screw machine products. Write or telephone. 


THE FERRY CAP AND SET SCREW CO. 
Cleveland, Ohio 








PROCESS SCREWS 








